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WORLD’S STRONGEST LIG 


NUDNS-* LEX-BEAM 


the 1946 Model 


‘ 


Ask your UNION jobber or write us for 20” x 26” poster enlargement of this photo. It will an- 
mounce to every farmer who enters your store: ‘THE FORKS WE SELL CAN TAKE IT IF YOU CAN.” 


It takes real muscle to lift an 80 lb. bale of hay. By actual strength tests, 1946 
model FLEX-BEAM Hay Forks can lift MORE THAN 4 TIMES THAT LOAD. By 
actual endurance tests, they can keep on lifting 80 Ib. loads like this 3 MILLION 
TIMES . . . These world’s strongest light forks, nationally advertised in leading 
farm magazines, will do more than any other item to identify your store to 
farmers as ‘the place to buy good tools." 


| 


MAKE YOUR STORE “THE PLACE TO BUY GOOD TOOLS:" 
In addition to FLEX-BEAM Hay, Grain and Manure Forks, 
our 1946 line offers many other items the public will be 
looking for in UNION farm, garden and lawn tools, 
SPEEDLINE garden and lawn tools and RAZOR-BACK 
shovels. Ask your UNION jobber or write us for Catalog 
15 showing this season's more complete and up-to-date 
selection of tools. 


THE UNION FORK & HOE COMPANY 
410 Hocking Street © Columbus 15, Ohio. 


AGAIN AVAILABLE—the famous 
UNION DISPLAY RACK! 


We cre now taking orders for new, improved type 
Racks for delivery between March 1 and June | at $3 
each, postpaid. Requests will be filled in the order 
they are received. To insure early shipment, send 
today, enclosing check or money order. 


Your Best Salesman— 
Works for 10 years 
for only 30¢ a Year! 





STOCKS 
ARE PILING UP 


Hes: all over the country 
are out gunning for Revere Ware. 
We're working day and night to step 
up production to help put this stock pile 
on your shelves. Increased production 


means increased sales and profits — 
good news to all Housewares Depart- 





ments carrying Revere copper-clad 
stainless steel Ware. With accelerated 
production you can expect additional 
Revere utensils as the year progresses 
—just part of an exciting Revere 
schedule which will be maturing soon. 


Listen to Exploring the Unknown on the Mutual Net- 
work every Sunday evening, 9 to 9:30 p. m., EST. 


REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division, Rome, N. Y. 
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a 1946 MAGAZINE advertising 
puts 182,669,000 messages before the 
eyes of able-to-buy families in every city, 
town and rural area in the country. Each 
message carries a direct demonstration 
of product features that only Crosley 
dealers can offer. 

Behind these messages are the new 
Crosley products. In engineering, design 
and mechanical excellence this line sets 
new high standards—a challenge in sala- 
bility and performance to the entire 
electrical appliance industry. Crosley has 
it! Wise dealers know it! 








IT’S EASY to see that the 
Crosley SHELvapor* 
makes twice as much food 
get-at-able in front row 
space. That means only 
half the shuffling of foods. 
“Reg. U.S. Pat. Off. 


SHELVADOR®* avoids much 
of the food shuffling and 
chances of tipping and 
spilling because it puts the 
foods most often needed 
in front row space at your 
finger tips. 























THIS ELIMINATES many a clean-up job occasioned by 
tipped-over foods. Every clean-up costs time and 
money plus the loss of cold air through the open door. 





THE CROSLEY CORPORATION, CINCINNATI 25, O. 


REFRIGERATORS : HOME FREEZERS : KITCHEN SINKS AND 
CABINETS : RANGES : LAUNDRY EQUIPMENT : RADIOS 
RADIO PHONOGRAPHS : FM : TELEVISION : SHORT WAVE 


HOME LAUNDRY KITCHEN SINKS RADIOS AND ELECTRONICS : RADAR 
FREEZERS EQUIPMENT AND CABINETS COMBINATIONS HOME OF WLW—“THE NATION'S STATION” 





Hardware |, published every other Thursday by Ohilton Co. (Ine.). Bntered secon d- agg matter March 24, 1933, at the Post Office at Philadelphia under the Act of 
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REELS 


RISTOL representatives will welcome 

( B you in Room 921 at the Hotel New 

Yorker during the show to discuss the fine 

new lines of golf clubs and fishing tackle 

with which this famous company will help 
you make sales, profits, in 1946. 


BRISTOL is now getting into production 


BRISTOL, 


istol 


HE J THE HORTON MANUFACTURING CO. f J THE HORTON MANUFACTURING CO. f co. 





CONNECTICUT 


invites you to learn about its new 


GOLF CLUBS 


FISHING RODS 


LINES 


at the National Sporting Goods Association Show 


HOTEL NEW YORKER 
New York City 


FEBRUARY 3rd TO 8th INCLUSIVE 


on these advanced-design quality products 
for the sportsman and expects to be able to 


make limited shipments early this year. 


To familiarize yourself with the many new 
features and sales advantages these products 
enjoy, it will pay you to accept this cordial 


invitation at your earliest opportunity. 
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R Decoys 


from the Only Complete Line-VICTOR 





With the new VERI-LITE decoy, 
Victor now becomes a 4-decoy 
line—the only complete decoy 
line made by any manufacturer. 
Standardize on Victor—and sat- 
isfy the needs of every one of 
your sportsmen-customers. 






VICTOR VERI-LITE DECOYS 


Lighten the Customer's Load .. . and Fatten Your Sales! 
Here’s the cellulose-plastic decoy for your customers who 
want a genuine duck shooter's decoy that is light enough 
to tote over the marsh without fatigue. Victor Veri-Lites 
are lifelike reproductions of wildfowl in all principal spe- 
cies—and were copied from real ducks by a sculptor of 
national reputation. These decoys are full size, thoroughly 
waterproof and made to stand hard usage. Painted to 
resemble actual plumage. Balanced at the factory and 
equipped with anchor line swivel. 


All Victor Decoys are furnished in Mallard,* Black Duck,* Pintail,* 
Red Head,* Canvasback, Blue Bill,* Widgeon, Whistler and Teal. 
Order 1946 requirements from your jobber now. 

*Available in Veri-Lite in 1946. 


ANIMAL TRAP COMPANY OF MISSISSIPPI, Subsidiary of 
ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PENNA. NIAGARA FALLS, ONT. 


VICT 
D 








DECOYS | ye 3253 





















VICTOR WOOD DECOYS 
Standbys for Ducks... and for Cash Reg- 
isters! Victor Wood Decoys are the old 
reliable solid wood decoys that have 
been used for years wherever ducks are 
shot. They're reliable cash register bell 
ringers, too! | 





VICTOR VAC-STA DECOYS 


Ride Right on the Water... Ride High in 
Popularity! This is the choice of the 
many gunners who want decoys that 
ride right on the water — without need 
for individual balancing by lead weights. 





VICTOR BALSA WOOD DECOYS 


Rich Man's Decoy...at Every Man's Price! 
Victor Balsa Wood Decoys are consid- 
ered “de luxe’ — yet they're now priced 
for you to retail at a figure within reach 
of all. Balsa is the most buoyant and 
lightest wood known. Painted in dull 
colors to eliminate glare. 
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He built 
ur cities 


his Colossus, the American farmer, has made 
possible the building of our towering cities. 


If that sounds far-fetched, remember that when 
America was young, 9 out of 10 of our citizens were 
required on farms to raise the necessary foods and 
fibers. But our farmers have become so efficient 
that agriculture today needs only a fifth of our 
workers. The others have been able to build our 
towns and cities and devote their labors to making 
America a land of luxury ... a land of arts, 
sciences, education, building, industry. ... 
“Se 

For 114 years Country Gentleman has carried the 
news of and to farmers... the news that has made 
them the most competent and most prosperous 
people of agriculture in all the world. 

Through those years, moreover, Country Gentle- 
man has always put the farmer’s interest above 
all others, not only in its editorial and advertising 
policies, but in many services apart from the pub- 


6 
















lishing of a magazine. The result is that C. G. has 
won a unique affection with America’s farm 
families ... giving added weight and prestige to 
every article, story, feature—and advertisement — 
it carries. 








Facts of Special Interest to Rural Hardware Dealers : 


When asked what magazine is most effective in selling their 
rural customers, hardware dealers voted Country Gentle- 
man first choice by margin of almost 3 to 1. 


Rural families—-even in normal times—purchase and con- 
sume 40% of all America produces! 


Farmers’ incomes have doubled in the last five years! 
y 


Country Gentleman’s readers are concentrated among the 


top-half farm families. 








[ OUNTRY 5 ENTLEMAN Nationa! spokesman for Agriculture 


A CURTIS PUBLICATION 
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A SURE-FIRE 


SELLER 
WEED-NG- MORE 


Magic Weed Killer 


WEED-NO-MORE! The product millions of homeowners 
have been waiting for! 



































Contains Kills ugly weeds but won’t harm common lawn grasses! 
an ester of When used as directed, it won’t injure soil, won’t stain hands 

2, 4-Dichloro- or clothing! 
phenoxyacetic The 8-ounce can treats 1600 square feet—enough for the 
acid average lawn—and retails at only $1.00! So the average home- 


owner can have a beautiful weed-free lawn—easily, safely, 


economically! It’s a sure-fire seller —-WEED-NO-MORE! 


BACKED BY BIG NATIONAL png ne 


89,282,359 SALES MESSAGES... 
58 ADS IN 13 MAGAZINES ALL 
THROUGH THE GROWING SEASON 
SELLING WEED-NO-MORE! 





WEED ol NO - MORE! This amazing new weed-killer is made by people who 


know how to promote good products! For complete information on how you can cash in on this 
sure-fire seller, contact your distributor. 


Made by THE SHERWIN-WILLIAMS Co. 


DISTRIBUTED BY: 
Acme White Lead & Color Works, Detroit, Michigan; Rogers Paint Products, Inc., Detroit, Michigan; W. W. Lawrence & Company, Pittsburgh, 
Pa.; The Lowe Brothers Company, Dayton, Ohio; John Lucas & Company, Inc., Philadelphia, Pa.; The Martin-Senour Company, Chicago, 
IMinois; The Sherwin-Williams Company, Cleveland, Ohio. 


: 
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MODERN CABINET HARDWARE. . 
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Styled te Sell 


One of four — new National Lock Cabinet Hardware 


Creations is pictured here. This is truly hardware with “eye appeal,” 
designed to the taste of the times and that sells on sight. Four profit-packed 
Chromium Plated styles in matched sets — each more attractive 
than the other — to choose from. Four different modern display boards 
as illustrated below are available for your counters and windows. 
Order now — be the first in your territory with this eye-catching, 


sales-building line. Write for complete descriptive catalog. 


== 
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NATIONAL LOCK COMPANY 


BUILDERS HARDWARE DIVISION 


ROCKFORD, ILLINOIS 
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-4#MON THE BIG SALES DEMAND 
for this New, Unique Home Maintenance Product 
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Instant “Buy-Appeal” to Millions of Home Owners 


In 7 out of 10 homes, settling, age, or faulty construction have 
resulted in sagging floors, plaster cracks, out-of-plumb doors 
and windows — unsightly, aggravating. and often dangerous 
conditions. Tel-O-Posts correct and permanently eliminate the 
cause of this kind of home depreciation. 























The all-steel Tel-O-Post is a permanent support — easy and 
quick to install by anyone. The telescopic design provides in- 
stant adjustment to fit-amy basement. A built-in jack raises floor 
structures level — slowly and safely as desired. It is a complete 
device for a complete job — exactly what home owners need 
and want. 








Many Uses for Tel-O-Post Bring Big Sales Volume 


Saas —— Corrects floor sag at cellar stair well, beam joints, 
= furnace, fireplace, chimney, etc. 


ee 
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Corrects floor sag from weight of heavy household 
goods. 


Eliminates floor vibration caused by electrical refrig- 
erators, etc. 


Reorders after reorders are being received from leading stores 
who have been quick to feature this unique home maintenance 
product. Sales of 100 and more per week are common. 
Demand is instantaneous wherever Tel-O-Posts are displayed 
and advertised. 





Order Now for Quick Delivery 


Just place the Tel-O-Post in Packaged Complete Thoroughly sales proven in key markets, 
position. The built-in jack makes — Ready to Install Tel-O-Posts are now available to leading 
it easy to adjust floors slowly. y dealers. You'll cash-in handsomely on the 


safely to original level and pro- 


fast turnover, excellent profit and real 
vide permanent support. SUGGESTED RETAIL volume of this new feature attraction. Rush 


your initial order, today. 


$ 
95 EACH THE TEL-O-POST COMPANY 
140 Ash St. Akron 8, Ohio 








AS NATIONALLY 
ADVERTISED 


Patents Pending 





Shipping Wt. 38 Ibs. 














WITH ADJUSTABLE BUILT-IN JACK 
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Your reputation is at stake selling a prod- 
uct like a micrometer. So you prefer to 
handle a line commonly acknowledged 
to be top rank. 

How do you feel about bolts and nuts 
in this respect? Your reputation is just 
as much at stake — perhaps even more 
so. Because if you compare bolts and nuts 
with other products you carry — in fre- 


quency of sale and annual dollar volume 
— you'll probably find they constitute 
a major item in your business. As such, 
they present more opportunity than 
many so-called “specialties” either to 
please the customer or cause dissat- 
isfaction. 

That’s why so many distributors put real 
selling emphasis on bolts and nuts— hand- 


in Portland, Me., and Portland, Ore. 
.+. the identical quality 
Select at random any RB&W EMPIRE Bolt from a distribu- 


tor’s stock. You can depend on that bolt being identical with 
one of similar specifications obtained from any RB&W dealer's 
stock. Clean-cut head; accurate, well-finished barrel; perfect 
threads — every one the result of hundreds of thousands of 
dollars invested in research and development work. 


LYIP AOL LOL o12xLE0 0 


customers. 


ling a quality line, RB&W EMPIRE, 
and merchandising that line, not as 
a commodity, but as a source of extra 
values in a vital manufacturing operation. 
Such distributors are getting the re- 
peat business, and are strengthening that 
intangible, but very real, bond between 
customer and supplier that always re- 
sults from satisfactory performance. 


A Name Associated with Extra Values 


cwenees of this advertising is to make the name RB&W 
EMPIRE mean extra value to your prospects and 


Pes 
"EMPIRE 
ray 


AND ALUED FASTENING PRODUCTS - SINCE 1645 


Russell, Burdsall & Ward Bolt and Nut Company. Factories at Port Chester, New York, Coraopolis, Pa., Rock Falls, lil. 
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RE, 
‘xtra 
tion. 
» Te- 
that 


$ Te- 


: 


7E 


RBEts 


THE COMPLETE QUALITY LINE 


RB&W rot si 


Offices at Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland 
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Mo ago experts said, “After the war, American 

/ 

; women will buy 10'-million electric irons! 
Today, the scramble is on—and you're the most popu- 

lar fellow in town. Women want irons! Any kind of irons 


just wrap-em up and out they go! 


But tomorrow—will the appliances you sell today bring 


the ladies back for more, or just bring back complaints? 


You can write your own answer. Sell quality merchan- 


dise and win lifetime customers. Women who come back 





Will they still swoon tomorrow 7 


again and again to buy other good items in your line. 
Women who tell their friends—and make more loyal 


friends for you! 


Manning-Bowman’s household appliances, including 
the famous Iron-that-Wags-its-Tail, are just such a line. 


They headline a large family of reliable M-B appliances. 


Today, as it has since 1857, Manning-Bowman means 
best. It also means more business for you in the years 


to come—with the kind of satisfied customers you want. 


Manvino- Bowman Means Best 


MERIDEN, CONNECTICUT 


¥ o> —— 
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Smokeless Long-Last 
able Broiler Percolator 





Toaster-with- 
the-Tester 


Twin-O-Matic 
Woffle Baker 


THE LINE THAT'S ALWAYS IN DEMAND 
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ELECTRIC FANS 


RK FULL 
PRICES ... 















E inquiries from deale D are in a position 
toy substantial quantities of electifc fans for limited 
delivéty in February and unlimited deliveries in March. 
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4 
é Introduction of this new, top quality, streamlined electric fan is truly "BIG NEWS"'. 
‘ Though ‘'prompt delivery'’ is the outstanding feature of our announcement you can 
4 be assured that the quality and performance specifications, as laid down by the fan : 
4 industry, are rigidly adhered to in the manufacture of our fan. The initial line of fans { 
: will be the popular 8-inch, 9-inch, 10-inch and 12-inch sizes, each of which meet the | 
§ requirements of the most particular fan buyers. Recommended for homes, offices, 
3 hotels, hospitals, schools and places of business where style, quiet operation, large 
bs breeze capacity and ical, dependable service are necessary. Agein we say 
$ . write for full particulars on prices and delivery dates. | 
: 
3 
. SUPERB FANS IN EVERY DETAIL 
eeee 
al 
COLORS: Base and motor house either black or BASE is sturdy and large insuring steady secure } 
maroon; fan guard and cord in harmonizing action . . . rubber tabs prevent marring or 
or contrasting color; blades bright finish. moving. j 
1g 
MOTOR is induction type, no brushes or mechan- SWITCH on bese is Guest construction canopy 
e. leal starting device and will not interfere type for “‘on-and-off'’ action. 
s. with radio reception. Cast aluminum shell Corp plastic covered extra-long seven-foot length 
covers motor. with underwriters’ approved plug. Cord and | 
> BEARINGS of adequate size and grooved to dis- a ae eee a ee 
S 4 tribute oil evenly insuring smooth operation. NON-OSCILLATING, but up-and-down position 
s SHINE AAA can be easily adjusted. 
BLADES are bright finish sheet aluminum with the 
a four blades shaped to give maximum breeze FULL YEAR'S guarantee against failure due tu 
e as Fans Are capacity and perfect balance. faulty material or workmanship. Oil reserves 
are factory filled providing lubrication for 
POWERED BY THE GUARD is solidly anchored between cap and about six months of continuous operation be- 
= NATIONALLY KNOWN house on the motor shell fore user is required to replenish oil supply. 
; : 
_ BARCOL MOTORS 
M4 MANUFACTURED BY WRIGHT ENGINEERING COMPANY, LISBON, OHIO, GOP 2.2 « 





916 FIFTH AVENUE HUNTINGTON, W. VA. 
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Z Y  Shock-Proof 
Break-proof 


7 y 

watt ) Ma 
PY / Screw : 
j /] Drivers Where they come from 
a > Rteoaiezae | says they’re GOOD! 


and h , 
pre 8 wily From Maryland’s Eastern Shore these 


]. THEY L oTe] aacloley> butchers’ beauties hail, from the hand-tool 
plant of Briddell. Best-known cleaver and 


2. The y Fit the Neeg fish splitter in the business, probably. 


Of Every Craftsman Both tools are of finest carbon steel, 
Factory Operative. tempered to perfection by old hands at 
Repair Shop, Homme tempering; and their hardwood handles 
Mechanic are triple-riveted to a steel tang that goes 
full-length of the handle. Swing ’em once 
173 TYPES 7 and you'll know why butchers, hotels, res- 
On Attractiy ; taurants, institutions and even housewives 
e Dis- have liked ’em so long. 
Play Boards Or B = é, — ; 8: 
the Piece y ve There’s craftsmanship at work down 
be Crisfield-way, a pride in good work that 
' makes Briddell hand-tools stand out. Ask 


{ IN Orte far «4 your supplier. 
. AN 
~*~ 
l 


S Ca talog Briddell products are advertised to 
Ss 15,000,000 readers, every other 
‘ week, in The Saturday Evening 


CRAFTSMEN IN METAL SINCE 1895 


CLEAVERS + ICE PICKS «+ ICE CHIPPERS + AWLS 


>. 
307 E. ONTARIO ST. @ CHICAGO 11, ILL. WRECKING BARS . ASH TRAYS «- FISH SPLITTERS 


; Canadian Warehouse: 560 KING STREET, WEST « TORONTO 2, ONTARIO OYSTER TONGS & KNIVES « CLAM RAKES « GRAPNELS 
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SOLD THROUGH 
JOBBERS 


ANOTHER Projet Leader 


BMC Offset Screw Driver 
With regular and 
Phillips-head Bits 


For faster, easier work in close quarters. 


Either finger or lever turning. Strong, 


hex-wrench handle provides ample 
leverage for securely setting or remov- 
ing stubborn screws. Provides good 
visibility around screw hole. Tool-steel 
shank hardened at points, of wear. 
4" handle. 


3/16” — 1/4” — 5/16” 
Phillips: Point Nos. 1, 2, 3 


Retails for 65c¢ each or 
Set of 3 for $1.50 


GET VOLUME PROFITS 


on this High Quality Tool 


For Factory, Farm, Home & Crafts Use 
At last—a wrench that gives a tight, slip-free grip—without fussy 
adjustment—on any shape piece that you can get hold of . .. nuts, 
studs, pipe, short, broken or irregular pieces. 


More than a ton gripping power . . . applied with one hand, and 
released with the flick of a finger. Has thousands of uses in factories, 
shops, garages ... on the farm... at home... or for hobby pursuits. 


It’s a tool of sturdy quality suitable for the finest mill-supply 
outlets, auto equipment or neighborhood hardware stores. Can be 
sold in quantities to individual plants for use as a wrench, plier, 
clamp or hand-vise. Ideal for positioning and holding small pieces for 
drilling, threading, bolting, riveting or welding. 


TWO SIZES 


No. 7—7'%s”" long—retails for $2.75 
No. 9—8 2” long—retails for $3.50 


WRITE TODAY FOR WHOLESALE SET-UP. Get in line 
for a steadily increasing volume of business on this new, general 
purpose tool. Backed by a comprehensive line of counter displays, 
dealer helps and national advertising. 








LEADERSHIP Zz 
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First in the wide application of Mult-l-Heat Control and pio- First with Systemeering—a unique guide for the scientific control 
‘Meering many more new features in design ond construction. ; of retailing — points the way to creating and conserving a surplus. 





K A leader in featuring & completely diversi-. 
First with Moderneering — a practical, down-to-earth store plan- fied line of Washers and froners to cover 
ning guide. Already distributed free to over 26,000 alert dealers. the entire market under one brand name. 
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* LARGE SCALE NATIONAL ADVERTISING . s oe _ 


Howse Bean IN 19 MAGAZINES 
180 MILLION CONSUMER MESSAGES 


mT 
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Make Your “Move” 
with Universal 


Now is the time to make your move with the one Com- 
pany that brought you leadership during the war with its 
“Help the Dealer” Program and continues to demonstrate 
outstanding leadership with its many “firsts” in appli- 
ances, housewares and business building plans. By be- 
coming a Universal dealer, you become the appliance 
and housewares leader in your community. 


wie TASER OE < 


HARD-HITTING POINT-OF-SALE 
PROMOTIONAL PROGRAMS 
BEHIND EVERY LINE! 





Ask about a Universal Franchise 


See your nearest Universal distributor for full franchise 


information. There are still opportunities for alert dealers 
to sell Universal lines in communities from coast to coast. 
Act today! Get aboard the Universal “brandwagon”. 


leda Exclusively by Northern Electric Company, Ltd. 
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( STRI 


IT SELLS ITSELF! 


Every customer who enters your store is 
a prospect for STRIP-SEAL . .. especially 
in cold weather. Every home, however 
well-built, has a lot of small cracks, 
openings and “leaks” where heat goes 
out and cold comes in. 


Lots of people “suffer in silence” until 
they know that STRIP-SEAL can SEAL 
OUT COLD! This magic mastic strip of 
1001 uses putties, plugs, seals, weather- 
proofs EVERYTHING. 


STRIP-SEAL never hardens .. . never 
cracks...never falls out!"/# stays in place.” 


Ask your jobber's salesman about STRIP- 
SEAL. Buy it! .. . Display it! .. . Adver- 
tise it! STRIP-SEAL means quick sales 
.-. repeat business . . . good profits! Put 
it to work for YOU! 


The Tremco Manufacturing Co., Cleveland, 0. 























Higher in west and deep south 


Single Package . . $ .29 Sold Thru 
SG « 6% &< 1.25 HARDWARE 
Cc (Retail list price) JOBBERS 


PACKAGE 
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Sure-Fire Repeat Sales for 
Hardware Dealers Everywhere 


Dependable Nourse Oils, Greases, Farm Lubricants 
and Household Specialties have been tested and 
proved for forty years. The slogan, ‘Business is 
Good,’’ and the trademark of the ‘“‘Nourseman”’ 
will mean real profits for you. Order from your 
Hardware Jobber. If he can’t supply you, order 
direct. Billing will be made through the jobber 
you specify. 





Nourse Neatslene Harness Oil 
A special formula harness oil 
with guaranteed rat and mouse 
repellent qualities. 


Neatsfoot Oil 
Red Label D.D.T. Spray 
Knok ‘Em Kold Fly Killer 


A Pyrethrum base cattle and live- 
stock spray. Kills flies on contact. 


Powdered Insecticide Contain- 
ing D.D.T. 


Crystal Spray Window Cleaner 
Rosewood Furniture Polish 
Ruby Red Floor Dressing 
Nourse Home Lubricant 
White Cream Separator Oil 
Windmill Oil 

Washing Machine Oil 

Stock Dip 

Medicated Hog Joy Oil 


Every item in the Nourse 
Line is backed by the 
‘“Nourse Ironclad Guaran- 
tee.’ Buy any size can or 
bottle of any Nourse prod- 
uct and use half of it. If not 
perfectly satisfied return 
the unused half and your 
money will be refunded. 
— « — 
FREE 

Complete catalog of 
Nourse lubricants and 


Petroleum Specialties. 
Write for your copy. 


fSusine® 
is Good 


NOURSE OIL COMPANY 
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You'LL NEED A LOT 
I'VE HEARD 
MORE CLIMAX CLEANER J+uatr BEFORE 
THIS YEAR AND YOU'LL BuT TELL 
NEED IT EARLY- ; ME AGAIN«- 
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Make Yourself * YM 
A Real Profit A 


This Spring on — 
ty 


CLIMAX WALL ¥ 
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nd i As a smart retailer you know that you get 
is a more yolume, faster turnover and more net The 34-ounce glass jar with screw top, is a hit 
A f : : — with millions of consumers. Tight packing pre- H; 
7 } profit by pushing leading brands — like vents drying out. Climax keeps indefinitely. 
ur | Climax Wall Paper Cleaner. Contents are easily inspected by dealer or cus- I 
“6 tomer. Unused cleaner keeps longer, prevents i 
; : waste. Distinctive shape of jar and familiar red, 
or i On seasonal sellers like wall paper cleaner white, and blue label help millions to locate 
: most stores can satisfy 95 per cent of all cus- and poet product they know — especially 
3 e e in mass dl ays. 
: tomers with Climax Wall Paper Cleaner and tins 
Dil / one other alternative brand. 
oil ; 
use ; New finishes like Kem-Tone, Spred, Texto- 


lite, etc., plus continuing shortage of decorat- 
ing materials, paper hangers and painters to 
do the,work, have doubled the market for 
Climax Wall Paper Cleaner this spring. 





ve- 
ct. 


n- You can get aM the Climax Wall Paper 
Cleaner you want if you order it right away. 1 

Make real money on wall paper cleaner during C L ; LIMA 4 > 4 
March, April and May this year. Feature e 

Climax in mass displays. Cash in on Climax A7-Va ey LL q PAI AP PAPE 2 
acceptance created by uniform quality, 
protective packaging and consistent large 
scale advertising for years past and again 
this spring. Climax Cleaner is fair-traded 
to protect your profits. 
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CLIMAX INDUSTRIES, INC. © 2080 West 110th Street, Cleveland 2, Ohio 
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Of WITH OLIVE DRAB! Ou WITH FOREST BROWN! 


At last we can say goodbye to olive drab colors. 
During the war there was little, if any, choice 
in colors. But now Red Head can once again 
return to its own favored forest brown... in 
the clothing made throughout for the “Happy 
Hunter.” Your GI will surely be glad of the 
change ... just ask him! 

Not only will these famous labels be back, 
but the field-tested features that have won the 


approval of ‘Happy Hunters” everywhere will 
reappear in the Red Head line-up for 1946. 
Bi-swing backs... reefer pockets... shell loops 
... blood-proofed game pockets... and a host 
of other features will return... all of them 
better than ever before! 

And you can say “aloha,” too, to allocations. 
We can accept orders for your requirements, 
now! 


For ‘‘Happy Hunting”’ 
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RED HEAD BRAND CO. 


20 HARDWARE AGE 


4300 W. Belmont Avenue e¢ Chicago 41, Illinois 
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Od Reliable 


—HODGMAN’S BRIGHTON FISHING SHIRT AND CAPE 
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For more than 50 years this 
Brighton combination has been 
furnishing perfect protection 
against rough weather to thou- 
sands of fishermen from coast 
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to coast. 
i From the time the Brighton 
: shirt was added to the Hodg- 


man Sporting Specialties line 
it has enjoyed tremendous 
popularity among sportsmen. 
Such popularity must be—and 
is—deserved, and the garment 
has earned its name of “Old 
Reliable” through outstanding 
performance in wearing longer, 
fitting more comfortably, keep- 
ing fishermen dry in the heavi- 
est downpours. 
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And such popularity is your 
guarantee of great demand by 
your customers. The Brighton 
Fishing Shirt and Cape Cap 
are in production right now, 
featuring new, modern con- 
veniences. With the fishing sea- 
son just ahead, stock up to get 
your share of good business. 
Deliveries will be made first to 
those who order first, so send 
in your orders for Hodgman 
Sporting Specialties at once! 
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ODGMAN RUBBER CO. 


FRAMINGHAM, MASS. 


1 V. Madison St., Chicago 2 121 Second St., Si 
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2 BURNER ELECTRIC TABLE STOVE 
COMPLETE RANGE OF 6 COOKING HEATS 
High, Medium and Low on Both Burners 


A smartly styled, highly efficient unit combining cooking capacities of commercial electric 


ranges with domestic requirements. 


This stove is handsomely finished in black and white baked l, str lined designed, 
constructed with the best available material. Underwriter Approved Parts for excellent 
perfermance. 


Each unit has a complete range of 6 ceoking heats for fast dependable service—from 
brewing coffee to cooking complete meals—from simmering low to keep food at serving 
temperatures, to excess high for pan broiling and frying. 


TERMS: 2% Discount Check with Order or C.0.D. Rallway Express Net—F.0.B. Chicago 


INTERSTATE ELECTRIC SUPPLY CO. 


4754 N. Clark Street Chicago 40, Illinois 








ELECTRIC APPLIANCES — IMMEDIATE DELIVERY 


ELECTRIC HEATER 


These Features Tell the Story:— 


Constructed of Heavy Gauge Steel 
Stainless Steel Reflector 

Beautiful Streamlined Design 
Finished in Brown Baked Enamel 
Engineered for Maximum Efficiency 


Here it is! A completely new electric heater for the home 
or commercial use incorporating all of the latest features of 
Has no moving parts—nothing to 
wear out. It’s a radiating type unit and throws a surpris- 
ing amount of heat that warms up the average size room 
quickly. The new Steadi-Glo Heater is well constructed 
with durable underwriter approved parts for long, efficient 
operation. It’s compactly built for convenience and comes 


design and construction. 
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A quick review of exclusive features clearly shows why the Iowa Super Electric is 
America’s No. 1 choice. 
First—to operate, merely plug in to any convenient electric outlet—turn on the 
switch and separate. No hand cranking or starting. 
Second—there are no clutches, no gears—and no oiling is needed. 
Third—the famous Iowa curved disc bowl with exclusive graduated spacing gets all 
the butterfat—from either cold or warm milk. 
Fourth—the Iowa Super Electric is manufactured with the “know-how” of building 
fine separators for over 50 years. 

lowa Cream Separators offer you a fine source of profit- 

able sales. In your territory there are many prospects for 

this modern farm equipment. Write today for complete 


details. 


ASSOCIATED MANUFACTURERS, INC. 


Dept. HA, Waterloo, lowa 
Builders of quality cream separators since 1895 
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You'll sell more seeds, more garden supplies 
with the 


VIGORO Sealy Plated 


What every home-owner wants! 
_ Big, colorful landscaping 
plans . . . designed by a 
famous landscape 
architect ! 
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; iy (sheets are 
—_ | 16%, x 24”) 
! Seven out of ten persons 
; entering your store will 
have a chance 
G | VE TH EM a WA y to read about the 
with the purchase of a 100 Ib. bag VIGORO 
of Vigoro...and watch 
PO gardening enthusiasm rise... 
| watch sales soar! 
- 
5 wally os 
, PO aN 
yi . * Here it is! The biggest ‘shea = 
opportunity ever offered gar- aa iy. bp 
3 den supply dealers! The re- & 
% markable Vigoro Beauty Instead of merely planting 
= 4 Plans. Give these away with a few flowers and —- Ads running in all important 
5 the purchase of 100 Ib. or here and there and feeding a R ‘ 
ra more of Vigoro and you'll few handfuls of Vigoro, gardening magazines—total 
4 have a whole neighborhood pa acre follow a _ circulation—18,577,100. Be 
z f fully land d that requires more garden 4 
; _—.. ap ibonan oe supplies, more Vigoro. endutuwrepediene-taed 
garden supply sales! And you make a 100 lb. you have the Vigoro Beauty 
le (Profit $1.25 ith each 
_The Vigoro Beauty Plans mre Saou tes vo ed So Plans. Send for posters, 
give your customers a defi- order your supply of Vigoro streamers, mailing pieces 
nite gardening plan that in- now —get set for a more d +s | 
creases garden interest and profitable business right GRE ROWS ST MSS —— (Oe 
garden investment. away. salesmakers! 
Plant Food Division * U. S. Yards * Chicago 9, Ill. 
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*"DUAL-TEMP 


.. the 2-in-1 Refrigerator 
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No Defrosting! Mister, there’s sales magic in 
those two words! Women everywhere are say- 
ing, “I want the refrigerator that features ‘No 
Defrosting.’ ” Just pick any woman prospect, 
and say, “This is Admiral Dual-Temp, with 
the huge moist-cold compartment that never 
has to be defrosted.” You can bet she’ll be 
interested. Then tell her about other Dual- 
Temp features such as a roomy built-in freez- 
ing locker that really quick freezes and stores 
up to 2 bushels of frozen foods for months— 
no need for covered dishes—Sterilamp pro- 
tection against bacteria and mold—lots more 
room for foods. She’ll be more than interested 
..- you can chalk up a sale! Better get in touch 
with your Admiral distributor today. 


ar tie 


Chicago, 47 


DUAL=TEM P 
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im Appliance ¢€ Cords 


Put a box of Kellogg Koiled Kords on your counter and see 
what a ‘“‘sales booster’’ they are! A customer pauses for a 
second look... you pick up one of these sensational new 
cords ... hold it up for close inspection, demonstrating how 
easily it stretches out like this: 


Then you show how it curls itself instantly out of the way 
into a neat, compact unit like this: Cus- 
tomers understand its advantages at once—they can see this 
cord won't kink, won't dangle and will outlast many ordinary 
cords. It's the’ most practical appliance cord ever offered. S ieee 
Kellogg Koiled Kords are patented—giving you an exclusive . 
item that sells on sight. Feature them now—they’ll move fast! K ‘ l % l 


Co eee 


Place Your Order Now—Be Sure of | itacurieporourin 
Early Delivery! otis taking. . 2a 


Kellogg Koiled Kords are one of the livliest, fast- 
est-moving items on the counters today. Packed 
in attractive self-display cartons of 10 Kords 
each. Easy to order—simply use the code num- 
bers below. Order now from your jobber. 


No. 6000-2 (with attachment plug, heaterjack) List $2.95 
No. 6000-1 (with attachment plug only) .. .List $2.75 
Slightly higher West of Rockies 


RE ICG IA Di. 


1G KOILED KORD DIVISION 
Pee ice & SUPPLY COMPANY 
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No. 39 Three-blade Stockmen's Knife—4" 


long, double bolster, brass lined, nickel and 


silver finish. Bone handle. One large clip 
blade, one spay blade, and one sheep's foot 
blade. Now available for immediate ship- 
ment. Order in multiples of one dozen. 
Price per dozen $12.60. 








QUEEN CUTLERY COMPANY | 


47 EAST 34th STREET 
NEW YORK 16, NEW YORK 





THE NATIONAL BRAND 
IN HOUSEWARES IN ’46! 


Look to KROMEX in 1946 for a continuing 
series of surprise creations ... KROMEX 
leaders that will reach new heights of style- 
appeal and eye-appeal. KROMEX innovations 
to which every woman will say “Yes!” 


Watch KROMEX national advertising in 
1946. Watch it set a new standard for 
the industry! 

Yes, 16 major big-circulation magazines 
will bring the story of KROMEX to more 
than 42,000,000 readers. 


Smartly designed KROMEX advertise- 
ments, many in four colors, will create an 
even bigger consumer demand than ever for 
popular KROMEX ware. 


Build your merchandising plans around 
KROMEX in 1946. 


Communicate with us for the name of your 
nearest KROMEX jobber. 


ENDURINGLY BEAUTIFUL 


Cleveland 15, Ohio 
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Making 8 Million More 


‘‘Advance’”’ Sales Calls 















for Vollrath Dealers 


MARCH 





4 tribute to 
. e kitchen. 
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PRE aS 


Month after month, in these leading 


women’s magazines—Vollrath advertising 

: goes on building sales for dealers in 

f quality kitchenware. The full-column 
i advertisement pictured here . . . with its 
& attractive and convincing proof of 
{ Vollrath quality ... will make “advance” 
5 sales calls on the 8,400,000 homemakers 
‘ who take these periodicals. 


ae 


Such consistent advertising of a 
genuine “sales idea,” plus Vollrath’s 





Se 


reputation for quality, is the explana- 
tion why leading dealers are signing 
up with Vollrath distributors. 
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SHEBOYGAN ¢ WISCONSIN Vollrath Ware me 
ry “this dealer's and efficiency 
NEW YORK - CHICAGO - LOS ANGELES of quality?! 





Naty Macrae 
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eres why 


The Brush with the. 


aints more surface 





TEST PROCEDURE: Actual painting conditions TEST CONCLUSIONS: Comparison of area covered 


were duplicated as closely as possible. Brushes of by each of three standard type brushes (with hog 
identical type and dimensions were dipped into bristle coverage equal to 100%) shows Rubberset 
paint to a uniform depth. Then skilled painters Nylon covers 9.5% greater area than the best 


“brushed out” the paint until supply was exhausted. hog bristle brush... far more than ordinary nylon! 
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arsed you think we'd be sat- 
isfied with those independent 
laboratory tests you recently saw— 
the ones proving that the new Rub- 
berset Nylon Brush picks up more 
paint than any other nylon brush... 
more, even, than finest hog bristle ? 


But no, we had-to check further and 
prove that in addition to picking up 
more paint, Rubberset Nylon delivers 
more, too. Dip for dip, the brush with 
the “permanent wave” paints a 
greater area than any brush you ever 
cow! 9.5% greater, as shown here. 
Think what “this means in terms of 
time, effort and money saved! 


RUBBERSET’S “PERMANENT 
WAVE” IS THE REASON WHY. 
Natural curved shape of hog bristle 
(A) provides more open spaces for 
holding paint than the straight bristles 
of ordinary nylon (B). But Rubberset- 
processed Nylon (C) has exclusive 
“permanent wave” or series of crimps 
scientifically placed to provide great- 
est pick-up, smoothest delivery! 


Permanent Wave 
per dip | 





And this, mind you, is the same great 
brush that lasts 51% times as long as 
the finest natural bristle brush . . . 





ie. 











that needs no breaking-in, thanks to 
Rubberset’s patented “chisel tip” . . 
that does a better job faster and easier 
than any brush you ever handled! 


The Man Who Knows Says— 





Factories: 
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YPEAKING of delivery 

S there'll be more and more 
Rubberset Nylon Brushes as 
the nylon filament situation 
eases up. (That’s the bottle- 
neck.) We’re even more anxious 
to get them back to you than 
you are to have them, so please 
bear vith us a little longer! 















*Patent Applied For 


RUBBERSET 


NYLON BRUSHES 


Rubberset Company—Established 1873—56 Ferry Street, Newark 5, New Jersey 
Newark, N. J., Gravenhurst, Ont., Canada * Branches: 





Los Angeles, Cal., St. Louis, Mo. 
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When You Sell One— 





Ring Up Many More! «~ 


Convince yourself that one sale of a 
Tavern Home Product leads to another— 
that Tavern quality brings them back 
again and again! Display the line—show 
your customers that there’s a’ Tavern 
Home Product for a wide variety of 
household needs. 

Then watch the improvement in traffic, 
volume, profits in your housewares section! 

All Tavern Home Products are frequent 
purchase items with excellent mark-up. 
They are pre-sold by consistent adver- 


TAVERN 
HOME PRODUCTS 


Aids to Easier 
Hous sekeeping 


... Because Every Tavern Home Product Sells the Line! 









. 
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1% 
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tising in leading magazines. And, best of 
all, you'll find the Tavern line a depart- 
ment in itself. That means you won’t have 
to “fill in” with slow and uncertain brands! 


Order today from your nearest Socony- 
Vacuum office or from 26 Broadway, New 
York 4, N.Y. In the Southwest, order from 
Magnolia Petroleum Co., and on the West 
Coast from General Petroleum Corp. of 
California. Socony-Vacuum’s great dis- 


tribution system insures al- ‘la dv : 
most “overnight deliveries”! (Good —— S 
Lh corneas OE , 


NATIONALLY ADVERTISED! PUBLIC ACCEPTED! PRICED TO PLEASE! 


TAVERN HOME PRODUCTS 


Tavern Liquid Wax - Tavern Paste 

Wax - Tavern Non-Rub Floor Wax 

Tavern Paint Cleaner - Tavern Lustre 
Cloth . Tavern Window Cleaner 








i 






EVERY TAVERN HOME PRODUCT 










SOCcOmY vACUUM 
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Tavern Furniture,Gloss - Tavern Rug 
Cleaner - Tavern Leather Preserver 
Tavern Electric Motor Oil 

Tavern Parowax or Paraseal Wax . 












CARRIES THE SIGN THE NATION KNOWS 
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Wibon Hack Sous 


are making heviche Saw 
history with this new 


Dutcher Boy handlef \ 


and the Wibon / 
Rachet _ ail ; y 











@ STRAINING ae tary ee, 
SPOONS - SPECIAL. 
@ BASTING 
SPOONS 
@ CAKE 
TURNERS, 
Etc. 
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A COMPLETE LINE OF. CORDAGE 


AND COMPLETE COVERAGE 





FROM 3 MODERN 


MILLS 


AMERICAN Vast quantities of vegetable fibre are con- _‘The uses of all these products are ramified 

verted into cordage products in the mills of almost beyond description, but there is one 

CORDAGE American Manufacturing Company. From attribute characteristic of all“ AMERICAN” 

PRODUCTS advantageously located mills “AMERI- _CORDAGE PRODUCTS. That one thing 

A COMPLETE LINE CAN” ROPE and TWINE and OAKUM is “quality.” Only the very best of available 

ROPE and PACKING are shipped to every part materials go into the manufacture of 

Zi TWINE of the nation to fill the needs of farmers “AMERICAN” ROPE, TWINE, OAKUM 

. OAKUM and ranchers . . . of the marine and fishing and PACKING. Regardless of grade, the 

% tant PACKING trades .. . of the oil industry ...and all standards of workmanship are never com- 
other industrial requirements. promised. 
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AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N.Y. 


Branch Factories: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. - DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 
BALTIMORE * BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 







Sales Offices: 


‘ies Paying 2a) 3 
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Any lighter should provide lights— 
quickly and conveniently —when and 
where needed—any time, any place 
—without the annoyance of constant 
refills. That’s what the FLARE does! 
Drawn from 20 gauge steel, its big 
fuel chamber given the protection of 
snug fitting tube construction, the 
FLARE gives light after light after 
light without attention — 1000 lights 
between refills. 


Fs \ SORE THUMB 

? me PROVES CLAIM 

4 — To find what we 
could truthfully 
claim, our adver- 
tising man tried 
to count the num- 
ber of lights be- 
tween refills. After 
250 consecutive 
lights his thumb 
got sore so he spun the wheel with a 
rubber eraser. At 450 the eraser 
broke, so he went back to his thumb. 
At 640 the flint gave out and had to 
be replaced. At 963 the FLARE was 
still going strong but the thumb was 
so raw our man simply quit and put 
his lighter back in his pocket. Several 
days later, the FLARE still working 
without refueling, he settled for the 
claim — 1000 lights between refills! 


~~ 






For comparison with other lighters, 
we bought 10 popular makes, filled 
them to capacity, then lit each one 
30 times a day till it stopped lighting. 
The first one quit on the 5th day. 
Four more stopped on the 6th. One 
more dropped out on the 8th. Two 
on the 11th. A FLARE and one other 
lighter costing three times as much, 
made it a photo finish, finally to- 
gether ceasing to fire on the eighteenth 
day after the start. 


FLARE PASSES 

NOSE TEST \\ 
Any experienced ihn 
buyer puts anew ,* 
lighter tothe nose ‘4 
test-sniffs it from 
end toend, checks 
for evaporation. 
People don’t like 
their pockets or 
purses all smelled up with lighter 
fluid. No FLARE has ever failed to 
pass the nose test! Snug fitting tubular 
construction practically eliminates 
evaporation, helps FLARE provide 
light after light after light, long after 
other lighters run dry. 

JANUARY 31, 1946 






1000 Lights Between Refills 
New High Marke for Lighters 


GLASBESTOS WICK 

STOPS THUMB SMUDGE 

In most thumb operated lighters the 
wick burns down, deposits soot on 
the sparking wheel and smudges the 
operator’s thumb. In combination 
with our own design, positive action, 
self-cleaning sparking wheel, the 
special wick in the FLARE has an 
expensive spun glass sheathing around 
an asbestos core which ‘‘wears’’ but 
cannot burn. So far as we can tell, the 
FLARE Glasbestos wick will last the 
life of an ordinary lighter, meanwhile 
keeping thumbs as clean as a whistle. 














UNIQUE FLINT HOLDER 

With an early model FLARE, three 
men spent three hours simply trying 
to replace a flint. Upon removing the 
usual set screw, parts sprayed all over 
the floor. A spring here, the screw 
there, something else where it never 
was found! As a result, we designed 
a unique, instant action flint holder 
that works with a touch of thumb 
and finger—no loose parts to go fly- 
ing —nothing to screw or unscrew. A 
simple, sensible, easy-to-work gadget 
for replacing flints. Patented! Can’t 
be duplicated in any other lighter! 


LIGHT IT WITH A FLARE 


elolelom aici ais 


between refills’ 


TABER BUSHNELL & CO Minneag 





13,000,000 ADS WEEKLY 

Just getting started — with jobbers 
and dealers still wanted all over the 
country —small but effective news- 
paper ads are now running every 
week in the largest Sunday Papers 
in the country —New York News— 


“TRADE MARK 


“1000 LIGHTS BETWEEN 





Chicago Tribune — Philadelphia 
Inquirer— Kansas City Star— Los 
Angeles Examiner — and 20 other 
Metropolitan Sunday Papers — 
13,000,000 circulation with 39,000,000 
readers every week to tell consumers 
about the new FLARE. New papers 
are being added to the list as dis- 
tribution is increased. 


ADS REPEATED 

ON DISPLAY CONTAINERS 

Making Sunday newspaper ads more 
effective for dealers and jobbers, the 
newspaper ads are reproduced on 
counter displays holding two dozen 
FLARES. Consumers see the ads in 
their Sunday Paper—then see the same 
thing in displays on retail counters 
... doubling sales appeal! 





RETAILERS ORDER FROM JOBBERS 

Retail Price 69c each. Price to retail- 
ers 42c each. 27c profit on every retail 
sale. Order from your jobber or write 
for the name of your nearest supplier. 





Jobbers Order from TABER, BUSHNELL & CO. 


Midland Bank Building « Minneapolis 1, Minn. 
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(save-oil ) 


SYMBOL OF OPPORTUNITY 
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Savoil . . . symbol ofdependability, efficiency 
and customer satisfaction. Savoil . . . symbol 
of plus values at prices that sell. Savoil... 
symbol of sales opportunity. 

The name Savoil has long been associated 
with quality and economy in the stove manu- 
facturing field. Savoil kerosene stoves, ranges 
and heaters are built with full appreciation of 


the points that make buyers buy ... that 
create definite sales demand. Today, Savoil’s 
sights are trained on the target ahead . . . on 


making kerosene burning products completely 
in step with the ever-changing standards of a 
progressive world. In the future, as in the past, 
Savoil’s goal will be stoves, ranges and heaters 
with new highs in performance and saleability, 
at prices that appeal to the consumer. 

Plan to sell with Savoil ... share in the 
sales opportunities that will exist with products 
always a step ahead in eye-appealing features 
and eye-opening values. Right now, of course, 





» conditions will not permit deliveries of Savoil 


products in the volume we would like. But the 
plans are made .. . the blueprints drawn .. . 
for a line of Savoil products designed to open 
new vistas of sales profits for you. 
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KEROSENE BURNING 


Ranges - Stoves - Heaters 


UNITED STOVE CoO. 


YPSILANTI, MICHIGAN 
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This ECLIPSE“ Sae-Dero” 
all Plastic Spice and Utility Rack 


Here’s a useful, fast-selling item for your Plastics De- 
partment — something that will make an instant hit with Convenient in the Kitchen 
all homemakers . . . An all-plastic Spice and Utility Rack 


that installs easily on pantry wall or kitchen door to hold 





spices and condiments. Or it is equally useful in the 
bathroom as a Utility Rack for holding combs, bottles, 
and other toilet articles. Each rack individually cartoned 
(individual spice containers not included.) Made in red, 


blue, and white. 


Handy in the Bathroom 


G7Z Your JOBBER about this fast-selling new 
“‘San-DURO”’ Plastic Utility Rack — or 


write us for complete information and prices. 


rot clipe Moulded Products Ce. 


Plastic Div. of General American Transportation Corp. 
5154 N. 32nd Street, Milwaukee 9, Wisconsin 


MANUFACTURERS OF SAN-DURO BRAND PLASTIC PRODUCTS AND PRODUCERS OF PLASTIC ITEMS CUSTOM-MOULDED 
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Heavy Duty Handles- 
Unbreakable — Shockproof 
Highly Polished, Ground 
Blades of correctly hard- {. 





ened and tempered Tool 
teel. Securely Anchored 


TE (me 
Amber and Black 
SCREWDRIVER ASSORTMENT 


Makes Profits for Dealers 
Sales Start as Soon as Shown 


AL SCREW DRIVERS. 


Two-Tone Gli 
Deluxe 


sine 





a = 





Attractive Four-Color 


COUNTER 
DISPLAY CARD 
with Easel 


Stock No. X-641 
Consists of: 
2 Each No. X-5166 
X-4166 
X-3165 
X-3164 
X-4161 
X-44 with Clips 
Packed 1 Dozen to Box 
with 1 Display Card 
Weight 21% Lbs. per 
assortment. 


Sold by Leading Jobbers 
AMALITE, INC. 


1884 Pitkin Ave. 
Brooklyn 12, N. Y. 


t 
in Handles. I 
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NO. 258 










HAND- VISE 

| UNLOCKED 
for use asa ‘ 
PLIER OR WRENCH 
SWIVEL JAW for 
Universal - Parallel Grip 

Powerful, Adjustable 
Toggle Action 


GARAGE REPAIR SHOP 


FACTORY ELECTRICIAN 
FARM STEAMFITTER 
WELDER PLUMBER 


HOME SERVICEMAN 
ALL MECHANICS EVERYWHERE 


BETTER THAN A PLIER becouse it affords a 
terrific grip with no unusual hand strength 
A WRENCH because its grip. 
ivel action thot exerts even, 



























201 Main St., Oakville, Conn., U.S.A. 
Makers of “Snap-Cut” Pruners, Grass Shears, Hedge Shears, Etc. 







Sates Representatives: JOHN MH. GRAHAM & CO., Inc., 105 Duane St., New York City 8 





ferokee, Puts Your Merchandise Out 


In The Open = Saves “7ime... Wakes Sates 


“REVOLVO” all steel, rotating, sectional 
equipment makes storing, displaying and 
selling bulk merchandise efficient,, 

In one compact, accessible space “RE- 
VOLVO” saves 40-50% of floor normally 
required by other methods. 


Mechanical operation brings stock to the 
scales, the light and to the user or the 
salesman and purchaser. Saves valuable 
time in handling merchandise — eliminates 
waste. Ideal for nails, rivets, washers, fittings 
or any similar items. 











ALL STEEL NAIL COUNTERS 


Counter models — Merchandise is on display and accessible 
from either side. Counter used for scales, cash register, 
wrapping, displaying or serving. 

(SHOWN BELOW) Heavy Gauge Steel in 3 ft. Sections, 
Neutral Green Finish: Each Section has Nine Removable 
Nail Bins with a Capacity of 124 Ibs. of Nails. 

Size, Each Section 3 ft. Long, 3 ft. High and 24 ins. Deep. 
Weight 254 Ibs. per section. Total 9 ft. Long — 27 com- 
partments. 


“NAILS at SCALES” 


Model No. 25B (with scales) : 
Steel sections are mounted 
vertically one above the other 
on heavy steel tube set rig- 
idly into a heavy metal base. 
Sections do not sag or get 
out of line, and each shelf 
section rotates freely either 
direction on ball bearing as- 
sembly when fully loaded. 





NO. NBC-240 






vata 


a . Counter Model No. NBC-240 has two ro- 
Finish — Olive oor baked tating cabinets 41” wide, 3-sections, 12 
enamel unless otherwise spec- compartments each, a total of 24 compart- 
ified. ments with capacity of 125 Ibs. nails or 
Scales — Extra equipment. similar stock per compartment. 

Complete consists of Spring Model No. NBC-12 consists of one rotating 
Balance Hanging Scale, Scoop, cabinet 41” in diameter, 3-sections, 12 com- 
Chains, Scale Arm and Hold- partments, with counter 42” long by 32” 






2. 
i 





ing Plate. wide by 36” high, made of steel with lam- 
Model No. 500A is for heavy inated wood top covered with Government 
duty. standard green linoleum. : 


pe 






THE FRICK-GALLAGHER MFG. CO.— WELLSTON, OHIO 


PIONEERS IN DEVELOPMENT-DESIGN MANUFACTURING INSTALLATION OF ROTATING EQUIPMENT 
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CORBIN ‘“‘QUICK-SIGHT” LABELS GIVE 


YOU MORE SALES PER MINUTE 


Screws, Nuts and Bolts are just about the best “‘trade-ups”’ in 
the store. When you (or your retail salesman) can locate the 
correct type and size instantly, there’s more time to suggest other 
items to swell the sale. 

Corbin “‘Quick-Sight’’ Labels speed your S.P.M. with COLORS 
to help you locate each type. For example, BRIGHT Wood 
Screws are green, BLUED are blue, BRASS are orange. . . Identi- 
fying WORDS and FIGURES are large enough to be read 
several feet away, and tell you the whole story at a glance. 

Your Hardware Distributor is ready to supply you with an 
inventory planned for rapid turnover and profitable service to 
your trade. He will keep you supplied regularly. 

Fill your shelves with Corbin Screws and you'll see them 
faster, grab them faster, sell them faster. And, remember, 
when you sell CORBIN you're selling Uniform Quality. 


REW DIVISION 


rdware Corporation 


CORBIN SC 


The American Ha 


NEW BRITAIN 


essen * Chicago 
ew 
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@@ you get a lot more than a cash register... 


“When I decided to invest in a National Cash 
Register System, about the first thing I found out 
was ... You get a lot more than a cash register.’ 


“T'm not at all sure that the advice the National 
salesman gave me hasn't proved as valuable as the 
machine itself. He studied my business problems 
thoroughly and put his finger on the weaknesses 
in the methods I was using. He then helped me 
plan a system that would do away with those weak- 
nesses. Only after doing this, did he recommend 
the cash register that would meet my business 
needs.” 





*Name of writer on request. 





This is a typical example of the type of service 
that is given by the National Cash Register Com- 
pany’s representatives. Such service has resulted in 
thousands of satisfied users, many of whom have 
written telling us how successful their National 
cash register system proved. For example, one 
retailer wrote, ‘Taken as a whole, I believe the 
savings of the National Cash Register System will 
quickly pay for itself.”’* 

Why not call your local National representative 
and let him show you how the right National cash 
register system will help your hardware store? 


all principal cities. 


Oalional 


CASH REGISTERS * ADDING MACHINES 
ACCOUNTING-BOOK KEEPING MACHINES 


99 


@See the National Cash Register for Hardware Stores 


This National Cash Register is designed for use in hardware stores. It provides 
totals of sales in 5 departments and by 4 salespeople. Each salesperson has his 
own cash drawer. It also shows totals of charge, on account, and paid out 
transactions. In addition, the register prints a receipt or Certifies a sales-slip on 
each transaction, which shows the date, consecutive number, amount, depart- 
ment or kind of transaction and the operator's initial. At the end of the day, 
totals can be printed on the detailed audit-strip to show sales by departments, 
salespeople and transactions. Ask your National representative for a demon- 
stration. The National Cash Register Company, Dayton 9, Ohio. Offices in 
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... and these 10 great sales 
points, plus powerful full- 
page, full-color ads in leading 
farm papers, will make it the 
BIGGEST NEWS you ever 
heard in FARM ROOFING 


/ 
Geb a 15 aelle andi prop 


ALUMINUM COMPANY OF AMERICA, 
1726 GULF BLDG., PITTSBURGH 19, PA. 
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‘ BY ‘ 
ee ‘ mm Pa riem 28.8) ) 


\Y 


WILL NOT RUST Here is a NO PAINTING Under ordi- 
metal roof that will never rust nary conditi inting isn't 
or become ugly. Aluminum 


a a ee aes 





needed, but can be done for 
can’t rust. ; decorative effect if desired. 


-_ ago 


os heavy as other metal roof- 
ing of equal thickness! 26” x 
120” sheet weighs 6.45 Ibs. 


FIRE PROTECTION Sparks 
can't ignite aluminum. Properly 
grounded, it also protects 
against lightning damage. 


COOLER BUILDINGS By re- 
flecting hot sun rays, an alumi- 
num roof keeps buildings cool- 
er inside. 


GOOD LOOKING Aluminum 
roofs are permanently at- 
tractive. Original brightness 
softens to gray in time. 


SAVINGS 

es 
des 
his 
out 
on ‘ a 
art- LIGHTER ROOF LOAD Alcoa DRAIN WATER IS PURE ECONOMICAL Compare first GOOD FOR SIDING, TOO 
lay, Aluminum Roofing weighs Rain and melting snow run- cost, installation cost, and up- These same advantages sell 

about 44 pound per squore ning off aluminum roofs is non- keep with those of any roof- Alcoa Roofing Sheet for sid- 
mitts foot. Though light, it is strong! toxic. Safe to drink. ing material! ing, on new or old buildings. 
on- 


; in 


ALCOA ROOFING SHEET 
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New fast turn-over item 


Swivel Stoker Scoop 





Dealers Say— 


“Fastest selling—most prac- 
tical furnace tool we've 


Sell 
os sg 9495 


@ STURDY ALL-STEEL CONSTRUCTION 

@ WEIGHT 6 POUNDS 

@ SAVES FUEL by removing soft ash from fire bow! 

@ HANDLE CURVED out of way of coal hopper 

@ NATIONALLY ADVERTISED 

@ IMMEDIATE DELIVERY. Ship same day order 
received 





Write for circular. 


Anderson Specialty Co. 


Dept. Ti P. ©. Box 717 





Bloomington, Illinois 








WHOLESALERS 


In a Few Territories You Can Still Back 


UST RADIOS 


Backed by $60,000,000 


The few UST territories still open will not be open long. 
Covering most of the aoe cities throughout the USA, 
many substantial wholesalers ($60,000,000 total assets) 
have already signed exclusive UST distributor contracts. 


UST wholesalers signed exclusive UST contracts because 
UST offers for 1946 thirty-seven models, nine basic designs, 
and three price ranges—a line both broad and competitive, 
including every type and size of radio, radio-phonograph 
and television set. They signed because UST was one of 
 # four manufacturers who sold television pre-war... 

eae A know that “Trail Blazing in Television Assures 
Leadership in Radio,” 
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CAT ASE Se BS 


UNITED STATES TELEVISION Mfg. Corp. 
106 Seventh Avenue 
New York 11, N. Y. 


We are wholesalers. We are interested in a UST distributor- 
ship. Please send us your complete illustrated catalog. 


PE. sneacbend dan cvukgbiadeenddaesesbatsccenececsss 


EC. ii cbc suai ames deals lbeneudébadeeeeas 


ss cae ec ennadedanouteks shnnveduks Vekeuseced 
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CHATTANOOGA 


CHATTANOOGA CGB, 


ROYAL 


FIREPLACE 
FURNISHINGS 





GAS 
HEATERS 









LOOKING FORWARD 


TO SEEING YOU 
at the 


HOUSEWARES 
SHOW 


Dec. 30th thru Jan. 4th 


PALMER HOUSE 
ROOM 795 





IMPLEMENT & MFG. CO. 


TENN 











QUICK PROFIT 


ELELTRILE 


CHURN 


Rapid increase in number of electrified 
farms creates big and growing market 
for Gem Dandy Electric Churns. 
Dandy is nationally advertised in farm 
journals, has strong popular appeal, fea- 
tures that reduce farm-home drudgery. 
long-life motor. 
aluminum base, shaft and dasher. Neo- 
supports and electric 
cord. Easy to operate, easy to clean, 


Slow-speed, 


prene covered 


BIG VOLUME! 


Jdandy 







Gem 


Sanitary 


Retail Price 
Standard Model 


$14.32 


produces 15% more butter in 15 minutes. 


Ask Your Hardware Jobber 


or Write To — 


Deluxe Medel 


$17.32 


ALABAMA MANUFACTURING CO. 


1801 First Ave. N. 


L 
Bir g 
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America’s outstanding value in Egg Beaters, the classes. Production of these proved profit-makers 
No. 484 model shown below is the leader in a is going full speed ahead, using all the materials 
complete line of fast-selling beaters in all price and manpower we can secure! 


THE WASHBURN COMPANY rercisw inven 


HAROWARE 


ANDROCK 


HOUSEWARES 


“Spade” Handle and Frame 
Genuine Catalin Handles 


Fixed Race For Ball Bearings 


High Speed Center Drive Gear 


Enclosed Pinion Gears 


“Lifetime” — 
Stainless Steel Wings 


Individual Boxes 

















NOW-PIPE JOINT BOMMER 
To COMPOUND GRAVITY PiIvoT-HINGES 


ARE THE BEST 


Ta sile ala 


FOR ALL THOSE PIPE INSTALLATION 
AND REPAIR JOBS 


Just rub 3 or 4 strokes Always Ready For Instant Use 


ends ond tite tineatts ECONOMICAL 
_— HANDY... CLEAN 


Tested and Fully Ap- 
proved by Independ- TYPE 1331 
ent Laboratories 

and Industry. FOR LAVATORY DOORS ON MARBLE, SLATE, 


NO MESS GLASS, METAL OR WOOD PARTITIONS 


NO BRUSH Bommer Gravity Hinges are simple in con- 
oil, butane, propane, a Weer struction: the ball-bearing hardened steel 
Freon, air, water, mM d th intle i ti hes 
steam, acid, gas, brine. roller secured to the pintle in operation 

continuous contact with the broad cam which 


* pre mye thy ved seg . DEALER practically eliminates friction and reduces 
nuts, bolts, gaskets, turn- , Wear to @ minimum. 
buckles, etc. s The adjustable pintle permits aligning and 
% Contains no lead. Contains no in- setting the door to close or hold open in any 
jurious ingredients. desired position after the door is hung. 








BOMMER SPRING HINGE CO., INC., BROOKLYN 5, N. Y. 


“opr. F J > 
613 N. WESTERN AVE., CHICAGO 12, ILLINOIS Lake Gnomes Cos ee ee ee ee ae ee ee 

















These three big advantages are what you 
need . . . and only Lowell gives you all of 
them! They're a team that work together to 
increase your profits on sprayers and dusters 
and build good will by providing utmost sat- 
isfaction. From every angle, you'll be wise 
to feature Lowell! 


Copyrighted 1045, Lowell Mfg. Co. 


DEPT. 54—589 E. ILLINOIS ST., CHICAGO 11, ILL. 
WORLD'S LARGEST MANUFACTURERS OF SPRA AND RS EXCLUSIVELY 
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Here’s a program that fills a long- 
felt need. No single aluminum paint 
is ideal for every purpose. “3 for 3” 
offers you quality paints for every 
customer need: for metal and masonry, 
for exterior wood and for interior ap- 
plications . . . including hot surfaces. 

The manufacturers who will supply 
these 3 paints for 3 uses have formu- 
lated them especially for top per- 
formance on each type of work... 
using the best aluminum pigment, 


Alcoa Albron. Back of this quality 


LUMINUM PAINTS 


JANUARY 











will be the greatest sales promotion 


in aluminum paint history, starting 


in April with full pages in leading 


home and farm magazines. 

For the many uses where they are 
best—for the good volume and profit 
they will bring you—for the satisfied 
customers that these correct aluminum 
paints assure, you will like “3 for 3°’. 
You'll soon hear more about it from 
your supplier. ALUMINUM CoMPANY 
or America, 1984 Gulf Building, 


Pittsburgh 19, Pennsylvania. 


Backed by the BIGGEST ALUMINUM PAINT PROMOTION In History! 








@ Gives you a short complete 
line of top quality aluminum 
paints made with Alcoa 
Albron pigments 
Provides the right type of 
aluminum paint for each re- 
quirement 
Supports you with dominant 
national advertising and pro- 
motion 
Assures painting satisfaction 
—-satisfied customers for you 











ALBRON 


ur Customers will be 
king for this trade 


ark on the labels 














featuring « « « 


TAPER PINS 


PACKED FOR THE JOBBING TRADE 


PRODUCTS STEEL (_eeememccmmmmmmeme) STAINLESS 


BRASS, ALUMINUM, ETC. 
TAPER PIN ASSORTMENTS 





WOODRUFF KEYS, MACHINE KEYS, 
“ ” Jf P fa 7OUF STRAIGHT PINS, COTTER PINS 
Stanho “= fO —_ HORSE SHOE NAILS ——— 











“KOOLHEAD” FOUNDRY CHILL NAILS 





STANDARD HORSE NAIL CORPORATION ““Since is: NEW BRIGHTON, PA. 

















Be Sure to See 


for 1946 


POWER LAWN MOWERS 
HAND LAWN MOWERS 
ELECTRIC HEDGE TRIMMERS 


Our men are now in the field with samples. Write 
for catalog giving complete details. 


PINCOR | 


| 
-R GEN-E-MOTO 
btadlucts Os a saconinn 


BUY BONDS 


























Forty years ago Eagle introduced welded construction for 
steel bench oilers, and have been making welded oilers 
ever since. That’s why you can always depend on Eagle 
Oilers to give leak-proof service and to stand up under a 
long life of rugged usage. Eagle Welded Steel Bench 
Oilers are available in sizes 1/3 to 1 pint with 4, 6, 9 or 12 
inch rigid welded steel spouts; also 7 inch flexible spouts. 





Order from your Jobber 


EAGLE MANUFACTURING COMPANY 
Wellsburg, W. Va. 


R 





Black 
Oxide Finish 


Distributors 
JOHN H. GRAHAM & CO., Inc. 
105 Duane St., N. Y. City 
565 W. Wash. Bivd., Chicago 








This fast cutting, easy operating tool, and other num- 
bers in the Seymour Smith line of nationally known 
PRUNING AND TREE EQUIPMENT — available in 
limited quantities for essential uses. Order only 
through your jobber; he can serve you best. 
GRASS AND HEDGE SHEARS UNAVAILABLE 
until the war effort is served. 


SEYMOUR SMITH & SON, INC., 900A MAIN ST., OAKVILLE, CONN. 
Specialists in Garden Shears for Three Quarters of a Century 
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Factories, plants, machine shops 
and mills everywhere are hum- 
ming with new activity. Industry 
is going through the vast change- 
over from war to peacetime pro- 


duction. 


In the days ahead, the fast pace 
of reconversion will pose new 
filing problems that you can help 
customers solve to your own 


advantage. 


When the buyer asks for a file, it 
will pay you to show him the 
Heller NUCUT “Wavy-Teeth” 


File. Explain how its two-in-one 





HELP YOUR CUSTOMERS 


Speed Kecouverséou 


with the Files that Speeded War Production 


filing action cuts down both fil- 
ing time and costs, because it both 


cuts and smooths at every stroke! 


No matter what the filing job, 
cutting shaping or sizing . . . no 
matter what the material,—stain- 
less steel, aluminum,: brass or 
plastics .. . there is a Heller 
NUCUT that will do the job 
faster, easier, with far better: 


results! 


Write for further information on 
sizes, shapes and cuts that will 


meet your customers’ needs best. 


HELLER BROTHERS COMPANY 


Awarded t the 
Newcomerstown, 
Ohio Plant 


America’s Oldest File Manufacturers— 
Good Tools Since 1836 


Newark 4, New Jersey—Newcomerstown, Ohio 


| HELLER NUCUT FILES 


WAVY TEETH 


AGE JANUARY 31, 1946 











S a SOUTHINGTON 
C CARLSON ) SCREWS 


RULES Xeduce YOUR For Wood or Metal 
Southington Wood Screws, Drive 


i w VY E cm T Oo RY Screws cud Sheet Metal Screws 

have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
catalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. 


PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 


Driver fits se- Supply the in- 
curely into ta- creasing de- 


Tue CARLSON line includes a pered recess — —_ for these 
* steel tape rule for every use. e ‘ modern, time- 
CARLSON «. ty RULES By stocking the Carlson line, will not slip saving screws. 


you meet all customer's require- ‘ out, or work to All standard 


ments with one supply of rules. e 
Write for name of your local one side. S1Z€S. 
jobber. 


CARLSON & SULLIVAN THE SOUTHINGTON 


501 W. Foothill Blvd. 


Monrovia, California 5 = DWE. MFG. C aol 
Et. SOUTHINGTON, CONN. i; 

















* EASY TO USE LAWN EDGER 
* TRIMS NEATLY WITH THE PLUS 
* CUTS TWO WAYSH-Y.NG See ya8 


AVAILABLE NOW! 
Here is California's contribution’ to 
“better lawns” throughout the nation 
.areal high-quality, tempered steel 
Jn awn edge trimmer that will give 


The patented star-point, con- 


stoteteere/ rmcteitinonbe THE WORLD'S FASTEST SELLING CAN OPENER 


shaped shear which trims Dealers everywhere will sell this 


both ways, are exclusive Cas- amazingly easy-to-use tool by the " 
cade features. ‘ a a ¢ 0. 


gross... why not order a supply to 


take care of your trades springtime SA FETY ROLL JR. 


needs... they are available now! 
Fo Cascade Lawn , Over 50,000,000 Safety Roll Jr. Can 

: Edgers are sold thru p= Openers have been sold and we are 
wholesalers only... pleased to be able to offer this popular 

shipped via freight number again. Sturdy and strong, all 

prepaid in U.S.A. steel and retails at a low popular price. 


VAUGHAN NOVELTY MFG. CO. 
* CASCADE MFG. CO.. CULVER CITY, CALIFORNIA Siiertey Seipee Geamangers of Gan Casees sad Betiie Spococe” 


3211-25 CARROLL AVENUE 
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Lamps, both Incandescent and Fluorescent can mean a lot to you, in terms of 


volume and profit, if you handle them on the right basis. 


CHAMPION Lamps are manufactured and sold so that there'll be the most in it 
for you. They have the quality to assure satisfied customers and bring them back to 
you for replacements. Costs are kept down all the way through so as to give you 
maximum profit margin. The simplest, most straightforward selling policy is main- 


tained — wholesaler-to-retailer without red tape or restrictions ‘of any sort. 


In short, you get everything there is in it. Isn’t that what you're looking for in lamps? 


ASK YOUR WHOLESALER FOR CHAMPION LAMPS 








CHAMPION LAMP WORKS — 


Lynn, Massachusetts 


OIVISION OF mee, Beek Sher Be a) 29 28 Sa LAMP co 


JANUA 
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NEW! BETTER! 





THE NEW WIRE ROPE 
CLAMP That Really 
Holds the Line! 





CABL-OX clamps work on a brand 
new wedging principle. Holding 
power increases with the load and 
exceeds tensile strength of rope used. 
Does not crush and weaken rope 
like old style U-clips. Assembly is 
fast, neat . . . saves breakdowns, 
equipment, injuries and expense. 
Can be used over and over. Cadmium 


Cabl-ox | 


@ Made in all sizes from 4" to %". For all 
wire rope applications. 

@ Ask your distributor or write for illustrated 
folder and prices. 


NUNN MANUFACTURING CO. 


2125 Dewey Avenue, Evanston, Illinois 












1 : 






































QUICKLY BINDS AND CLAMPS 
WITH WIRE 


Timesaver for locking hose on fittings, securing ends 
of cables and ropes, attaching auto radiator con- 
nections, fastening burlap on nursery stock, clam a 

ing glued joints in furniture repair, Undies muffler 
connections, tying grain bags, bundling rods for’ 
shipment, assembling mops or g ew oes on handles, 
repairing —_ and barrels and for tying coils of 
wire and cable. 


No diameter too big — uses any soft wire. 
All steel construction — 74" long — weight 4 oz. 
STANDARD MACHINERY CO. 


1587 Elmwood Ave. 
Providence 7, R. |., U. S. A. 































DEALERS WANTED 





Write for detailed in- 
formation and price list 




















Some folks call them Door Bottoms. 
But whatever you call them, we have 
them. They are well made from .0159 
Dry Rolled Brass and 5/32” water- 
proofed felt, packed one dozen to a 
box, with screws for installing. Send 


for catalog and prices. 








NATIONAL METAL PRODUCTS COMPANY 














The CHICAGO “V”-BELT 
PULLEY DISPLAY 


will help You 
make Sales 


A $15.00 
Value 
for Only 
$7.20 


tisk Your Jobber About — 


the No. 50 Display Board. A complete assort- 
ment of 24 pulleys in 12 popular sizes ranging 
from 114” up to 5” in diameters. 

All pulleys are for “A” belts and come in 4” 
and 5%” bores. 

The Display Board is finished in red, white and 
blue and has space in the rear for additional sizes. 


Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St. CHICAGO 12, ILLINOIS 
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FIpesepling. . . . 


the story of 


e ‘ 
: CA Progressive Hardware Wholesalers 
A jewel in merchandising, you will want to see this 
32 page brochure. It tells the dramatic story of 24 
of the nation's greatest hardware wholesalers who 
are united to give you national distribution. Ask 
your Liberty representative to show you his copy. 


P 475 HEADQUARTERS: 14 N. STH ST., PHILADELPHIA 5S,PA. OFFICES: PHILADELPHIA.LOS ANGELES 
/ Pt Ae 


Liberly Distributors 


JANUARY 31, 1945 
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Hlardware-store customers like to 
talk to a sales clerk who shows that he 
knows certain types of merchandise espe- 
cially well. They are impressed with the 
completeness of his information and the 
sound ring of his advice. They usually 
come back when problems of the same 
nature come up. 

And the customer who “just drops in to 
get some information” often goes out with 
a purchase he hadn't thought of making 
when he entered the store. 


Train at least one sales clerk to know 
files thoroughly 


One clerk may “specialize” on paint, an- 
other on builders’ hardware, and so on 
. . . but be sure that at least one knows 
files from “A to Z.” 


We’ve considerable literature that will 
prove helpful in providing a “‘course” on 
files and filing. If you'll send us his name 
and address, we'll gladly send it to the 
sales clerk you've elected to become your 
“file specialist.” 


NICHOLSON FILE CO., 25 Acorn St., PROVIDENCE 1, R. I. 


(In Canada, Port Hope, Ont.) 
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WHO IS HIS BEST FRIEND? 


"Man's best friend" has to be képt out of trouble — yet he needs 
plenty of outdoor exercise. His best friend is the owner who 
gives him the freedom of a long runner — the protection of a 
good, strong American Chain. When you say "How about a chain 
for your dog?" it's a friendly suggestion — and a possible 
profit. Leads for small dogs are made of Spiralock or Tenso 
Pattern chain. Lengths are 4 or 6 feet with swivel snap on one 
end, a toggle bar on the other. Leads for larger dogs are made 
in Tenso pattern only. All dog leads are packed one dozen 

to a carton. Order from your wholesaler. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
HARDWARE AGE 








Informal Editorial Comments ... 


Just Among Ourselves 


_.. By Charles J. Heale, Editor of HARDWARE AGE 








Someday! 


The interests of the entire populace should be considered of para- 
mount importance in labor-management disputes. The public 
has recently experienced telephone, telegraph, and meat strikes 
and is now half worried about the threat of a transportation strike. 


s OMEDAY an aroused 


American public may force an entire- 
ly new governmental philosophy in 
the handling of labor-management 
disputes, especially when strikes in- 
volve such basic requirements as the 
telephone, the telegraph, meat and 
transportation. While we have not 
yet suffered from a widespread trans- 
portation strike there are threats in 
that direction and, of course, the 
other three fields of activities have 
been so affected in recent weeks. 
Here and there throughout the coun- 
try there are local transportation 
strikes—and they may spread. 

The right of workers to organize, 
to have collective bargaining and to 
quit working. individually and/or 


collectively, cannot be and is not 
questioned. However, that practice 
which is most inaccurately designated 
as “peaceful picketing” has become 
a most abused privilege with most 
strikers and is not in the public inter- 
est. The indifference of law enforce- 
ment agencies toward the mob rule 
that is permitted as “peaceful picket- 
ing” is an utter disgrace. 

The only possible conclusion, for 
the average citizen, is that the fairly 
unified voting strength of organized 
labor groups has made itself suffi- 
ciently potent and articulate whereas 
the vast majority of voters has not. 

Someday Mr. Average Citizen, who 
is in a tremendous majority in this 
country, and is not essentially a part 
of either top management or organ- 


* * * 


ized labor grouvs, may get mad 
enough to force Congressional action 
that will amend or repeal the Wagner 
Law; perhaps outlaw picketing or put 
drastic restrictions on it and insist 
that law enforcement agencies and 
public officials stamp out violence 
even when a strong union is involved. 

This can and should happen. It 
will happen when enough citizens find 
themselves without meat, telephones, 
telegrams, transportation and _per- 
haps electricity and gas, long enough 
to really get mad and then do some- 
thing about it. If they don’t, we may 
find ourselves some unhappy day lit- 
erally catapdlted into socialism 
through the nationalization of those 
industries which serve our basic 
needs. 


“Trying to Balance 1946 Costs Against 1942 Prices’:— 


UR good friend Stuart F. Hein- 
ritz, editor of Purchasing, really 
said a great deal in a few words when 
he addressed, .via a national radio 
hookup, the following remarks to 
President Truman: 
“By every criterion of economic 
experience, we have today an op- 
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portunity to enjoy the busiest and 
healthiest civilian economy on rec- 
ord. We have the compelling urge 
of four years’ deferred needs and 
desires, backed by a hundred bil- 
lion dollars of accumulated, liquid 
purchasing power. We have the 
prospect of broad employment to 


sustain that purchasing power over 
an extended period. Why is it that 
five months after Victory Day we 
see employment lagging and shop- 
pers standing at empty counters? 
“One of the reasons is the ana- 
chronism of trying to balance 1946 
costs against 1942 prices. Obvious- 
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ly this is a pincer movement, and 
we can expect to hear some scream- 
ing. Unfortunately, in too many 
cases, it is the cry of real distress. 
It is well established that this is 
true in respect to desperately need- 
ed building materials, and the 
same situation prevails in respect 
to radio and automobile parts, fur- 
niture, and scores of other produc- 
tion items that should be on the 
assembly lines today. 

“Living standa-ds are not deter- 
mined alone by pegged prices, but 
by the tangible goods that are 
available. The problem must be 
resolved at the production level. 


HERE seems to be an active cam- 

paign by some Consumer Co-op 
leaders to make their operations look 
like “small business,” so small that 
their tax exemptions and their share 
of the total business are not worth all 
the discussions that now are taking 
place. 

To us, this seems in complete re- 
verse of their printed and spoken 
progress reports prior to the current 
increased interest in taxing co-ops the 
same as any other manufacturing, 
wholesaling and retailing businesses 
are taxed. The co-ops made great 
strides in building sales volume and 
memberships and very freely gave 
out the glowing details. And these 
don’t look like “small business” to us. 

Also, the co-ops have announced 
extremely ambitious plans for getting 
a big share of the post-war major ap- 


The Outlook 


HE dire need for extra tax reve- 
nue has helped greatly in the 
widespread campaign to curtail, if not 
eliminate, tax exemptions enjoyed by 
co-ops and other exempt groups who 
compete with tax-paying businesses. 
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Without production there will be 
neither employment to provide in- 
come nor goods to satisfy demand. 

“Industry wants to produce. It is 
uniquely concerned with price both 
as a buyer and as aseller. It seeks 
to support and strengthen its 
sources of supply by paying fair 
prices for what it buys. It favors 
wage rates adequate to serve as a 
fair reward and incentive for pro- 
ductive effort. It requires fair sell- 
ing prices to provide a comparable 
reward and incentive on behalf of 
plant investment and enterprise. 
That is simple arithmetic. For 
business, unlike government, can- 


The Co-ops Are Not Just “Small Business”:— 


pliance field, with National Coopera- 
tives, Inc., Chicago, quoted as ex- 
pecting to sell $25,000,000 worth of 
appliances in 1946. This is not “small 
business.” Assuming the co-ops de- 
velop a large volume of appliance 
business, we can probably expect 
them to become manufacturers of ap- 
pliances just as they followed that 
procedure in petroleum products, 
milking machines and certain farm 
and garden equipment tools. So we 
may have the picture of some appli- 
ance manufacturer who takes this pri- 
vate brand business for a while cre- 
ating a potential competitor who, 
until the law is changed, will not have 
the cost of certain taxes which is a 
decided and unfair competitive ad- 
vantage. 

In a recent issue, Collier’s edito- 
rializes on “Three Untaxed Billions” 











not exist and operate on deficit 

financing.” 

Obviously, no manufacturer, whole- 
saler or retailer can “balance 1946 
costs against 1942 prices”—but that 
is essentially what OPA requires— 
and it won’t and can’t work. Let us 
also quote again for the sake of fur- 
ther emphasis another observation by 
Mr. Heinritz, “For business, unlike 
government, cannot exist and operate 
on deficit financing.” 

These two fundamental thoughts 
might well be remembered and re- 
peated, every time a business man 
meets up with any of his three rep- 
resentatives in Congress. 





in which it comnients in part: 

“It turns out that the biggest 
tax-exempt organizations are the 
farmers’ co-operatives, with a gross 
1943 income of $2,233,904,000. 
Next biggest are various financial 
concerns competing with regularly 
taxed banks and insurance compa- 
nies. This group embraces mutual 
savings banks, mutual insurance 
companies, building and loan as- 
sociations, and federal credit agen- 
cies. Their total 1943 income: 
$870,000,000-plus. Labor organ- 
izations in 1943 took in a total of 
$13,111,000 from business deals, 
and $218,419,000 in dues. Various 
types of business associations 
grossed $25,161,000 from commer- 
cial transactions and $83,421,000 
from dues.” 

And that isn’t 
either. 


small business 






for Levying a Tax on Co-ops:— 





If the hardware trade and others 
interested keep up this fight we be- 
lieve the co-ops will pay the same 
taxes that are paid by hardware deal- 
ers, wholesalers and manufacturers. 


And they should. 













While this change may not take 
place in 1946 we are truly hopeful 
that early in 1947, at the latest, this 
needed tax reform will be law—but 
it won’t happen at all if all of us fail 
to keep up the fight. 
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guardian against intrusion 
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People have long recognized the security afforded by this type of 
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lock . . . It is found wherever extra protection is needed — 


a dependable guardian against intrusion. 


| 
ILCO has long recognized its responsibility in building deadlocks, | 
night latches, padlocks and other Security Hardware . . | 


The year 1946 will witness new advancements in product design — 


new opportunities for ILCO dealers everywhere. 


SECURITY HARDWARE 


INDEPENDENT LOCK COMPANY . FITCHBURG, MASSACHUSETTS 
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Hardware Age 
Post-War Forum 


“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


ie biggest problem in 


distribution from now on is to sell 
more goods. This means finding 
markets of from 30 to 50 per cent 
more volume of goods and services 
than we have seen pass through the 
distributive channels befure. This is 
a tremendous undertaking and to 
many distributors and manufacturers 
it may seem fantastic. Perhaps we 
will not reach the goal but those en- 
gaged in selling will have to aim high 
—much higher than they have ever 
aimed before. Here are some figures: 

Retail Sales, 1939, $42 Billion. 

Retail Sales, 1945 (Est.) $74 Bil- 
lion—76 per cent increase. 

Retail Prices, 1939-45, 43 per cent 
price increase; -+- 23 per cent in 
physical volume. 


Implementing the Program 


To sell more goods means (1) re- 
cruiting more salesmen; (2) select- 
ing them according to their capabili- 
ties to do a selling job; (3) giving 
them a real course in sales training 
so that they will know more about 
their products than the buyers; (4) 
giving them a thorough indoctrina- 
tion in the job they are doing and an 
understanding of the responsibility 
that selling bears to our emerging 


“They shall beat their swords into ploughshares 


There are seven important points to 
be considered in the post-war scene. 
This article outlines what may be 
done in order to improve conditions 


post-war goal of increased activity 
and employment all the way down 
the line from the producer to the 
consumer. 

In retail stores we have the prob- 
lem of securing better selling and 
service personnel. The traditional 
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“The biggest problem in distribu- 
tion . . . is to sell more goods.” 


wages paid in retailing will have to 
be re-examined. The philosophy that 
a capable retail clerk at higher than 
customary wages may produce more 
effective sales at a lower cost per dol- 
lar of sales, should be carefully con- 
sidered and made the subject of ex- 
periment by many individual re- 
tailers. 


Reconversion 


No drastic changes are expected in 
individual operating methods even 
though many changes are made in 





lines of merchandise handled by dif- 
ferent distributors. With adequate 
personnel, that should be available, 
existing retail stores can handle a 
great deal more volume than they are 
now handling. Nevertheless we can 
expect several hundred thousand new 
entrants in the retail field and, strange 
as it may sound, a large number of 
people are even contemplating start- 
ing into business as wholesalers, 
many of them with no previous busi- 
ness experience. 

In the conversion process there will 
naturally be a tremendous activity in 
the field of store modernization and 
modernization of equipment. Self- 
service or some variation, including 
many new adaptations of vending 
machines are likely to put in their 
appearance in certain fields. These 
are some of the means to be sought in 
the goal uf reduced costs. 


“In the retail stores we have 
the problem of securing better 
selling and service personnel.” 
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Trends 





By NELSON A. MILLER 
Chief, 
Distribution Division, 


Department of Commerce, 
Washington, D. C 


The effect of adding services 
dropped during the war will have to 
be studied. Decisions on service will, 
or should be, governed by two tests 
—first, the additional revenue they 
will produce, and second, the cost of 
securing this revenue. 


Competition and Confusion 


The recent Dun and Bradstreet sur- 
vey left no doubt in anyone’s mind 
that manufacturers are going to add 








“Self service or some variation 
are likely to put in their appear- 
ance in certain fields.” 


many new products to their lines; 
and that they plan on experimenting 
with new channels of distribution. 
The lines carried in retail and whole- 
sale stores are likely to continue té 
contain many strange and unrelated 
items, according to pre-war stand- 
ards. The idea of restricting lines of 
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NELSON A. 


merchandise to particular kinds of 
retail stores seems now to have van- 
ished from the horizon. The individ- 
ual retailer is likely to be governed 
in the selection of his lines only by 
what is legal and what has a demand 
in his particular community. We 
can, therefore, anticipate a lot of mis- 
takes, and the man who gambles too 
much of his resources on these experi- 
ments will be in financial danger. 


Big Business 

The large manufacturers, particu- 
larly in the rubber and petroleum 
fields, have well-laid plans for ex- 
panding their retail operations. 

The chains in some trades and the 
supermarkets will push ahead with 
new units and many new lines. Big 
business is on the move. 

This all sums up to a rather tough 
outlook for small business—yet small 
business must be preserved and 
helped over the rough spots, because 
small business is the main gate 
through which a man can enter into 
the democratic business processes so 


and their spears into pruning hooks.”.... 


MILLER 


‘closely linked to our American phil- 


osophy. A good deal of the output of 
the Department of Commerce will be 
shaped so that it may be used by in- 
dividual small business men who have 
the desire and ambition to perfect 
their individual operations and grow. 


Incentive Plans 


The whole wage system in distribu- 
tion presents a problem that will have 
to be faced—a problem not too much 
different from those we see before us 








“The individual retailer is 
likely to be governed by what 
has a demand in his community.” 


ii, 4; Michah, IV, 3 
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“Small business must be preserved 
and helped over the rough spots.” 


today in industry, utilities, and other 
fields. Temporary patching, accom- 
panied by price juggling does not 
seem ‘to be the solution. Maybe the 
whole wage structure should be 
scrapped and rebuilt on a more solid, 
a more rational, a more business-like 
basis. 

Incentive plans of one sort or an- 
other—worked out on a basis both 
liberal to employees and fair to man- 
agement must be studied. The de- 
cisions on wages should not be de- 
cided through a tug-of-war contest. 
They should be handled as an engi- 
neering job, using sound factors of 
measurement. 

Incentive plans are not new, and 
where they exist, we find less strife, 
between management and employees, 
less work stoppage, a greater output 
per worker, and much more general 
peace of mind. This is equally true 
in wholesaling and retailing. 


Shifting Markets 


Closely related to the over-all prob- 
lem and necessity of selling more 
goods is the problem of determining 
where, what, and to whom to sell. We 
need more current facts of where 
people and buying power are located. 
All of the indirect indicators of mar- 
ket potentials will have to be brought 
into play and analyzed so that selling 
and promotional effort may be ex- 
pended where it will be likely to pro- 
duce the best results. 

This problem poses still another 
one—the problem of the under-con- 
sumption areas. If we are to increase 
the total aggregate sale and consump- 
tion of goods and services—a greater 
distribution of the necessities, con- 
veniences, and luxuries of life—some 
way must be devised by which the 
lower consumption areas can be 
brought into the picture and made 
able and desirous of acquiring goods 
and services they never before knew. 


This introduces a task that no private 
manufacturer or distributor would 
think of touching—the job of creat- 
ing buying power in geographical 
areas where it never existed. 

If our market measurement activi- 
ties disclose weak consumption areas 
the prime distributor will use this in- 
formation to avoid wasting promo- 
tional money in those areas. This in- 
formation on low consumption areas, 
however, points to an opportunity— 
shall we say by Government—to ana- 
lyze the resources and facilities of 
such areas and to assist them toward 


“Incentive plans of one sort 
or another must be studied.” 


a utilization of these resources and 
facilities to a point where new income 
in such areas, coupled with education- 























“The more remote locations 
must be sought out and sold.” 


al work to create new desires, will re- 
sult in a new demand which will add 
to the aggregate demand for goods 
and services. 

Many distributors have overlooked 
rural areas in their selling programs. 
These areas have an interesting out- 
look, and while most of the best non- 
metropolitan markets are suburbs 
which are growing fast and will con- 
tinue to grow, the more remote loca- 
tions must be sought out and sold. 
Before the war small towns of less 
than 5000 population did 23 per cent 
of the retail volume of the country. 
Under the forthcoming competitive 
selling conditions 23 per cent of the 
consumer goods market will call for 
much careful planning to get firmly 
into that segment of the market. 





Vets’ Education a Boon to Business 


USINESS firms which before the 

war took the cream of the senior 
class at the end of a college year can 
now look forward to resuming the 
practice. ’ 

For the nation’s colleges and uni- 
versities are now becoming quite 
crowded again—this time with war 
veterans who are enrolling in great 
numbers under veteran’s legislation. 

In many of the larger schools, in 
fact, there already is serious congestion 
and crowding, both of classrooms and 
living accommodations. 

A survey by the Veterans’ Adminis- 
tration shows that only a few schools 
have turned away veterans up to now, 
but officials say that there could be a 
change at any time, especially in view 
of the fact that new semesters are be- 
ginning this month and next. Certainly 
by next fall, they say, the schools 
should be operating at capacity. 

The VA survey shows that 41 per 
cent of the more than 100,000 veterans 
studying under the Servicemen’s Re- 
adjustment Act of 1944 are enrolled 
in 38 of the larger and better-known 


schools. Those schools had about 25 
per cent of the total student enroll- 
ment before the war. 

VA also reports that grades of the 
average veteran now going to school 
are equal to, and in many instances a 
little better, than those of other stu- 
dents. 

In one college, less than 1 per cent 
of ex-GI’s completing their education 
turned in failing grades, compared 
with a 7 per cent failure among other 
students. 

These trends are significant for busi- 
ness. They support the contention of 
the National Chamber and its Commit- 
tee on Education that businessmen 
generally should take a greater inter- 
est in education, and that there is a 
quite definite relationship between busi- 
ness and education. 

And the return of veterans to school 
may produce many other interesting 
results. Demobilization of the armed 
forces will continue for many months 
and it naturally follows that veterans’ 
enrollments will continue to jump. 

—Business Action 
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The store front has five display windows which help swell the department's sales. 


Toy and Gift Departments Bring Year ‘Round 


Profits to California Firm 


7h. in Hermosa 


Beach, Calif., the Triangle Hardware 
Co. is featuring toys and gift items 
the year through. And with good 
success, according to William Michel, 
for 22 years owner of the store. 

From November to March, the vol- 
ume in the toy, game and gift de- 
partment has been running 30 to 35 
per cent of the total store’s gross. 
During the other seven months, with 
May and June the lightest, it has ac- 
counted for 20 per cent of the total 
volume. 

“I think the reason we decided to 
feature gifts so strongly,” Mr. Michel 
said, “is because of my hobby of 
making models, particularly of ships. 
I’m an old ‘salt.’ Was an apprentice 
boy in the U. S. Navy during the 
Spanish American War—-sailed on 
the U.S.S. Monongahela.” 

The Triangle Hardware Co. does 

(Continued on page 92) 
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The Triangle Hardware Co. of Hermosa 
Beach keeps track of birthdays and 
anniversaries and contacts prospects 





Owner William Michel shows metal scooters to a customer. 
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This sign stops ‘em. 
The letters are on 
a white paper back- 
ground and are in a 
wooden border. The 
lighting behind it 
serves to make the 
slogan stand out. 


Unique Signs Give Individuality 


Home-made slogans that stand out 
and attract attention help build 
traffic and volume for Tepper’s 


L, pays to make individ- 
ual departments in the hardware 
store stand out very clearly. 

So says Mandy Tepper, owner of 
the Tepper Hardware, Urbana, Il. 
Mr. Tepper has individualized a 
number of his departments by means 
of a clever display idea. The result 
is that when the customer comes into 
the store he can’t help noticing a 
number of these highlighted depart- 
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ments. And when he notices them, he 
remains in the store longer inspect- 
ing them and almost always he 
makes more purchases. The store’s 
increased sales in these departments 
during the past year reveal that the 
new display policy has been decid- 
edly effective. 

Mr. Tepper’s idea consists of a 
number of cutout letters which are 
placed above certain departments 
and given lighting directly behind 
them. The letters are usually quite 


large—often 10 to 12 in. in height. 
This means they can be seen very 
easily from a considerable distance. 

Mr. Tepper got his display idea 
from the manager of the theater 
across the street. This young man is 
display-minded. He purchased a ma- 
chine which he uses to cut signs and 
letters from wood panels, cardboard 
and tin for theater displays. 


Excellent Results 


Inquiring how the theater man 
made such fine displays, Mr. Tepper 
was shown the machine and given a 
demonstration of the work it can do. 
Mr. Tepper then realized that this 
machine could probably make up a 
number of signs for his store. He 
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Here is another eye 
catcher for the tool 
section. Made in the 
same way, it attracts 
the attention of men 
owning homework- 
shops or those whose 
trade is carpentering. 





ty | to Departments in This Store 


ht. worked out the copy that he wanted. 

ry The theater man aided him, and to- 
ce. gether they produced some outstand- 

lea ing signs which are being used very 

ter : effectively in the store today. 

is | 
a Gifts Featured 
n 

rd One sign above the gift section 


reads, “Gifts That Please.” It stands 
out clearly and immediately attracts 
the customer’s attention to that sec- 
tion. The letters of the background 





an have been placed against a white 
er paper background with a wooden 
a border and nailed to the top shelf. 
lo. The lighting is directly behind it and 
Lis shines through the display, making 
le the copy consp og 3 The sign over the paint department is the longest one in the store 
Another effective sign 1S used and can be seen by customers in every section of the establishment. 
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The same type of signs are used in the display windows and are 
decidedly instrumental in attracting customers into the store. 


above the well arranged tool section. 
The copy here reads, “You Can Rely 
on Tepper’s Tools.” 

The bright sign, plus its lighting, 
definitely adds considerable attrac- 
tiveness to the tool department. City 
and farm residents have no difficulty 
in spotting this section. The store 
shopper, too, spots the display and 
thus his attention is called to various 
tools which he may need for his 
home workshop or his shop on the 
farm. 

Mr. Tepper states that this sign 
has aided his tool sales materially. 
During wartime, many civilians and 
servicemen became more accustomed 
to the use of tools than ever before. 
Now that peace is here, many of 
these men want to enlarge their home 
and farm shops, using better equip- 
ment and so they are definitely in 
the market for additional tools. 


The Longest Sign 


The longest sign of this type which 
Mr. Tepper uses in the store is the 
one placed above the very profitable 
paint department, up near the front 
of the store. Copy here reads “Mound 
City Good Paints for Every Pur- 


The light placed behind this sign 


not only shows the message to ex- 
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cellent advantage but it also lights 
the merchandise very well and thus 
aids sales. 


It Solves a Problem 


“We often tried to highlight our 
paint department with some special 
display method,” declared Mr. Tep- 
per, “but we did not find anything 
that solved the problem until we 
adopted our present sign. The length 
of the sign and the lighting behind 
it brings our paint stock before the 
attention of about ninety-five per 


cent of the people who enter our 
store. When a display can do that, 
then it is well worth while.” 

The same type of signs, made by 
the same machine are used in the 
store’s two display windows. They 
look decidedly attractive, are brightly 
lighted and can be seen very clearly 
from across the street. The signs 
are mounted upon wooden frame 
backgrounds with the letters being cut 
out of heavy cardboard. 


Features Daily Specials 


Another eye-catching idea that gets 
results is a small display which is 
featured each day in the large en- 
trance to the store, usually showing 
some special offering of merchandise. 
This display is not too large to im- 
pede the flow of traffic into the store, 
but it does attract attention, makes 
many sales and gets more customers 
into the store. By varying the mer- 
chandise offered each day, the firm 
is able to feature many articles dur- 
ing the month. 

This display is mounted upon a 
good-sized cylindrical pedestal which 
is at the extreme entrance almost 
even with the line of the front display 
windows. Every person who enters 
the store has to pass it on his way to 
the entrance doors. And it is so close 
to the sidewalk that pedestrians can- 
not help seeing it as they pass along 
the street. 

Passers-by get into the habit of 
watching this spot daily for various 
specials. The idea also gives the two 
flanking display windows more at- 
tention. 


Featured at the store entrance, this display features daily specials. 
Townspeople have formed the habit of stopping here to see what's new. 
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China and glassware are in the open where they're seen. That's why sales have zoomed. | 


Display a Big Factor in 60 Per Cent Jump 
In China and Glassware Sales 


{om attendant twin mer- 


chandising worries of war time—re- 
strictions and curtailments—hit the 
William Upton Hardware, Frankfort, 
Mich., as they did every other store 
in the nation. But—and it’s a big 
but—Manager Mrs. Ted Upton re- 
fused to be stymied, and accepted in- 
stead the alternative of selling din- 
nerware, glassware, and gifts in lieu 
of major appliances. 

The result proved profitable and 


business on these lines zoomed 60 
per cent. 

Four large wall areas provide 
plenty of display space and explain 
in part the substantial increase. At- 
tractively arranged on these walls 
are different patterns in dinner and 
glassware, gifts, colored pottery, mix- 
ing bowls and crocks. . 

Frankfort is a town of 1,642 sit- 
uated on the wind-swept shores of 
Lake Michigan. The contiguous ter- 
ritory is ideal for agriculture, the 
town itself boasts a prosperous ‘fish- 


William Upton Hardware has played 
up these lines since beginning of 
war and is still getting results 
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ing industry and the nearby lakes are ~ 


paradise to sport enthusiasts and or- 
dinary vacationists. All this adds up 
to a steady flow of patrons, both 
year-around ones and those on a tem- 
porary basis, who pay anywhere 
from $9,95 to $15 for 32 and 54 
piece sets of dinnerware and who 
are drawn irresistibly to the firm’s 
two fine display windows. 
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GIFT SUGGESTIONS 
For Mother 
Aluminum Casser- Cooky Jar 
ole 
“My Cook Book” Wall Plaques 
“My Guest Log” 
Pyrev Ware 


Dinnerware 
Cutlery 

For Father 

Ciectric Lantern 
Ash Trays 


Fluorescent Desk 
amp 


Billfold 

Fishing Tackle 
Hunting Supplies 
Tools 


For Sister 
Table and Chair Sewing Sets 
Set Bead Sets 
Doll SnapShot Album 


Ice Skates Pin-up Lamp 


For Brother 
Toys and Games 
Skis 
Sled 
Flashlight 
Coaster Wagon 


Burgess Vibro-tool 


Bicycle Acces 
sones 
Ice Skates 
For Baby 
Rattles Pull Toys 
Feeding Dishes Blocks 
Dolls Stuffed Animals 
led Cradle Gym 


CHRISTMAS LAY-AWAY PLAN 


To assist you with your Christmas 
shopping. we have again put our Lay 
Away Plan into use. A small down 
payment will hold any item until Christ 
mas. You will find this plan will make 
your shopping much easicr this year by 
giving you an opportunity of getting it 
done early while the selection of mer 
chandise is still good, and before the 
last minute rush. Then too, it will re 
lieve you of the trouble of trying to find 
a new hiding spot until Christmas 


STATUIZE BABY’S FIRST SHOES 


Haven't you often wished you had 

a way to preserve many of the child- 
ren’s things? Here, at last. is a fine 
way to preserve those baby shoes, and 
at the same time make a beautiful and 
useful ornament for your home. We 
will accept orders until Dec. 10th for 
Christmas delivery. To assist those of 
you who would rather have someone 
else make the selection of the shoes to 
be statuized. we have arranged for a 
gift certificate which will allow the re 
ceiver to select his or her own shoes 
to be preserved. Ask us for details re 
garding this fine, long-lasting Christmas 
qift 

The Sunday services were over and 
the members of the little country church 
were filing past the preacher, introduc 
ing their quests and friends. 

“This is my sister-in-law. Mrs. Hum 
mick,” announced one lady, greeting 
the minister. And turning to her com 
panion she said impressively, “Parson 
never forgets a name.” 

“My.” exclaimed Mrs. Hummick 
“How do you manage that?” 

“It's nothing.” modestly disclaimed 
the good man. “I merely choose a 
word which rhymes — let's see, Hum 
mick - Stomach - and thus when I see 
you again | can immediately cal] your 
name to mind.” 

The foliowing Sunday Mrs. Hummick 
was again a visitor at the church. As 
she left at the close of the service, the 
pastor beamed brightly: 

“Ah. good morning, Mrs. Kelly 
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a great turbine. and as hard to build 
As wonderful as youth, and as hard to 
keep 


nakes 


Amos Parrish 








Random pages taken from the present publication— 


a little publication entitled “Babcock 
Farm News” and mailed it to 2000 
rural boxholders in the rich agri- 
cultural area surrounding that little 
city of 5000 people. 

Mr. Babcock wanted an advertis- 
ing medium which would be dis- 
tinctly his own and which would en- 
able him to give his farm customers 
and prospects a great deal of news 
about available items at the hardware 
store, as well as information regard- 
ing farm activities. He figured that 
if he used such an advertising med- 


ium to advantage it would develop 
his farm item volume. 

Last month Mr. Babcock began his 
third year as publisher of “Babcock 
Farm News.” Although he began 
publishing the paper on mimeo- 
graphed stock, size 8 in. by 15, he 
has now changed it to a 6 by 9 in., 
four-page, printed publication. 


2300 Copies a Month 
Mr. Babcock states that this little 


paper has been responsible for more 
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les | Sales of Farm Merchandise 


Oconomowoc, Wis., dealer says his 


jelop than a 100 per cent gain in his farm 
: business. He now sends out 2300 > , 

n ae copies each month, and contemplates four-page paper is responsible | 

COC increasing the circulation to 3000 —— 

= eventually as more farm items be- for 100 per cent gain in volume 

are come available for sale. 

, he { 

) in., is the best advertising investment I News” regularly and like it. In fact, 
Mr. Babcock constantly gets letters 


have ever made.” 

Mr. Babcock points out that farm- 
ers come to his store from consid- 
erable distances to buy, many of 
them mentioning the fact that they 
receive copies of “Babcock Farm 


Small Investment 


“The entire cost of producing and 

mailing every month is around forty 

: dollars,” states Mr. Babcock. “Of 
little this, seventeen-fifty is for printing, 
more the remainder is postage. I think it 


and postcards from farmers who ask 

to be included on the mailing list. 
They have seen the paper at«some 
neighbor’s home, liked it and’ want 
to receive copies regularly. That is 
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really the test of the worth of any 
publication. 

What does Mr. Babcock put into 
his “Farm News” to make it so in- 
teresting for farmers? 

Well, he has a number of, interest- 
ing features, one of which is listing 
the OPA ceilings on poultry and 


eggs. Mr. Babcock for a long time 
served on the OPA price panel at the 
Oconomowoc Ration Board and he 
learned how important such infor- 
mation was for the farmers. 

He also learned how to figure such 
ceilings locally, something few farm- 
ers could do, or cared to do. Each 
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WHAT'S AVAILABI.E? 
Now that we are entering another year 
of wartime economy,we all naturally 
wonder what the New Year has in store 
for us. Will you te eble to enjoy 
more civilian mercnandise,or »ill it 
be necessary to cet 
along with less? 
Our personal opinjon 
is that we are going 
to have to be satis- 
fied with lese-for tne 
next few months at 
least-poseibly less 








TWO- AND THAT IN THE 
YOU WILL ‘-ELCOME THE 
TO YOUK ME 


into effect again. 
So don't count on 
Galvanized Baskets 
for this season. 
MILK CANS & PAILS- 
Present stock i¢ 
unusually good. 
However, cans prob- 
ably won't be too 
plentiful in the 
spring,when demand 
increases. 


STLEL WOOL-Ship- 
ments much better 


- y and was then put 
a 





than we had in ‘44. 
Wholesalers and manufacturers already 
report tightening in many lines. 

In recent months we have heard and read 
much regarding increased production of 
civilian goods. ‘his was based on the 
hope tnat the German war would end in 
October or iovenber. But it didn't,and 
it in still u long wey from being over. 
So look for contimid shortages well in- 
to 1945, and don’t expect too much toc 
soon. The government has frozen civilian 
production at present levels - no more 
increases will tb as. lowed now. 

During 1944, we mace every effort to 
bring you all the aveilabie merchandise 
possible, and we fer very fortunate in 
getting all the goods we did gmt. we are 
going to follow the same policy in 1945, 
and get those scarce items as soon as 
they reappear on tne tarket. 

NAILS - Here is an item growing ever 
and ever scarcer at this time. Three 
wholesalers in tne past week reported 
practically no nails in stock. OUR 
STOCK 15 GOOD aT PRESENT. 

BROOMS -Just received a large shipment - 
but we had to fight for every broom we 
got. There is @ severe shortage of 
broom handles along with the hac of 
manpower. Barn brooms are almost off 
the market now; but our present stock 
of barn Push Brooms is good. 

FORAS- Coming in about the same.Ve now 
boast of a good stock of 5tinc Manure 
Forks - which were so scarce last year. 
GALVAKIZED WakE- ContLinugd shorture of 
galvanized pails & tubs,wita only small 
shipments now and tien. Galvanized bas- 
kets are still amon, the miseing and 
will likely remain so for some time to 
come. There is a rertriction against 
the @anufecture of this itca,which was 
recently released for oly a few days, 











in practically all 
grades in 1-lb. rolls. 

FENCING & NETTING-It looks like there 
will be more poultry netting for 
spring.’ie expect a large shipment 
soon but acvise early orders on your 
part,to make sure you have it when 
you want it. Place your orders 
immediately for celivery now or 
later. That's the only way to mare 
sure of it. This also applies to 
BARBED IRE & FIELD FENCE. If you'll 
let us know what you will need, we 
will set it sside for you 


HAY HOISTS- Demand is increasing 
rapidly.Production still limited. 
We expect a small shipment soon.Ask 
us about the Ireland Hoist as your 
labor-saver to replace the team or 
tractor for unloading hay, faster 
and easier. 

CURRY COMBS- Present stocks good. 
BUTCHERKING SUPPLIES-Hog Scrapers 
riow available. Sieat Choppers and 
Sausage Stuffers scarce.We have a 
good stock of CUTLERY. 

WOOD-CUTTING SUPPLIES~ Some sizes 
crosscut sews available. Present 
stock of * Plumb axes, wedges and 
mauls is very good. 

SOOT DESTROYER- "Chimney Sweep" 
still available, to provide cleaner 
and sefer heat. Lessens the danger 
of chimney fires. Gives more econ- 
omical operation of stoves, heaters 
& furnaces - either coal or oil. 


AMMUNITION - Look for less ammunition 
for some time to come. The 
goverment has frozen 411 stocks 

at theseee. 


( turn the page, please ) 

















Here's a reproduction of the first page of the original 
paper—a two-page mimeographed sheet, 8 by 15 in. in size. 
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month he carries a complete listing 
of local OPA prices on the above 
mentioned items, and copies of the 
“Farm News” are prized for this 
feature. 

Secondly, Mr. Babcock knows that 
farmers always have a number of 
farm items for sale or exchange. He 
carries free listings of such items in 
his publication. In addition, the 
monthly items are posted on a black- 
board in the store where everyone 
can see them. 


Farmers Like This Service 


“Farmers like this service and they 
are often able to sell or exchange 
many items,” says Mr. Babcock. 
“They watch the paper and the store 
blackboard carefully each month for 
such items. Naturally this increases 
our store traffic considerably.” 

Other columns of this interesting 
little publication tell farmers of cur- 
rent items offered for sale, when 
new items can be expected and the 
like. It also has a very interesting 
column for farm women, listing 
handy housecleaning hints and reci- 


pes. 


Monthly Farmers’ Fair 


After Mr. Babcock began publica- 
tion of his paper, he helped other 
merchants of the city to establish a 
monthly farmers’ fair. As a mem- 
ber of the sponsoring organization— 
The Oconomowoc Chamber of Com- 
merce—he put in considerable time 
getting the monthly fair operating. 

Events such as draft horse shows, 
horsepulling contests and the like 
were staged to attract more farm- 
ers, in addition to the display of 
cattle and produce. A farm auction 
and a farm festival were also pro- 
moted in connection with the 
monthly fair. 

Mr. Babcock and his chamber of 
commerce helpers secured the help of 
the Four H and Future Farmers 
groups in putting on the monthly 
fair and annual festival. It is be- 
lieved that the festival will become a 
constantly larger annual feature, be- 
cause the monthly fairs are doing so 
well. 

In his publication Mr. Babcock al- 
ways publicizes the monthly fair and 
the festival. This helps to bring 
more farm families to Oconomowoc 
to sell, visit and to buy. 
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The Technique 
of Salesmanship 


As we move deeper into the post-war period, 
the art of selling begins to assume more 
and more of its old time importance. This 
article is the first of a series on sales 
technique which is well worth your study 


By KARL S. BOWMAN 


en as very few men realize 
or care to realize, begins long before starting to talk to 
a customer. Long before the customer enters the door. It 
even begins long before the store doors are opened for 
business in the morning and it lasts long after the doors 
are closed at night. 

Salesmanship starts in a man the minute he becomes 
conscious of the fact that he really enjoys selling mer- 
chandise. Then, and only then, will he start to study the 
subject from every angle and try to find out all he can 
about it. 

If a man does not really enjoy selling merchandise, and 
if he is merely doing it in order to eat, he will not exert 
himself to learn anything about it. He will not feel the 
urge to be a better salesman, and will never make a real 
success at selling. 

Salesmanship is one profession that a man must be 
enthused about to be a real success. 

There are two classes of retail salesmen. In the one 
class there are those many clerks whom we just men- 
tioned, and who are not interested enough to want to 
improve themselves either by thinking or studying. 

In one city the Board of Education, together with the 


* 
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business men of the town, offered to give anyone inter- 
ested a series of six lessons in retail salesmanship for one 
dollar. There was only one person out of all the stores 
in the whole city who took advantage of this opportunity. 

One salesman in one of the stores made the remark, 
“Why should I pay a dollar and give up one evening a 
week to learn how to be a salesman? I’ve been getting 
along all right for 20 years and I guess I don’t need it 
now.” 

I will leave it to you to imagine what kind of a sales- 
man he was. 

In the other class are those all too few men who are 
enthusiastic about selling merchandise. They love their 
work. 

These are the men who could be the real retail sales- 
men—the “stand-outs.” Most of them, however, are 
handicapped because they have not had the opportunity 
to study the subject from every angle. They have been 
too busy making a living to investigate the real technique 
of salesmanship. And so they merely go on using the 
same old methods and phrases that they have always 
used or heard others use. . 

In the chapters which are to follow, therefore, we'll try 
to examine not just those superficial details of selling 
phraseology, but the basic elements on which the struc- 
ture of successful store salesmanship is built. 


* 


Part 1 


Personal Qualifications for the Successful Salesman 


HE most important qualification 
for a salesman is to be a gentle- 


man. self. The successful salesman must 
Being a gentleman is not merely a 
matter of being polite and saying, 
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“Please” and “Thank You.” It means 
putting the other person before your- 


be generous, considerate, self-sacri- 
ficing, unselfish and tolerant at all 


times, not only to the customers, but 
to his fellow-workers as well. He 
must also always remain calm. 

You must always think first of the 
other person’s comfort, both mental 
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and physical. You must not em- 
barrass the other person or belittle 
his ideas. You must always put the 
customer at ease. 

For instance, if you have a cus- 
tomer for a certain article you must 
not stop and talk to someone else be- 
fore waiting on him. To do so is to 
belittle his importance and he resents 
it. If you do this, you are immedi- 
ately creating sales resistance and 
making it tough for yourself. 


“Would you like 
to go over to 
the department?” 





What you should do is to give the 
customer your undivided attention, 
at once. He will feel flattered be- 
cause you have made him feel im- 
portant. In this frame of mind he 
will be easy to work with. 

Then if you find out that he wants 
to look at something, do not say 
“Step over here” or “Step this way, 
please” and then rush over to the 
section ahead of him. 

Instead, say—“Would you like to 
go over to the department?”, mean- 
while gesturing toward it. (Do not 
point.) Let the customer walk ahead 
of you and see that he is front of 
the section before you take your 
place back of it. 

This, after all, is merely being a 
gentleman. You have made the cus- 
tomer feel as if you really enjoyed 
having him there and he will be easy 
to work with. 


The Second Customer 


If you already have a customer, 
and another customer walks in who 
expects you to wait on him, don't 
be selfish, and keep the customer 
waiting around for you. Be gener- 
ous. Have it pre-arranged with the 
other salesmen in the store that under 
these circumstances one of them is to 
take care of your customers. Excuse 
yourself as soon as possible from the 
person you are waiting on. Ask the 
second customer if he minds if this 


other salesman waits on him. Assure 
him that your substitute will take 
care of him just as ably and care- 
fully as you would yourself. Tell him 
that you will try to see him before 
he leaves the store. 

If you get through with your first 
customer before the second one 
leaves, help the other salesman make 
the sale by concurring in what he is 
telling the customer. Do not take the 
customer away from him but be help- 
ful in any way you can. 

After the sale is made, don’t be 
selfish and grab the sale for your- 
self. Insist on your substitute taking 
credit for the sale, whether there is 
a commission in it or not. 

Wilfred Peterson has truthfully 
said—“If a man is wise, he will soon 
discover that it does not matter so 
much who gets credit for the sale as 
long as the business shows a profit.” 

If you can understand this philos- 
ophy and practice it, your fellow- 
workers will naturally have more re- 
spect for you and recognize the fact 
that you are a “regular fellow.” They 
will catch onto this idea of complete 
co-operation, they will reciprocate, 
and before you know it, there will 
be a feeling of good will throughout 
the store that even the customers 
will sense. 


Extend Courtesy to 
Traveling Salesmen 


Nor should your gentlemanliness 
be confined to your customers and 
fellow-workers. It is also important 
to always be kind, courteous, tolerant 
and considerate of all traveling sales- 
men entering your store, whether 
your firm buys frqm them or not. 
You will find that this pays real divi- 
dends. The traveling salesman gets 
around to all the firms, both large 
and small, and he picks up informa- 
tion and ideas that are extremely 
valuable to you. He is always glad 
to pass this information on to anyone 
who is wide awake and treats him 
like a human being. 

These men also sit around the 
lobbies of hotels at night and discuss 
the different stores with other sales- 
men and how they are treated. Be- 
lieve me, it does not do you any good 
to get a reputation of being mean, 
tough, and inconsiderate. 


Don’t Argue with Customers 


Another important point is that 
you must never, under any circum- 


stances, argue with customers or fel- 
low-workers. Even if you win the 
argument, in the long run you lose. 
You merely antagonize the customer 
and that is building up sales resis- 
tance and making it tough for your- 
self. 

Instead of saying—‘‘No. You are 
wrong about that” to a customer who 
feels that he is positive that he knows 
what he is talking about, say—‘Yes. 
You may be right. But did you ever 
think of it this way?” or “Yes. You 
may be right. But we have found 
after many years of experience, etc.” 

No matter how wrong the cus- 
tomer is he will not resent what you 
tell him, if you first admit that he 
may be right. 

Never discuss politics or religion. 
If anyone starts a discussion on either 
of these subjects, tactfully swing the 
conversation to something else. Both 
of them are touchy subjects with a 
lot of emotion mixed into them, and 
an argument about them can often 
create a lot of hard feelings in a very 
short time. Above all, no matter 
what you're discussing or with whom, 
never lose your temper. 


Be Quiet in the Store 


Never be noisy or talk or laugh 
loudly, especially when customers are 
in the store. More than once I have 
seen two clerks talking and laughing 
with their heads together and all un- 
wittingly, conveying the impression 
to the customer that they were making 
fun of him. The customer does not 
know what you are laughing at or 
about and may easily take offense at 
it and walk out of the store. 


ts 


> 
“Do not call to 
someone at the 
other end of the 
store or even 10 
feet away.” 


Do not call loudly to someone at 
the other end of the store or even 10 
feet away. If you want to talk to him 
go close enough so that you do not 
have to raise your voice. Also remem- 
ber that it is very embarrassing to the 
customer if you talk loud enough to 


(Continued on page 90) 
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Six Turnovers a Year Is the Average 


For This Paint Department 


A, attractively painted 


display, well lighted and neatly ar- 
ranged helps Zina, Goodell Corp., 
Salem, Mass., enjoy six turnovers a 
year on its basic retail paint and 
related lines department. Fluorescent 
lighting and an eye-catching green 
finish help to give the department a 
bright appearance. Window displays 
and occasional newspaper advertis- 
ing are additional sales aids while 
radio spot announcements are some- 
times used to emphasize the depart- 
ment. 

Featuring one line of quality in- 
terior and exterior paint, the com- 
pany fills in its stocks with those of 
another make for the types or shades 
not made by the line it stars. In 
addition to its over-the-counter sales 





to homeowners, housewives and mas- 
ter painters the company is also a 
distributor for the line, these sales 
being entirely separate from the 
store volume. 


Good Rating Essential 


E. C. Whitney, president of the 
company which operates the retail 
store, says that while a large part 
of the retail paint sales are made to 
master painters they are only made 
to those having A-l credit ratings. 


The ladies also are good customers 
of this department. 

Most of the paint stock is where 
customers can see it and read the 
labels. A prominent feature of the 
paint display is the paint mixer, 
made by Red Devil Tools, Irvington, 
N. J., which is used for all types: of 
paint for which it is recommended. 
Brushes, for both homeowner and 
master painter are shown in a case 
directly opposite the paint agitator, 
thus utilizing all parts of this com- 
pact display section. 


Zina, Goodell Corp. sells to master 
painters and homeowners. Displays, 


Everything in this department is where customers can examine it. The open 
front table displays sundries. Sandpaper and paint remover are shown on top. 


newspapers and radio swell volume 
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Gi war just ended 


made globe trotters of millions of 
Americans and took us to points in 
the world we had never expected to 
visit. I am frank to confess that 
when I received orders to go over- 
seas I had only the same general 
knowledge of Australia that the aver- 
age American has that it was a big 
place a long way from home. I re- 
called in my stamp collecting days 
that Tasmanian stamps were attrac- 
tive and that other states of what is 
now the Commonwealth of Australia, 
Victoria and Queensland in partic- 
ular, issued stamps, appealing to the 
eye and valuable as trading material. 

My advance reading on shipboard 
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about my prospective destination re- 
called to mind that Australia was 
just about the size of the U. S. in 
area, but that its population was less 
than 8,000,000 people and of that 
number almost half lived in the 
metropolitan districts of the six capi- 
tal cities. In other words, out of a 
total population numbering less than 
the concentration of people in the 


greater New York area, only 4,000,- 


000 were left to inhabit a land where 
distances compare in mileage from 
Boston to San Francisco, east and 
west, and from the Great Lakes to 
the Gulf, north to south. 

My assignment in Australia was 
Assistant General Purchasing Agent, 
South West Pacific Area, and as such 


I was a member of General MacAr- 
thur’s staff. My experience in the 
hardware business in buying all the 
diverse items found on the shelves of 
hardware and mill supply establish- 
ments stood me in good stead in ob- 
taining the needed supplies and 
equipment for our forces “Down Un- 
der.” After all, the guiding princi- 
ples of good purchasing. whether for 
a hardware store, a municipal de- 
partment or for the U. S. Army, are 
the same—to have the necessary item 
on hand when needed and in the 
quantity and at the place where re- 
quired. The office of the General 
Purchasing Agent, S.W.P.A. was set 
up to co-ordinate all procurement for 
the U. S: forces; Army, Navy and 


HARDWARE AGE 








. 


bees! Australia on an Uncle Sam Tour 


MacAr- 
in the 
all the 
Ives of 
tablish- 
in ob- 
s and 
wn Un- 
princi- 
her for 
yal de- 
ny, are 
ry item 
in the 
ere re- 
yeneral 
was set 
ent for 
yy and 


| AGE 








How the land “Down Under’ aided in 
supplying our armed forces with 
food and supplies during the war 


By JOSEPH L. ERNST 


Purchasing Agent, 
Board of Education, 
Rochester, N. Y. 
during the war 
Colonel O.M.C. 
Ass't General Purchasing Agent, 
South West Pacific Area 
and a former hardware dealer 


Air Corps, and to act as liaison with 
the Commonwealth of Australia from 
which we obtained so much in the 
line of munitions of war. 

The practical policy of the War 
Department dictates that commanders 
in the field in the theater of opera- 
tions obtain their requirements lo- 
cally rather than to request or ex- 
pect delivery from continental United 
States. This was especially true and 
necessary in the Pacific area during 
the years of 1942, 1943, and 1944 
when there was such a dearth of ship 
bottoms and when shipping space 
from San Francisco west was at such 
a premium. In those critical first 
years of the war, we were forced 
to depend on Australia and New 
Zealand for most of our requirements, 
whether in foodstuffs, services, con- 
struction or for the manufacture of 
many items their industry had never 
been geared up to produce. 


Required Subsistence 


General MacArthur’s command re- 
ceived 90 per cent of required sub- 
sistence from Australia and in addi- 
tion a large quantity was furnished 
Admiral Halsey’s command in the 
South Pacific. Foodstuffs provided 
our forces included meats, vegetables, 
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fruits, and dairy products and in ton- 
nage amounted to a prodigious fig- 
ure. Every effort was made to fur- 
nish our men in the Pacific area with 
plenty of wholesome food, the main 
difficulty of getting fresh foods to the 
armed forces in the islands to the 
north of Australia was the dearth of 
refrigeration ships and the lack of 
adequate cold storage in the tropics. 
Much canned and dehydrated food 
was shipped north from Common- 
wealth ports and found its way to 
Army mess tents in the jungles of 
New Guinea and Leyte. 


A Primary Producer 


Australia has always been noted as 
a primary producer and her secon- 
dary industries came into being fol- 
lowing World War I. The Common- 
wealth has many modern and size- 
able manufacturing plants located 
principally in the Sydney and Mel- 
bourne areas. There are big stee! 
mills on the East coast in the cities 
of Newcastle and Port Kembla both 
in the State of New South Wales and 
within 100 miles of the metropolis, 
Sydney. There are several firms man- 
ufacturing hardware items and tools 
and these plants were practically all 
operating exclusively on war work. 





JOSEPH L. ERNST 


Axes. hammers. sledges, chisels and 
machetes were some of the tool items 
obtained in sizeable quantities. We 
needed galvanized ash cans and the 
Quartermaster specified corrugated 
cans. Very few, if any, corrugated 
cans had been made in Australia up 
to that time ahd corrugating machin- 
ery was scarce. Finally one firm. 
after much experimenting and after 
obtaining sufficient rolled sheets of 
the proper gauge and size, turned out 
several thousand satisfactory cans. 


Much Improvising 


Australian manufacturers did much 
improvising and in most cases pro- 
duced articles suitable to the needs 
of our forces. In many instances 
where the Australian commercial 
standard differed from ours we or- 
dered what was acceptable to the 
Australian Army; in other cases, 
where our standard was higher, the 
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Australian Army was willing to go 
along with us. 

Inspection of supplies and equip- 
ment for our use was usually accom- 
plished through the offices of the 
Australian Army Inspection Service. 
Signal and radar equipment furnish 
a good example of the lengths Aus- 
tralian manufacturers went to meet 
our urgent requirements. Practically 
nothing along these lines had been 
produced in the Commonwealth be- 
fore 1942, but in the years through 
March 1945 the U. S. forces were 
provided with signal and radar 
equipment amounting to $10,500,000 
in value and representing one-fifth 
of the total output of the country. 


Reciprocal Aid 


An important point to remember 
in relation to what we obtained in 
Australia and New Zealand for mili- 
tary needs is that practically every- 
thing was furnished on reciprocal aid 
or reverse Lend-Lease. Many people 
think of the operations of Lend-Lease 
as a one-way program, all give on 
our part and nothing coming back 
in return. Particularly as this applies 
to New Zealand and Australia, this 
notion is false. 

These two Commonwealths were 
generous and co-operative and in the 
case of Australia, which I know best, 
we received an equivalent in goods 
and services approximating 80 cents 
on the dollar. Records show that up 
to April 1, 1945, we sent to Aus- 
tralia Lend-Lease goods to the value 
of $1,000,000,000 and in the same 
period received from the Common- 
wealth services and equipment ap- 
proximately $800,000,000. 

When the relative size of the 
United States and Australia in wealth 
and population is taken into consid- 
eration this record is one of unusual 
interest. The office of the General 
Purchasing Agent acting for General 
MacArthur screened all of Australia’s 
requests for Lend-Lease equipment 
and approved only such items as con- 
tributed to the military effort. Our 
office was also able to assist the Com- 
monwealth in obtaining critical ma- 
terial by urging priority where speed 
was essential. To illustrate how this 
worked we supplied lasts to Australia 
on Lend-Lease and in return received 
over 1,000,000 pairs of shoes per 
year due to the resultant increased 
production. By furnishing cotton and 
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carbon black, which were in short 
supply in Australia, we were able to 
take care of most of our tire and tube 
needs in the Southwest Pacific Area 








“Saturday Night Hour 
Special” Gets Results 


| Saturday 


Night 
Hour Special 


From 7 to 9 P. M. Only 





Large 9-Inch 


PIE 
PLATE 


11° 


This large 9-inch pie plate 
made from nationally 
known ovenware on sale 
Saturday night for only 
Ile. 


On Sale from 7 to 9 p. m. 
Saturday Night. 


THOS. 
CONRON 


HARDWARE CO. 
116 E. Main St. Ph. 70 


Neem =I 


The Thos. Conron Hardware Co., Dan- 
ville, Ill., is a year ‘round user of news- 
paper and radio advertising. One of its 
unusual advertising ideas is the “Satur- 
day Night Hour Special.” featuring one 
item which is offered for sale only for 
one night only from 7 to 9 o'clock. Ads 
measuring one column by 7 in., like 
the one above, pull in traffic. 














from local manufacturers. The sheet 
steel capacity in Australia was not 
sufficient to take care of military and 
essential civilian needs. In order to 
obtain certain necessary items made 
from sheet steel, we shipped sheets 
in bundles from the U. S. and in re- 
turn received thousands of steel 
drums. This example of co-operation 
saved not only time but valuable 
shipping space. 

To recount even a portion of the 
common variety of hardware items 
used in quantities in a war effort is 
to list alphabetically most of the 
headings in a jobber’s catalog. To 
enumerate a few of the thousands of 
supply and equipment items that Aus- 
tralia furnished our armed forces it 
is only necessary to call the roll of 
the several supply services of our 
Army and Navy and to jot down a 
sampling from each to indicate what 
the ironmongers of the Common- 
wealth furnished. The Quartermaster 
obtained knives, forks and spoons, 
kitchen equipment of every kind, in- 
cluding stoves, pgints and lacquers 
and brushes in large quantities, hand 
tools, pails and cans. Our Ordnance 
Department took over machine tools 
of various patterns, motor vehicle 
spare parts and tools, fire control 
equipment of all sorts. The Medical 
Corps obtained cots, electric fans and 
hospital equipment. To enumerate 
the Engineers’ list is to cover practi- 
cally every item of supply and equip- 
ment used in building and construc- 
tion from nails to cranes. Outside of 
radar the Signal Corps depended 
largely on Australian manufacturers 
for steel telegraph poles, cable, bat- 
teries, pole line hardware, telephone 
and telegraph equipment. The Amer- 
ican forces which landed on the Ad- 
miralty Islands probably relayed 
news of their victory with Australian 
made signal equipment. 


Sports Equipment 


Our special service section was de- 
pendent on Australian makers for 
much of their recreational sports 


equipment. Even though baseball 
was a novelty in the Commonwealth, 
their manufacturers did an excellent 
job in furnishing us with baseballs 
and baseball equipment, also boxing 
gloves, footballs and volleyballs. The 
Transportation Corps could not have 
functioned efficiently if Australians 
(Continued on page 90) 
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Gifts are shown in small wall units 


on glass shelves with awnings over each division. 


“Over Fifty Per Cent of the Success 
Of the Department Comes From Display” 


That's what Bahn Bros. Hardware Co. 
says about its china, glassware and 
gift department which experienced 
more than five turnovers last year 


D ISPLAY’S the thing 


that helps sell it. 

That’s the theory of Bahn Bros. 
Hardware Co. in its 86-year-old 
store at Cape Girardeau, Mo. 

The china, glassware and gift de- 
partment occupies a floor space 25 
by 25 ft. During the past 15 months 


JANUARY 31, 1946 


the stock has been averaging between 
$2500 and $3000, and during 1945 
the turnover was better than five 
times. 

The department is in charge of 
Miss Dorothy Proffer, who has be- 
come an authority in china and glass- 
ware lines and display. 

“We believe,” L. J. Bahn said, 


“that over fifty per cent of the suc- 


cess of the department comes from 
the display. We have arranged our 
gift section of the department into 
small wall sets, featuring groups of 
items on plate glass shelves with can- 
vas awnings over each division. This 
display effect creates a real eye stop- 
per and draws customers from all 
over our large sales room. 

“For inside displays on china and 


73 











Here's a part of the gift glassware section along one sidewall. 


glassware, particularly the special- 
ties, we use divided the wall space 
with adjustable plate glass shelves.” 


Direct Mail 


Advertising for the department 
consists of a direct mailing list which 
is handled by Miss Proffer. Letters 
are sent out to selected names for 
new stock arrivals and a general 
mailing is used on an average of 
every other month. 


Daily, one minute spot announce- 
ments on the radio, two to three 
times a day, also announce any new 
lines or recent shipments which have 
been received. 

It has been found that the radio 
announcements, which cost less than 
fifty dollars a month, bring good re- 
sults. “We believe,” Mr. Bahn says, 
“that we get better results from the 
radio time than from a like amount 
of money spent in newspaper dis- 
play advertising.” 


The china and glassware depart- 
ment consists of nine island display 
tables in addition to the five sidewall 
displays. In the front of the store, 
between the two doors, is a large 
open-topped table which is used for 
featuring leaders. Here the items ad- 
vertised over the radio are always 
shown. 


Has Been Profitable 


“We do not intend to discontinue 
the department or lessen the adver- 
tising budget,” says Mr. Bahn. “The 
department has been profitable for 
us. We have been able to show an 
increase in volume for the depart- 
ment nearly every month since it 
was started. We need room badly 
for major appliances but we can see 
no reason for slighting the china and 
glassware department in any way. 

“I believe that the china and glass- 
ware lines bring as many people into 
the store as any other department. 
I know that it is the most popular 
section with our women customers 
and today nearly seventy-five per 
cent of our trade comes from women 
buyers. 


A Strong Endorsement 


“Six hundred and_ twenty-five 
square feet of floor space, as con- 
sidered against our total of nearly 
eight thousand, accounting for 
around fifteen thousand dollars’ 
yearly volume, is a strong endorse- 
ment for any particular department 
or line.” 


Are You a Salesman? 


T has been said that salesmen are a 
big problem to their bosses, their 
wives, to conservative credit managers, 
to hotels and sometimes to each other. 


They live in hotels, on trains, in auto- . 


mobiles, on buses and in cabs. They eat 
all kinds of food, drink all kinds of 
liquids—-good and bad; and sleep be- 
fore, during and after business. 

In many ways they are a tribute unto 
themselves. They draw and spend more 
money with less effort and get smaller 
value out of it than any other civilized 
group in business. They come at the 
most inopportune time, under the slight- 
est pretext, stay longer under more op 
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position, ask more personal questions, 
make more comments, put up with more 
inconveniences and take more for 
granted under greater resistance than 
any other group or body, including the 
U. S. Army. 

They make more noise and mistakes. 
correct more errors, adjust more dif- 
ferences, cause more divorces, explain 
more discrepancies, bear more griev- 
ances, pacify more belligerents and lose 
more time under high pressure (with- 
out losing their temper) than any class 
we know, including ministers. 


They introduce more new goods, dis- 


pose of more old goods, load more 
freight cars, unload more ships, build 
more factories, start more new busi- 
nesses and write more debits and credits 
in our ledgers than any other group in 
America. 

And when buyers find themselves in 
a tight spot they usually pick out, from 
among their salesman friends, one of 
several in whom they repose complete 
confidence for counsel and advice. And 
they get it clean and straight. 

Are you a salesman? 


—Dr. Ear J. Kine 
Volunteer State Life 
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REMINGTON MOVIE “THE 
SWING TO SPORTS” MAKES 
HIT WITH DEALERS 


BRIDGEPORT, CONN., January 31, 
1946. Dealers who have seen the new 
Remington sound motion picture, ‘““The 
Swing to Sports” heartily agree that it is 
of great service in planning an expanded 
sporting goods department. 


$ 


setp_aetenseaeds 


The purpose of the film is to point out 
the rapidly increasing interest in recre- 
ational sports and emphasize the need 
for a well-rounded sporting goods de- 
partment, operated by an experienced, 
well-trained sporting goods salesman. 

Sports enthusiasts naturally look to 
sporting goods dealers for expert advice. 
Sporting goods salesmen should be able 
to give customers the proper guidance 
and be enthusiastic followers of sports 
and the outdoors. 

If you would like to arrange a showing 
of this film, drop a line to Promotion 
Division, Remington Arms Company, 
Inc., Bridgeport 2, Conn. 


“Have you got a Remington rifle 
with a grenade launcher attached?”’ 
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SIX 
MILLION 
NEW 
HUNTERS 


BRIDGEPORT, CONN., January, 
1946. If recent surveys represent the 
preferences of a majority of service- 
men, approximately one-half of the 
twelve million men now in service or 
recently mustered out will become 
hunters. This could mean over six 
million new licensed hunters, which, 
added to the eight and one-half 
million prewar peak sales of hunt- 
ing licenses, indicates an increase 
of over 70% in the number of hunt- 
ers in this country. 


Here is a real opportunity for en- 
terprising dealers to establish their 
stores as sportsmen’s headquarters. 
Two essentials of success will be... 
well-trained sales people and at- 
tractive displays of quality mer- 
chandise, which will get each new 
shooter off on the right foot and 
make him a permanent friend and 
customer. One way to please cus- 
tomers is to sell them Remington 
armsand ammunition. For even new 
hunters soon are convinced that 
“If It’s Remington—It’s Right!’’ 














BIG MARKET FOR REMINGTON MODEL 512 RIFLE 


BRIDGEPORT, CONN., January 31, 
1946. The Remington Model 512 Sport- 
master is a precision-built 22 caliber, 
bolt action, tubular magazine repeating 
rifle any man or boy would love to own. 
Every hardware and sporting goods 
dealer should stock the Model 512 asa 
fast-moving, profitable seller. We urge 
you to place your order with your job- 
ber now. 

The Sportmaster Model 512 shoots 
regular or Hi-Speed 22 short, long, or 
long rifle cartridges. The full-sized stock 
is made of genuine American walnut and 
has a pistol grip. The barrel is 25-inches 
long and carefully bored. The smooth 
action cocks on the opening movement 
of the bolt. Other advanced refinements 
include: double cams, which cock easily 
when the handle is raised; heat-treated, 
double-locking lugs; double extractors, 


for more positive extraction and ejec- 
tion; red dot firing indicator; and posi- 
tive side lever type thumb safety. 

The Model 512 is available with two 
different types of sights. The *‘A’”’ Grade 
has a white metal bead front sight and 
new open rear sight that conceals a dove- 
tail slot for mounting other sights. The 
““P” Grade has a non-glare ramp front 
sight and special Remington peep sight 
adjustable for windage and elevation. 

From butt plate to muzzle the Model 
512 reflects precision workmanship. It 
is an easy-handling, high-quality rifle, 
unsurpassed by any other rifle in its 
price class and inexpensive enough to 
appeal to every rifle shooter, young or 
old. 





Hi-Speed and Sportmaster are Reg. U.S. Pat. Off. by 





+ Remington Arms Company, Inc., Bridgeport2, Conn 
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AR - EMERGENCY 


18 x 14 mesh insect wire screening is 
equal in protective efficiency to 16 x 
16 mesh, but is less effective against 
smaller insects than 18 x 18 mesh, 
according to recent scientific tests 
made by two leading universities for 
the insect wire screening industry. 

The tests, begun this past summer 
at the University of Florida and the 
University of Delaware, show con- 
clusively that size of mesh, rather 
than shape, is the most important fac- 
tor in insect wire screening. They also 
indicate 14 x 14 mesh screening to 
be ineffective except against flies and 
larger insects. 

More than 7000 live mosquitoes 
were employed in 1067 separate tests 
designed to explore insect reaction 
to all conceivable atmospheric, tem- 
perature and lighting conditions un- 
der which woven wire screening 
would ordinarily be required to fur- 
nish protection. 


Research Completed 


The university research is now 
completed, but another phase of the 
program, in which the rigidity, 
strength and other physical proper- 
ties of various mesh sizes are being 
studied at the Pittsburgh Testing Lab- 
oratory, is still in progress. 

The research had its inception in 
April, 1945, when the armed services 
instructed the wire screening industry 
to produce nothing but 18 x 14 mesh. 
as a substitute for 18 x 18 and 16 x 
16 mesh. In June, 1945, the War 
Production Board issued an amend- 
ment to Limitation Order L-303. stip- 
ulating that on and after July 1, 
1945, only 18 x 14 mesh wire screen- 
ing could be produced for either 
civilian or military use. 

These directives were predicated on 
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Size of Mesh, Not Shape, the Important 
Factor in Insect Wire Screening 


By RALPH W. BACON 
Secretary, 
Insect Wire Screening Bureau, 
74 Trinity Place, New York City 


* x * 


calculations that the change would 
increase production without neces- 
sitating any increase in skilled man- 
power, which was at that time and is 
still a prime factor in the industrial 
picture. 


More Information Needed 


While complying in full with these 
emergency orders, the wire screening 
producing industry recognized the 
need for more scientific information 
on the subject than was then avail- 
able, and set up a special budget to 
underwrite impartial studies of the 
relative protection furnished by the 
mesh sizes in question. 

Contracts were entered into with 
the two universities and with the in- 
dependent testing laboratory for a 
series of closely controlled tests which 
would be as critical as human ingenu- 
ity could devise, and which would be 
entirely impartial. , 

The tests were concentrated on 
18 x 18, 18 x 14 and 16 x 16 mesh 
sizes of electro galvanized steel and 
commercial bronze insect wire screen- 
ing; about 6000 mosquitos being used 
in 123 tests of these three sizes. The 
remaining tests were divided among 
14 x 14 mesh and a few other sizes 
and shapes. 

Since the smallest species of mos- 
quitos could be expected to yield the 
most critical determinations with re- 
gard to respective protectve efficien- 
cies of the mesh sizes being studied, 
Aedes aegypti, the yellow fever mos- 
quito, was used in great numbers. It 
is one of the smallest mosquitos com- 
mon to the United States. Although 
the malaria mosquito, Anopheles 
quadrimaculatus, is considerably 
larger than Aedes aegypti, it was also 












used, because it is extremely prevalent 
in many sections of the country. 

Actual results of these tests, sum- 
marized briefly, showed that an aver- 
age of 3.6 per cent of mosquitos con- 
fined in specially constructed cages 
were able to get through 18 x 18 mesh 
screening; 24.7 per cent escaped 
through 18 x 14 mesh; and 24.9 per 
cent escaped through 16 x 16 mesh. 

Efforts of wire screening producers 
in recent years to discourage the sale 
of 14 x 14 mesh were supported by 
the “escape” figures for that size: 55 
per cent of the mosquitos confined in 
14 x 14 mesh cages, were able to get 
through. 

The voluminous statistics furnished 
by the universities prove that 18 x 14 
mesh is not comparable to 18 x 18 
mesh in protective efficiency. It is, 
however, definitely on a par with 
16 x 16 mesh, and it is accordingly 
evident that size is more important 
than shape in the effectiveness of any 
mesh. 

Complete details of the tests at the 
University of Florida and the Univer- 
sity of Delaware, together with the 
findings of the Pittsburgh Testing 
Laboratory, will be made public when 
all of the work now under way has 
been completed. 


A Tip on Rifle Barrels 


RIFLE barrel expands both on the 

inside and on the outside as a re- 
sult of continued firing and heating. 
Fired in sub-zero temperatures such as 
were encountered during the Kiska and 
Attu campaigns, gun barrels tend to 
produce low velocities until they are 
warmed by continued firing, according 
to Merton A. Robinson, chief ballis- 
tician of the Winchester Repeating 
Arms Company division of Olin Indus- 
tries, Inc. Warm barrels shoot harder 
than cold ones, but velocities drop off 
below normal when the barrel is over- 
heated, Mr. Robinson says. 





HARDWARE AGE 












UOOILS 2.2 


the Backbone of the Hardware Business 


The ‘Sibine public judge and rate Eyour herds. Millions of users know and prefer True Temper - 
: "ware store by the tools you stock and display, _ KNOWN VALUE tools. Each of the 8 major lines 
| for tools are the symbol of hardware. of True Temper Tools is a Star in its own right. — | 


True Temper Tools are modern and exclusive in design, quality, utility and value. 











valent 
. ios pa 

ae | | * No. 1 * No. 5 

3 con- TRUE TEMPER HAMMERS: The Dynamic Line TRUE TEMPER STEEL GOODS: For over 100 

cages —Balanced power for driving and pulling. years—“The Standard of Comparison.” 

mesh | ees 

caped 

9 per an 

mesh. * No. 2 %*% No. 6 

lucers TRUE TEMPER HATCHETS: The famous Tommy TRUE TEMPER RODS AND BAITS: The Rod of 

e sale Axe, Tomahawk and Dynamic Hatchet— Champions—The Lure of Experts. 

ad by Power Centered. 

e: 55 

ied in GIS : 

to get * No. 7 

| * No. 3 e TRUE TEMPER HEDGE & PRUNING SHEARS: 

ished ; TRUE TEMPER AXES: The Perfect and Flint The complete line. New in design, value and 

5x14 j Edge—Preferred above all others. utility. 

x 18 : ~ caaaed sere - 

It is, ' 

with ' —- ; 

lingly * No. 4 * No. 8 | 

yrtant 5 TRUE TEMPER SHOVELS: Solid Shank and TRUE TEMPER SCYTHES, WEED AND GRASS 

f any | Forged Shank Dynamic. Both taper forged in TOOLS: The only line produced by modern 

: one piece from a bar of steel. methods, with modern equipment. 

at the oe 

niver- iS : ‘ 

Aovg Millions of users know and prefer True Tools Create the Largest Sales Volume and the 

4 5 Ce ca 

when Temper Tools. Each year we tell more mil- Best Profit of Any Hardware Line: + ++ + + 

y has 4 Gon gg hardware store to ree ie 

} lions through advertising in the peg rowing, Hiden . be iGo ks 
America’s finest magazines about bought fastene 87 ¢— paint Bhasin 

oR 50— ’ 
Is the added quality, value, and utility, 50¢ i aes fb og eg Mgrs fe ve sores 
créa e S dest 
mn the and direct them to see and buy Temper Hammer which he could buy 
‘ ; only at the Hardware Store. 

heen True Temper Tools in their Home THE AMERICAN FORK & HOE 0. 

ating. 

ch as Town Hardware Store. Cleveland 15, Ohio, Makers bref 

a and 

nd to % ‘ be ob 

y are MRS Se is 

rding 

ballis- TTT TT TIT P 

eating 

shee RUE [TEMPER FROOUCTS 

sarder 

op off THE KNOWN VALUE EIGHT STAR LINE 

over- 


AGE 








JANUARY 31, 1946 
























c J Toot oF 
1001 USES 





The original hand tool and today’s finest for work 
on any metal, alloy, plastic, wood, horn, bone, 
glass, etc. 

Fits the hand comfortably, perfectly balanced. 
Weighs only 12 ounces—it’s the “non-fatiguing” 


tool. And, Handee’s usefulness 43 as extensive as 
the number of quick and easy-to-change acces- 
sories on hand—300 to choose from. 


Operates on AC or DC current at 25,000 r.p.m. 


$18.50 


Nationally advertised, 
with 7 accessories 


ULTRA DE LUXE SET 


yO seller the year round. Every —— | 


wants this set. Strong 


A, Handee and 45 of the most sopular 


accessories to grind, drill, polish. cut, rout, carve, 
saw, sand, sharpen, engrave. 
Nationally advertised at $25.00 
BUILD A STEADY BUSINESS 


IN ACCESSORIES 
with this new Display Case 


Glass covered, keeps stock clean and in order 
Customer can make his own selection from this 
complete display. He can actually see 87 different 
varieties of accessories with CS — ‘nes 
Storage space inside for ad 

It’s a real money maker for dealers. 


Write today for special deal on 


Accessory Case and contents, | 


CHICAGO 
WHEEL & MFG. CO. 


1101 W. Monroe St., Dept. HA 
Chicago 7, iil. 


MAKERS OF QUALITY PRODUCTS FOR 50 YEARS 
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Extensive Lines Make Store 
Headquarters for Farmers 


ARMERS like to come to the 

Black & Co., Inc., store at Dan- 
ville, Ill., because they know that they 
can find a large variety of farm 
goods in that store. 

For example, the modern farmer 
needs not only regular farm hard- 
ware, but tractor and automotive 
parts and supplies, because almost 
every farm has one or two tractors, 
plus one or two cars and maybe a 
truck. The modern farmer must be 
somewhat of a mechanic. And in do- 
ing much of his own vehicle repair- 
ing he finds he must buy parts. He 
looks for these in a hardware store 
which has been recommended to him 
by his friends. 


Tractor Parts Featured 


Glenn Benard, manager of the 
store, reports that his establishment 
has four and five tables of tractor, 
automotive and machinery parts dur- 
ing various seasons of the year and 
that farmers like to come in and 
browse about these tables to select 
items they need. 

Many farmers who have horses, 
in addition to motorized equipment, 
come to the Black & Co. store and 
purchase horseshoes. They tell Mr. 
Benard they have been unable to get 
horseshoes in many stores in nearby 
smaller towns. 

“Our store is very wide and quite 
long,” says Mr. Benard, “and this 
gives us the opportunity to display 
many farm items ¢@n the tables. We 
have seven aisles down the store 
which provides the farmer with 
enough space to move about looking 
for items he wants. We have tried 
to confine our farm lines to the right 
side of the store, and this is working 
out very well.” 

In addition to growing much corn 
and raising many hogs, Illinois farm- 
ers in this region also have large 
dairy herds. For this reason Black 
& Co. has a special table for the dis- 
play of milking machines and equip- 
ment. This is always a profitable 
area, for the modern farmer can 
hardly resist the lure of good equip- 
ment. Proper milking machine meth- 
ods will milk a cow in three minutes 
and thus is a big time saver to the 
dairy farmers. 

Items such as milk and cream cans, 


oil cans, rural mailboxes, etc., are 
displayed on a nearby top ledge. The 
size of these items is such that they 
can easily be spotted by farmers 
standing in the nearby aisles. 

Grindstones are a necessity on 
every farm, and the firm never fails 
to get a couple of these placed at 
strategic spots on the display floor. 
Heavy items such as trailer and trac- 
tor hitches are well shown in con- 
siderable number. Display tables 
used for featuring such items are 
long and flat with glass dividers. 
There are also several shelves below 
the counter top level for the storage 
of additional stocks. 

One wall section near the front of 
the store is devoted to a showing of 
hammers, hatchets and other items 
that farmers need. They are so 
placed on the wall that farmers like 
to come up, take the handles and in- 
spect them. 


Power Tools 


Power tools, such as are available, 
are also displayed at the store. Mr. 
Benard reports that numerous farm- 
ers in this area are interested in 
them, for many of them have work 
and repair shops on their farnis and 
can use a number of tools of this 
sort. 

This store is located on a secon- 
dary street near Danville’s main 
thoroughfare. However, there is con- 
siderable traffic on this secondary 
street, especially farmer traffic, and 
parking is available. Mr. Benard re- 
ports that the farmer likes to shop 
where he can park, because he is not 
one to like cramped quarters. 


Window Displays 


Large, well arranged window dis- 
plays of farm items also help to at- 
tract the farm trade. Newspaper ad- 
vertising is also used considerably to 
reach farm customers. 

Black & Co. also operates hard- 
ware stores at Rockford, Champaign. 
Springfield and Decatur, IIl. 








Latest News on 
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Everytime you sell *sUNFED or 
*pOPLEX, you wrap sunshine in the 
package. That's because these fine 
plastic glazings transmit 7 times as 
much vitamin-building ultraviolet 
light as ordinary glass. 


Attractively priced for fast selling 
with a better profit-margin, too. 
Beneficial for chicken houses, green- 
houses, hotheds and other farm 
uses, they re repeat sellers. 


SUNFED gives superior protection 
at lower prices than other quality 
products of this type. DOPLEX, slight- 
i higher in cost, is heavier and 25% 
thicker, for long life and extra pro- 
tection in high or low temperatures 

down to 40° below zero. Both are 
reinforced laminated film and will 
give exceptionally fine service. 


Easy to Sell . . . Easy to Use 
Sell sUNFED or 
. : poPLexX by the 
We S yard or by the 
ie WE; roll. Easy to 
i\ : apply, too. Can 
—_ be tacked over 
openings or on 
light, movable frames if desired. 


Send for Profit-Making Details 


SUNFED and pOPLEX are made by 
the first and largest manufacturer of 
laminated plastic glazing—and are 
nationally advertised in_ poultry 
ors Send for samples and book- 
let “Put the Sun to Work’. 


Clip to your letterhead and mail 


The Dobeckmun Company 
Cleveland 1, Ohio 
Please send samples, booklet and profit plan 
for SUNFED and por.Lex plastic glazing. 








New Office of 
International Trade 


HE name Bureau of Foreign and 

Domestic Commerce is about to dis- 
appear from the Washington scene. 
The Bureau was founded in 1912 and 
its activities were expanded by Herbert 
Hoover in 1920. It has performed valu- 
able assistance to foreign traders. 

The place of the Bureau insofar as 
foreign trade is concerned will be taken 
by the Office of International Trade, in 
the Commerce Department. In addition 
to the Office of the Director and certain 
administrative offices, that agency will 
include an Office of World Trade Polli- 
cy, Office of World Trade Promotion, 
Office of War Areas Trade, and Office 
of Foreign Economic Development. 

The purpose of the Office of Interna- 
tional Trade is stated to be “to foster 
and promote the foreign commerce of 
the United States.” The statutory pur- 
poses of the Bureau of Foreign and Do- 
mestic Commerce were “to foster, pro- 
mote, and develop the foreign and 
domestic commerce of the United 
States.” 

According to Arthur Paul, Assistant 
to the Secretary of Commerce, and in 
charge of the Office of International 
Trade, the Office of World Trade Pro- 
motion will encourage and facilitate the 
expansion and balanced growth of in- 
ternational trade, export control, with 
trade assistance rather than control the 
keynote. George Bell, for many years 
vice-president of Caterpillar Tractor, 
has been appointed Director of the Of- 
fice of World Trade Promotion. 

The Office of World Trade Policy will 
cooperate with the State Department 
and work for “the elimination of trade 
barriers and controls throughout the 
world.” It will also be concerned with 
trade agreements, International Bank 
and Fund, Export-Impért Bank, and the 
Social and Economic Council activities, 
including the International Trade Or- 
ganization and international commodity 
organizations, labor, food and agricul- 
ture, health and education, and other 
peaceful pursuits among nations. Em- 
phasis will be given the work of the 
United Nations Organization as out- 
lined. 


James McCamy, recently Economic 
Counselor of the Diplomatic Mission to 
Austria, will be Director of the Office. 
He will be assisted by Herbert Parisius, 
formerly Secretary of the Combined 
Food Board and Assistant to the Sec- 
retary of Agriculture. The Economic 
Advisor of the new office will be Lewis 
Lorwin, many years on the staff of the 
League of Nations and the International 
Labor Office at Geneva. 

—Business Action 
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BETTER BRAND 


mouse and rat 


TRAPS 


@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL Propucts Co. 














KEEP WARM 
SAVE FUEL 


Seal your home 
against drafts 
and cold, stop 
expensive heat 
leaks! Keep out 
dust, dirt. Just 
press MorrTirTe 
pliable plastic 
tape around — 
windows, doors, baseboards, 
etc. It’s easy! It’s sure! 


A roll covers about $425 


Higher Weet of 
Rockies and 


ss 


4. W. Mertell Co., 568 Burch St, Kaakekes, lil, 


Above is one of the advertisements 
running in national and trade 
sines and Sunday newspaper. - 
ing a big demand for Mortite. 


ORDER THROUGH YOUR JOBBER 





At hardware, paint, 
dept. stores and 
lumber yards. 
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Model ‘'B"’ 
Hand Clipper 


“Handy” 
Electric Clipper 


dded items 


line more complete 


_an even better bet for profits 


Two more fast-moving Oster products. Same 
high Oster standards of quality that for years 
have won satisfied customers for you. Features 
that help you quickly close sales. 


1) Massa ett —A nationally-advertised home-size 

g model of the famous Oster massage 

instrument that is standard equipment among physi- 
cians, masseurs, beauticians, and barbers. 


A ll AN 


Massagett 

Helps you cash in on the growing recognition of Home Massage 
the benefits of massage, in conditioning the body and Instrument 
in relaxing tired nerves and muscles. 


Oster — and only Oster — provides suspended 
motor action, a patented feature that delivers rotating- 
patting massage movements to the fingers. This is a 
real sales-clincher! 


H H — Incorporates the same 
Animal Clipper Oster features that have made 
Oster hair clippers for human use such big volume- 
builders for you. 


There’s a big market for this electric clipper among 
dairy farmers, pet owners, animal breeders, etc. 


Stock and promote Oster pro- 
ducts, Order from your jobber. 


John Oster Mfg. Co. 


Racine, Wisconsin 


Model A-3 Heavy Duty 
Electric Animal Clipper 
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RUST SOLVENT 


Guaranteed 
— “4 inns | Qur close supervision 
metals 7 * ¢ @ ° , ait detail results 
only rust. } gloves in anexcelled quality 


i iity economy. 
of America’s largest textile | _gurability 


: and They are Riegel-controlled 
es rust ar wed how yor plant from raw cotton the Right Glove 


VAL-A COMPANY 


700 W. Root St. 














Two More FORMED STEEL 


| Units by 
THE ATLAS-ANSONIA COMPANY | Baie 


STILES LANE 


NORTH HAVEN, CONN. 


ie i 


Manufacturers of: Spotlight oa Clean-Out Doors Ash Dumps 


FORMED STEEL Majestic Clean-Out Doors fea- 
Richard Oilers Painter’s Scrapers ture positive mortar locks and 
" f 5h close-fitting, free-acting doors. 
— ea eae Stack-type Clean-Out Doors have 
Pointing Trowels Hang-Up-Hooks ae ee heavy-duty malleable iron hinges, 
; setae “4 Fes assuring positive anchorage. 
Plastering Trowels Line Tighteners proved in nun Majestic Ash Dumps feature 
SebCuE cioduct easy-operating lids securely 
. P RE Na cco? hinged to permanently prevent 
Putty Knives Knife Sharpeners PERM cropping out. The Majestic line 
en: Hes Ve also includes accurately counter- 
ae va : balanced automatic ashydumps.- 
Key Blanks “haskciees ' For your building product needs, 
Majestic offers many other out- 
standing formed steel items. 
Your request will bring details 
promptly. Write now. 


Upon request we shall be pleased to mail you 
our new catalog. 


lationally Known and Advertised for 40 Years 
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Ad Calls Attention to 
Post-War Appliances 


HE Swank Hardware Co. of 
Johnstown, Pa., used an interest- 
ing advertisement during September, 
1945, to remind people that “House- 
hold Equipment Is a Major Item 
With Swank’s . . . Not a Side Line.” 
Measuring seven newspaper col- 
umns in width and a full page in 
depth, this ad indicated that as soon 
as they were released, the major 
appliances and sanitary equipment 
of nationally known manufacturers 
would be displayed and sold by the 
store. The merchandise in question 
was listed under four major head- 
ings—‘Kitchen Cooking,” “Cabinets 
and Sink,” “Home Laundry” and 
“Health and Comfort” and a total of 
37 separate items were listed under 
these classifications. 


What It Said 


The advertisement stated in part, 
“When you see a Swank announce- 
ment on any appliance or household 
equipment—you'll know the goods 
are available, ready to be delivered 
right to your home. When you buy 
them, you'll buy with confidence, 
knowing you have back of every pur- 
chase dependable service, which has 
been faithfully maintained.during the 
difficult war years. 

“Don’t wait for quantities, stop in 
often, see them as fast as they ar- 
rive. In short order you will be able 
to make an unhurried selection.” 

The advertisement also asked read- 
ers to write for items listed so that 
advance notices could be sent when 
the various kitchen cooking, cabi- 
nets and sink, home laundry and 
“health and comfort” items became 
available. 


Manufacturers Listed 


On the outside edge of the ad were 
listed the names of 51 nationally 
known manufacturers whose prod- 
ucts fell into the four classifications. 
Theirs was the merchandise the firm 
expected to feature when it became 
available. From all indications, the 
advertisement served to put people 
in Johnstown in a post-war buying 
frame of mind. 








Latest News on 


RECONVERSION 
on page 128 
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Get your complete cap screw re- 
quirements now in TOUGH TRIPLEX 
quality. This includes Flat, Fillister, Button and 
Hex heads. All diameters up to | in. Lengths up 
to 8 in. Don’t overlook the importance of free- 
running threads in saving assembly time. That’s 
a plus value you get with TRIPLEX toughness. 
WE MAKE IMMEDIATE SHIPMENT FROM 
STOCK ON MANY SIZES. 


Write for new wall chart. It’s the 
handiest buyers guide you ever saw. 


THE TRIPLEX SCREW.COMPANY 


5317 GRANT AVENUE CLEVELAND 5, OHIO 
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CAP AND SET SCREWS > 









NUTS AND RIVETS 


















Play Up Radios, Gift and Party Goods 
In Your Windows During February 
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HERE THEY ARE 








NEW MODELS 


TABLE- PORTABLE RADIOS 





BETTER RECEPTION i a 


BETTER APPEARANCE 
ADDED FEATURES 
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HARDWARE AGE Original Window Display IDEAS 
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RADIO WINDOW 


MERCHANDISE: Radio-phono- 
graph combination, console 
radio, table model radio, por- 
table radios, batteries, radio 
tubes, aerial wire. 


BACKGROUND: Center panel 
of bright red corrugated board 
or painted wallboard. Side 
panels of white material. Cut- 
out letters of white material. 


GIFT AND 
PARTY GOODS 
WINDOW 


MERCHANDISE: Salad bowl 
sets, tea kettle, colored glass 
bowl sets, measuring cups, 
skillets, casseroles, custard 
cups, dinnerware, broilers, 
bun warmer, carving set, corn 
popper, waffle irons, baking 
dish, loaf pan, oven thermom- 
eter, glass coffee maker, fam- 
ily scale, pottery waffle batter 
set. 


BACKGROUND: Center panel 
of red corrugated board or 
painted wallboard. Side pan- 
els of white material. Cut-out 
letters of white material. Use 
a large heart on the center 
panel and pictures of Wash- 
ington and Lincoln in the side 
panels 
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HERE TO STAY 


- Sink Strainer — Crack-proof, odor 

resistant, will not stain sink or 

| corrode. Made of brilliantly col- 
|  ored plastic in various colors. 


HERE TO STAY 

Zip-Sip Collapsible Cup — Year 
‘round seller for picnics, traveling, 
hunting, fishing and in the home. 
Made of highest grade plastic in 
various colors. 


Poo @ 


HERE TO STAY 


Shoe Horn — Light in weight .. . 


glass-smooth permanent colored . 


finish that will not snag sheer 
hose. Assorted colors. 


ie 
See 
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HERE TO STAY 
All-Purpose Dispenser — Two- 
toned, modern designed dis- 
penser for granulated soap or 
chips, both powder, etc. . . . incor- 
porates ingenious shake-or-pour 
principle . . . water-proof . . 
available in various colors. 


WHY? 


.... Durabrite* plastic products signify 
modern design combined with quality 
workmanship and material. - 

. . » « the inherent brilliant coloring of 
plastics is not dulled by use and will 
not chip off or flake. 

.... high quality plastic products com- 
bine glass-smooth finish and resistance 
to breakage. 

. . « « the consumer prefers Durabrite* 


plastic products—the quality line. 


NATIONALLY ADVERTISED IN McCALLS, 
BETTER HOMES AND GARDENS, ETC. 


We * 


— nDihe 


HERE TO STAY 

Dustpan — Never chips or cracks 
and retains its brilliant sheen a 
lifetime. Knife-sharp dust rim 
makes sweeping easy .. . pliable 
to mold to the contour of irregular 
floor . . . glass-smooth finish re- 
pels dust particles. - 


HERE TO STAY 
Katchook — Sensational new 
hanger with ingenious locking 
grip principle. For kitchen, bath- 
room, bedroom, entry hall, etc. 
Size: 114” x 242” overall. Man- 
ufactured in various colors. 


cia. HS 


HERE TO STAY 

Bodkin—A necessity in every sew- 
ing kit. Double V eyelets hold 
tape firmly . . . tapered ribs per- 
mit easy grip . . . glass-smooth 
finish prevents snagging. Avail- 
able in various colors. 


PLASTIC Ze&¢ Godiva. we. 


1505 N. WESTERN AVENUE 


LOS ANGELES 27, CALIFORNIA 


RE TO STAY! 


] 





*Reg. U.S. Pat. Off. CH) 
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RED BRAND FENCE 


Cartoap after carload of RED BRAND fence is now 
being shipped to Keystone dealers . . . just as rapidly as it 
can be turned out. The demand is tremendous .. . it will take 
months to “catch up.” 


Actually, since wartime restrictions were lifted several months 
ago, fence coming off the Keystone production lines has been 
full RED BRAND quality, though not carrying the RED 
BRAND trademark. So practically all Keystone fence in 
dealers’ stocks today is top quality—fully deserving the RED 
BRAND label. 


But now, with more manpower and necessdry equipment 
available, we are again putting the familiar red top-wire trade- 
mark back on RED BRAND fence. Farmers buy with assur- 
ance when they see this well known mark of quality. 








Advertise Appliances 
To Be Handled 


THE PERFECT THREESOME 


in the purchese of your 


POST WAR APPLIANCES 
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The Wolff, Kubly & Hirsig Co., Madi- 
son, Wis., recently published this inter- 
esting appliance ad in a local news- 
paper. It was four columns wide by 
17 in. deep. The ad lists makes of major 
appliances the firm expects to handle 
when available. The service policy and 
time payment plans are featured prom- 

inently in the ad. 


Stoneware Display 
Pleases Farm Trade 


J ALLER’S HARDWARE, De Kalb, 

Ill., finds that farmers like a low 

level display of stoneware which is 

placed on a shelf near the floor at a 
center aisle. 

The store sells a great many stone 
jars in various sizes, for there is hardly 
a farmer that does not have or need 
six or more of them. The prices are 
marked right on them so farmers can 
note them. Many of the jars also have 
handles. 

Kenneth Haller, owner, reports that 
by having this display of stoneware out 
where farmers can see them 12 months 
of the years, sales are more than double 
over what they were when jars were 
kept on rear shelf locations. 








Latest News on 


RECONVERSION 
on page 128 
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Here's Your Chance 


To Stock Up NO 


WEED CUTTERS 


14 Inch Hi-Carbon Steel Blade * Steel Reinforcing 
Arms * 30 Inch Hardwood Handle 









wi 


Suggested 
Retall: 


- 15¢ 





STEEL LAWN BROOMS 


Twelve 14-Inch Oil-Tempered, Flexible Round 
Steel Tines * 4 Foot Replaceable Hardwood 
Handle 





Suggested 
Retail: 


60¢ 





ELECTRIC FENCE POSTS 


54 Inches High .. . HARD STEEL ROD 
¢ With Two Adjustable Steel Arms and 
Insulators * Will drive In and Pull Out 
of Ground * Very Rigid and Durable 
Makes Ideal Permanent or Temporary 
Pasture * Will Keep in Smallest Pig or 
Largest Cattle 


Vv 


Suggested 
Retail: 


50¢ 


Corner 
or Bracer 
Posts 


$1.25 


























Order From Your Jobber Today! 
Keep a Good Stock on Hand! 


TENNESSEE FABRICATING CO. 


1490 GRIMES ST. MEMPHIS 2, TENN. 
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IMPORTANT NOTE TO JOBBERS: 


if You're Out of Stock on the Above Items Wire Us for immediate Deliveries 





























Your Telephone 


URING the war, when deliv- 
D eries were restricted and when 

many lines of merchandise 
were scarce, the telephone was some- 
what ignored as a sales aid. Today, 
however, it is coming into its own 
again as a medium of selling. 

The telephone company has a slo- 
gan, “The voice with the smile wins.” 
That is one of the truest slogans ever 
printed. The salesman who answers 
a phone call in the store must always 
be the master of his voice. He may 
be courteous and he may exhibit a 
desire to please but if the tone of his 
voice is Ww rong all of his work may go 
for naught. Get that tonal quality into 
your voice that lets the customer at 
the other end of the line feel that you 
are desirous of helping him get what 
he*wants. Just place yuusself in the 
customer’s position and try to be as 
helpful as possible—in a pleasant, 
courteous way. Never be abrupt and 
never close off the customer with a 
curt “goodbye.” At the same time, 
there are many people who use the 
telephone for visiting purposes. One 
of the best ways to terminate a con- 
versation with such persons is to 
repeat the order to them, assure them 
it will be sent as soon as possible and 
to thank them for calling. 

This matter of repeating the order 
is extremely important. Frequently 
you will receive orders for paints, 
brushes, window glass and hardware 
of various types. Always repeat the 
order back to the customer and be 
sure that he says it is correct. That 
always takes the responsibility away 
from you and places it on him. And 
then be sure that no mistakes are 
made in the order when it is made 
ready for delivery. Check it and 
double-check it. That’s the best way 
to establish a reputation for accuracy 
and reliability. 

Always keep the promises you make 
to a customer over the telephone. 


88 


He’s depending on you and don’t let 
him down. Be sure that you always 
have a memo pad convenient to the 
telephone. Better have one fastened 
to it and there will be no chance of 
mislaying it when you need it. Write 
down every item he orders and the 
time of expected delivery. Then you 
can’t go wrong. 


Don’t Bluff 


If you don’t understand the nature 
of the merchandise that is being 
ordered or if the customer asks ques- 
tions you have difficulty in answering, 
don’t try to buff your way through. 
Call another salesman who is familiar 
with the merchandise and explain the 
fact to the customer. That’s a method 


that will work out to the best advan- 
tage of all concerned and it’s one that 
will admit of no mistakes. 

If possible, have more than one 
telephone in the store. A prominent 
retailer of our acquaintance once told 
us that he originally had only one 
instrument in his store. After he had 
received a number of complaints from 
customers about the line being busy, 
he had the telephone company insti- 
tute a check-up. He discovered that 
during a two weeks’ period he had 
had 70 calls at times when the phone 
had been busy. He estimated that 
fully 50 of these were from customers 
who were desirous of placing orders. 
How many called up again or how 
many called other stores he never 
found out. So he had another instru- 
ment installed in his store. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. 
Each question correctly answered is worth 20 points. A grade of 100 
is excellent; 80 is good; 60 is fair; 40 is poor, and 20 very poor. The 
correct answers to these questions will be found on page 154. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 

1. A dealer started holiday season with $3,000 stock of toys. Toys 
were marked to produce 35 per cent margin on the selling price. After 
Christmas inventory amounted to $500 and this merchandise was sold 
at cost at a special sale. Determine the actual margin on the line. 


2. A dealer sells 100-lb. bags of rock salt for $1.50. It cost $15 per 


ton. Determine margin on this item in per cent of the selling price. 


3. Figure the return on the money invested in the following business: 
Sales were $30,000; net profits before taxes were 6 per cent of sales. 
The owner has $15,000 invested in the business. 


4, Expenses in a business were estimated at $12,000 for 1946. The 
business has demonstrated it can earn a margin of 33 per cent. Deter- 
mine sales needed to cover expenses and leave owner an 8 per cent 


profit on sales. 


5. Total charge sales in a business in 1945 were $32,000. A reserve 
for loss on doubtful accounts of 14 per cent of charge sales is set up 
each year. Determine the amount of the reserve. 

(Answers on page 154) 
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THIS IS NEW! 
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~*Trode Mark eteed U. S. Pat. Off. 
Luminous—Plastic 
HOUSE NUMBERS 
eye 
catching 


NOVELTY 
APPEAL 


retail 15¢ each 


Tremendously practical! Absorbs 
light by day. Glows all night. 
Glowing quality permanent 10 
doz. in glassine envelopes with 


screws. | doz. of each number 


REFLECTO LETTERS CO. 


110 WEST 27th STREET, NEW YORK 1. N 
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SCREEN DOOR 


SPRING HINGE SET 


Series 
87-00-0 


—that combines a rugged covered spring, 
button tip get with barrel and one leaf 
integral. By withdrawing pin, door can be 
taken down without removing screws or dis- 
turbing spring. 

Size 2%” x 2%”. Made of wrought steel — 
Japanned finish only. 

Packed one set in box with screws. Set in- 
cludes one pair of new design spring hinges, 
one 3%” pull, one 2” hook and eye. 

The Shelby New Design Spring Hinge can also 
be supplied separately—packed '/, dozen pairs 
ina —y with or without screws. 


Order from your Jobber 


THE SHELBY SPRING HINGE CO., Shelby, Ohio 


> iwel ede 
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The Technique of Salesmanship 


(Continued from page 68) 


him so that other people in the store 
can hear what you are saying. 

Always keep your voice well modu- 
lated but still clear enough for your 
customer to understand what you are 
saying. 

Of course, it seems hardly neces- 
sary to mention that whistling, hum- 
ming, chewing gum or smoking just 
simply are not done in any store of 
good standing. . 

Another situation in which the true 
gentleman is apparent is when a new 
employee comes to work. Think back 
and try to remember the time when 
you started to work on the new job 
—when you were green and ignorant 
of the business. 

Do not make it tough for a new 
fellow-worker or laugh at him when 


he makes mistakes, and tell everyone 
else about it. Be a gentleman. Put 


yourself in his place. Make him feel 
that he is welcome. Even if you put 
yourself out a little to be nice to him, 
you cannot lose anything. He may 
be in a position some day to return 
the favor. Remember the fable of the 
lion and mouse? Help him over the 
rough and tough spots. Help him to 
keep out of little “jams”—and do it 
quietly. 

Also, no matter what troubles and 
disappointments you may have out- 
side of the store, never bring their in- 
fluence to work with you. Don’t let 
these outside troubles change your 
behavior or put you in a bad mood. 

It can all be summed up in the one 
never-to-be-forgotten sentence of the 
Golden Rule—“Do unto others as you 
would like to have them do unto 
you.” Try to practice it every day. 

(To be continued) 





A Former Hardware Man Sees Australia 
On an Uncle Sam Tour 
(Continued from page 72) 


had not provided such important 
hardware and ship chandlery items 
as anchors and anchor chains, marine 
engines, pumps, Manila, sisal and 
wire rope. Our Navy took on all 
kinds of items of ship and naval 
stores and its range of hardware 
items was as great as the Army. 
Finally our Air Corps which did such 
a splendid job in the islands of the 
Pacific received all kinds of repair 
and overhaul materials including 
many hardware stocks as tools and 
maintenance supplies; caneite, cable, 
cleaning compounds, fire extinguish- 
ers, machine and hand tools, paints 
and gas and oil drums. The hard- 
ware and tool manufacturers in Aus- 
tralia as in the United States con- 


tributed their share to the winning 
of the war against the Japs. 

To itemize everything received in 
Australia would fill hundreds of 
pages. The quarterly reports sub- 
mitted by the General Purchasing 
Agent to the War Department, Wash- 
ington, give in detail the kind and 
quantity of items of supply and 
equipment received by the U. S. 
forces from Australia on reciprocal 
aid. It is the concensus of opinion of 
those who were closely associated 
with the operations of Lend-Lease 
and reverse Lend-Lease in the Com- 
monwealth that Australia contributed 
in a generous spirit and to the limit 
of her capacity munitions so sorely 


needed by the Allies. 





Strikes That Benefit Labor Leaders Only 


HE following brief but illuminating 


article was written by William A. 


E. Chappelle, Jr., and appeared in the 
December, 1945, issue of Pulling To- 
gether, published by the National Small 
Business Men’s Association. It tells its 
own story. 

“More than two and a quarter million 
dollars in wages have been lost to work- 
ers in ten major strikes in the Mil- 
waukee area since the end of the war. 

“While six of the ten major strikes 


have ended, four continue with little 
indication that settlement is near. Hun- 
dreds of the workers involved in these 
costly strikes have deserted the ranks 
and have taken employment elsewhere. 

“With the approach of the Thanks- 
giving, Christmas and New Year holi- 
days it is expected that large numbers 
of the strikers will seek employment in 
other plants. 

“The costly consequences of walkouts 
in these ten cases and the negligible 
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Above store plan reproduced by courtesy 
of National Retail Hardware Association 





The Lamson & Sessions Company has definite plans 
to make the merchandising of bolts and nuts a more 
pleasant, more profitable part of your business .. . 


offers practical, down-to-earth means of speeding 


up your bolt turn-over, increasing your unit sale, 


simplifying your stock control of fasteners. These 
plans will be announced at an early date—watch 
for this announcement. Learn what we can do for you 
to make your bolt business pay a better profit—to 
make your store “Bolt Headquarters” in your 


neighborhood. 


THE LAMSON & SESSIONS COMPANY, General Offices, Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 
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a 
"The next time someone takes my gloves b 
I'm gonna forget I’m a gentleman!” Bed; 






awe Stop! 
Don’t hit him again! 
He couldn't resist taking them—because 
they’re Boss Work Gloves! Mining requires 
rough handwork and miners have always depended 
on Boss for hand protection. That’s why Boss is work- 
ing overtime to meet dealers’ needs in spite 

of serious shortages. Boss distributors 

continue to receive shipments at 

regular intervals, assuring your 


fair share of available supplies. 


96 YEARS OF HAND PROTECTION! 





THE BOSS MANUFACTURING COMPANY «© KEWANEE, ILLINOIS 
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gains made as a result of these strikes 
have clearly demonstrated the futility of 
the strike method of obtaining demands 


| to thousands of Milwaukee workers. 





“That Milwaukee workers have learn- 
ed this lesson is indicated in reports 
that in several large industrial plants 
they are urging their union leaders to 
find new methods of attaining their 
aims. 

“The demands in several cases in 


| which thousands of dollars in wages 


have been lost do not even include pay 
increases but seek mostly maintenance 
of union clauses in contracts which are 
of little or no advantage to any but 


| the leaders. 


“The demands for closed shop or 
maintenance of union clauses in con- 
tracts protect the income of the re- 
gional directors, international repre- 
sentatives, organizers, business agents 
and others paid good salaries and ex- 
penses through funds raised from mem- 
bership dues. 

“In several strikes management has 


| offered generous raises and bonuses 


only to have their proposals rejected 
by the leaders who are apparently more 
interested in protecting their own in- 
comes than in getting the best possible 


| working conditions and pay for the 
| membership, and as a result several 
| thousand workers have been forced to 
| remain on the picket lines and without 


income until the leaders made some ar- 


| rangement more satisfactory to their 
| own welfare. 


“These same leaders did not sacrifice 
one cent of their pay or expenses 
while the workers stood on the picket 
line without wages for from two to ten 
weeks and in one case now going into 
the eleventh week. 

“The leaders get paid in full in every 


| case while the strikers are given no 
| money and in many instances are fined 


if they fail to do their turn on the 
picket line.” 


Toy and Gift 
Departments Bring 


Year ‘Round Profits 
(Continued from page 59) 


an average amount of newspaper and 
circular advertising and each 12 
months sets aside 2 per cent of its 
gross business for the advertising 
budget. But for the toy and gift de- 
partment, Mr. Michel has a novel 
promotion plan. 

The store has a customer's list 
with many hundred names on it. Af- 
ter as many of these names as pos- 
sible, Mr. Michel has listed birthday 


and anniversary dates. Each month 
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Superior 365 Has 
Many Uses For 
Interiors of 


Barns 

Poultry Houses 
Dairy Houses 
Factories 
Warehouses 
Food Plants 
Homes, Basements 
Garages 

Out Houses 
Packing Plants 
General Farm Uses 
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This Is the New Paint Product Your 
Customers Have Been Waiting For— 
It’s Yours For Sales and Profits Now 


After many years of laboratory and 
field testing under actual conditions, we 
are proud to announce the perfection 
of Superior 365, the high quality, 
miracle-working wall paint containing 
amazing DDT. This new paint marvel 
works two ways at once—it covers 
interiors with a sanitary coating... it 
remains an active insect-killer up to one 
year. Superior 365 covers every square 
foot of surface with 200 milligrams of 
DDT in its most potent form. Yet, 
Superior 365 is non-toxic.* 

*Except when taken in large doses internally. 

IMPORTANT 

Actual tests prove that even after 16 months, 
Superior 365 paralyzes and kills houseflies 
in 30 minutes, after only 7 seconds exposure. 
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- @ Efficient because SUPERIOR 365 provides a long-lasting, tlean 


white, sanitary coating 
@ Effective because SUPERIOR 365 paralyzes and kills 
most insects at slightest contact 


®@ Safe because SUPERIOR 365 is non-toxic* 


ECONOMICAL— PRACTICAL 
SUPERIOR 368 is inexpensive. Reduces in water. 25 lbs. make 
approximately 5 gallons of paint. 
Be the first to offer your gu 
ber cannot supply you, w 


s SUPERIOR 3658. |If your Job 
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Profit from 
the Complete 


CLOVER 


ABRASIVES LINE 





Announcing CLOVER Grinding 
Wheels « rounding out CLOVER’S 
well-known line of grinding com- 
pounds and coated abrasives. 


To round out its line, Clover now ah- 
nounces the addition of general pur- 
pose and hardware grinding wheels. 
Possessing the quality and accuracy 
usually found only in industrial wheels, 
these new products have a synthetic 
colloid bond of scientifically-controlled 
secret composition that assures remark- 
able mechanical strength and longer 
wheel life. 


When writing, ask about colorful 
counter display now obtainable. 


CLOVER MFG. CO. 


Norwalk, Connecticut 


CLOVER 
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Small bins with crepe paper covering are used for displaying 


children’s furniture. 


the bookkeeper goes through this list 
and sends out cards to all those who 
have dates listed during the coming 
month. 

If there are three children in the 
family, and a man and wife, making 
five, this accounts for five mailings 
on birthdays and one for the anni- 
versary of the wedding. The card, a 
double with sticker fastening so that 
the contents cannot be read, is sent 
to parents 10 days before the child’s 
birthday. 

Printed on the card is the name of 
the store and a blank space for writ- 
ing. Mr. Michel has found that best 
results are obtained from written sug- 


gestions. “It gives us a chance to 


| suggest new items and particularly 





strong seasonal suggestions,” he says, 


Lattice gates separate the small sets. 


we found that the cus- 
tomer likes better the little personal 
touch of a few written suggestions. 
Our bookkeeper knows many of our 


“and then 


regular customers and she can often 
make gift suggestions which espe- 
cially apply to the one customer.” 
Mr. Michel is very careful of dis- 
play in handling the gift and toy 
department. For gifts and toys dis- 
play is 75 per cent of the selling 
job, he believes. One full corner 
display window is given over to the 
department, and back for 20 ft. from 
the window set the floor is divided 
into toy room displays by the use of 
latticework gates. Small bins with 
crepe paper covering are used for 
showing children’s furniture and spe- 
cial toy items. Games are shown 





China and glasswhre gift items are featured on island display tables. 
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SMH RA CASTOKER 


Five exclusive SMITHway Stoker features simplify coal filling, increase 


hopper strength, and decrease number of times the stoker must be refueled 


Check these five sales-making advantages. They are typical of the 24 
exclusive features that make the SMIiTHway Stoker easy to sell, simple to 


service, convenient to own 





Exclusive hopper 
features are just 
a small part of 
the SMITHway 
Stoker story. 
From the exclusive Packaged Unit-Drive to the 


ae i See ee? 


ae 
Bnd 


Se RE MET eT 


oa 


new streamlined functional lines, the SMITH- 
way Stoker combines exclusive engineering ad- 
vances that make it the stoker to feature for 
maximum profits, minimum service costs. 


CASH IN ON YOUR SHARE OF THE 9,000,000 POTENTIAL STOKER SALES BY SELLING 


dling Sivtee” 
A Product of the World-Famous A. 0. Smith Corporation A. ©. SMITH Corporation, Dept. H-2-46 






Milwaukee 1, Wisconsin 


1 am interested in more information on the SMITHway Stoker 
No obligation, of course 
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Specify Air Express-a Good Business Buy 


Shipments travel at a speed of three miles a minute : 
between principal U. S. towns and cities, with cost ae Gow ee & GS 
including special pick-up and delivery. Same-day a | 2. | 5 ts, | 25 the. | 40 the. | Over 20 Me 
delivery between many airport towns and cities. 120 19100] 81001 $1001 9029] 3.7 
Rapid air-rail service to and from 23,000 off-airline 249 | 102] 1.18] 230] 368] 921 
points in the United States. Service direct by air to so _| 1.67 | 1.48) 3:06) 616] 1538 

. . . 1049 1.97} 1.98) 7.468) 12.28 30.70 
and from scores of foreign countries in planes made SC ee 
in America, operated by American personnel and Over | yar] aus] ren] 2947 | 7000 


flying the U. S. flag. 


Effective January Ist, 1946, Air 
Express slashed rates 13%—a 
total reduction of 22% since 1943. 


When time 
when an order is at stake, 
delivery of materials keeps a 
plant going, when customers are 
better served—Air Express is by 
far the cheapest and most profit- 
able way to ship. 


means money — 
when 












































































GETS THERE FIRST 


Write Today for new Time and Rate Sched- 
ule on Air Express. It contains illuminating 
facts to help you solve many a shipping prob- 
lem. Air Express Division, Railway Express 
Agency, 230 Park Ave., N. Y. 17. Or ask for 
it at any Airline or Railway Express office. 


Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 


Representing the AIRLINES of the United State: 








above the bins on paper covered man- 


tels. 


“We are working hard to get rid 
of our war-made wooden toys,” Mr. 
Michel says. “We have tried both 
mark-downs and featuring in ad 
copy. This type of merchandise is 
moving slowly and we believe it will 
be much harder to move as the metal 
toys and children’s gifts come into 
stock. We now have a good many 
metal scooters, a few ‘trikes,’ some 
wagons of metal, and small electric 
cook stoves. All of this new mer- 
chandise is moving well and we are 
forced to hold back a few numbers 
after each ad copy which lists them. 


“We are finding that year-through 
promotion is a big boon to us in mov- 
in the war-made items.” 


During the war, Mr. Michel did 
a big business in games of all types. 
His theory is that people had to stay 
at home, so consequently they needed 
more kinds of home-entertainment. 

The last seven months have com- 
pletely changed this situation. Only 
the pre-war standard games are mov- 
ing out to grown-ups. 

“I think the small town hardware 
dealer should watch this closely,” 
Mr. Michel says. “It is a trend to be 
expected and one which the small 
dealer must accept. Very careful 
buying on all games, even the new 
types which have not heretofore been 
stocked.” 


Toy Trends for 1946 


As to trends for 1946 for his toy 
and gift department, Mr. Michel has 
the following to say: 

1, Customers are much more price 
conscious. 

2. They are not asking to have 
gift items and toys put-away as they 
did one and two years ago. 

3. They are naturally much more 
interested in the metal items. 

4. China and glassware gift items 
are moving as well as they did dur- 
ing the war but with less emphasis 
on the gadget pieces and more inter- 
est in utility gifts. 

5. Games are holding up as chil- 
dren’s gift sales but there is less inter- 
est in the family type of game. 

6. Parents are buying fewer gifts 
and are paying more attention to the 
larger items and the more durable 
types, particularly those made of 
metal. 
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“Are ibacted | 11 Times 


...TO GIVE HIGHER 
“PERFECTION - PERCENTAGE” 
wi) IN EVERY ORDER 


Ke 
oy 


a steel, brass, aluminum, bronze and other metals 


are given a thoroughgoing “‘physical’’ as soon as de- 
livered to American's plant. 


Then, in production, samples are checked every few 
minutes, to check the accuracy of all heading, shav- 
ing, slotting and threading machines. 


Next, screws are literally sifted . . . scientifically .. . to 


make sure there are no burred heads, drunken 
threads, or dull points. 


And finally, they're weigh-counted automatically 

. each newly filled box balanced against a counted 
gross .. . so that your customers are sure to get at 
least 144 perfect American Screws in every gross-box. 
That’s why American-brand customers are the best 


customers you can have .. . because they stay with 
you, year after year. ’ 








AMERICAN SCREW COMPANY 
PROVIDENCE 1, RHODE ISLAND 


Chicago 11; 589 E. Illinois Street 
Detroit 2; 502 Stephenson Building 


1 Operation Saved! 


That's why STOVE BOLT Buyers say : 
““AMERICAN’S Partitioned Package is 100Z O. K.!’’ 


American Screw Company's unique Stove Bolt package keeps 
bolts and nuts in separate compartments... saves customers 
the trouble of turning off the nuts before waiag the bolts... 
saves dealers time and trouble in stock-handling. Are you 
taking advantage of this proven selling aid? 





WOOD SCREWS...MACHINE SCREWS...SHEET METAL SCREWS...STOVE BOLTS... made with either Phillips Recessed 


or Slotted Heads 
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Asx YOUR JOBBER OR WRITE 
TO US FOR FULL INFORMATION 


L STEEL 


OMPANY, INC. 
E., CHICAGO 39, ILL. 











“I'm wailing 2 





—and you Dealers are waiting for 


WORD FROM UNION 


when New-line Leaders 
can be released... 


ECONVERSION to Sporting Goods and Tools 
means more than resumption of output of our 
prewar lines. For UNton has been developing Ideas, 
—perfecting old lines with new sales-features to win 
customers. Soon you'll see the results of our wartime 


_planning—new skills and facilities in ACTION—mak- 


ing more business for you. You'll see proof that we 
have been working for you while you’ve been waiting 
for us. 


All the items in which UNION excels will sell faster 
than ever by their new-feature appeals plus accumu- 
lated demand for UNIoNn 


ROLLER & ICE SKATES, FISHING TACKLE, 
CHISELS AND SCREWDRIVERS, HACK 
SAW FRAMES, GUN IMPLEMENTS. 


HARDWARE COMPANY 
Ge FE Ge Fw 


TORRINGTON, CONN. 


NEW YORM OFFICE ISI CHAMBERS § 
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MAKES EXTRA PROFITS 
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that has been modernized with Pittsburgh Glass Products. New 
Old customers renew their allegiance and new customers for you, 


A modern store front and interior 


Tools 

our lure profitable business your way. 

deas, 

, win se in retail selling, appearances ing — inside and out — with Pittsburgh 
. count more than ever before. The Glass Products and Pittco Store Front 

rtume hardware store with a modern, individu- Metal is a profitable investment. A 

mak- alized front and a smart, up-to-date Pittsburgh Store Front stands out 

it we interior is the one that draws more busi- from neighboring and competing stores 

‘iting ness, a better class of clientele, has a —urges customers to enter. An interior 


higher unit sale, and brings in bigger that is modernized with Pittsburgh 
profits more regularly and -steadily. Glass allows merchandise to be displayed 
‘aster Thousands of merchants throughout effectively and appealingly—urges cus- 


amu- the country have found that moderniz- tomers to buy, increases profitable sales. 


5 aii eal aks Blea a aia Se 


THERE’S NEVER A DULL MOME in the hardware store bring you their trade. A new store front, like this one in 


Im, Minn., can work the same kind of “profit magic” 


he bw 
CPS: 
. EP RS 
ail a 
we 





too. Architect: Albert S. Plagens. : 


Consult your architect now to assure 
a well-planned, economical design. Our 
staff of experts will be glad to cooperate 
with you and with him. If you desire 
it, convenient terms can be arranged 
through the Pittsburgh Time Payment 
Plan. In the meantime, see for yourself 
how Pittsburgh Glass Products have 
transformed old-fashioned stores into 
up-to-the-minute stores that invite the 
trade that brings profits. ( 

Send for our new free booklet which 
shows actual installations and includes 
facts andideas about store modernization. 


KLE ‘wirrseuRGH" sland for Quality Glass and CPaint 


TACK nea cap 4h 


NTS. 
| G 


PRODUCTS OF 


~ Pittsburgh Plate Glass Company 


FOR STORE FRONTS AND INTERIORS 
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2018-6 Grant Building, Pittsburgh 19, Pa. 
Please send me, without obligation. your | 
new, illustrated booklet, “How Eye 
Appeal Inside and Out Increases 
Retail Sales.” 


= 
Pittsburgh Plate Glass Company | } 
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Underhill Clinch & Co. Reorganizes 
For Modern Post- War Merchandising 


C. B. Waller continues as president. 


David 


Ormont becomes a 


principal investor and vice-president and general manager. Selected 
lines of electrical appliances and limited line of fast moving hard- 
ware items will be featured with complete merchandising program 
to help dealer-customers. 


Carlton B. Waller, president, 
Underhill, Clinch & Co., 110-112 
East 28th St., New York 16, 
N. Y., announces a complete re- 
organization, refinancing and “re- 
vitalizing” of that wholesale 
hardware business, to provide a 
“modern post-war merchandising 
program” on a selected line of 
electrical appliances and a limit- 
ed line of fast moving hardware 
items. 

This company will concentrate 
its sales efforts in the metropoli- 
tan New York area, including 
northern New Jersey, Long 
Island and nearby Connecticut. 
In a current letter to the hard- 
ware and electrical industry Mr. 
Waller states: 

“You will be very much in- 
terested to know that our ‘recon- 
vetsion program’ has been com- 
pleted. 

“Necessarily, in the recent war 
years, our entire efforts have been 
concentrated in securing and dis- 
tributing hardware and _ allied 





products for industry involved in 
war production. We are proud 
of our record in this capacity but 
now return to the post-war era, 
facing the opportunities and ob- 
ligations of the present. 

“Our company is being reor- 
ganized, refinanced and more im- 
portant, revitalized as a modern 
merchandising unit which will 
interest you and your entire sales 
organization. 

“Mr. David Ormont will be 
vice-president and general man- 
ager of our newly organized com- 
pany and will be a principal in- 
vestor. He has a long-time suc- 
cessful record in the merchandis- 
ing of radio and electrical appli- 
ances and has been both man- 
ager and owner in retail and 
wholesale organizations. His suc- 
cessful experience and enthu- 
siasm as a merchandiser will be 
a strong factor in our post-war 
merchandising activities. In ad- 
dition Mr. Ormont brings with 
him a group of experienced and 





At the left, Carlton B. Waller, president of Underhill, Clinch & 


Co.; right, David Ormont, vice-president and general manager. 


100 


successful specialty salesmen to 
supplement his own knowledge 
and activities. 

“Our entire selling organiza- 
tion will be young, aggressive 
and modern in its thinking. It 
is our intention to concentrate 
and specialize in the sale of hard- 
ware products and electrical ap- 
pliance lines which will provide 
our dealers with profitable turn- 
over. We recognize that we must 
not only sell to them but also for 
them. 

“Before our new _ corporate 
structure comes into being, all 
creditors will be paid in full. The 
new corporation will bear the 
same name and will have ade- 
quate capital. More important, 
however, is the introduction of 
young blood which can really 
complete a modern merchandis- 
ing program. 

“Our program should be of 
mutual interest to us. We wel- 
come your suggestions and invite 
your representatives to call on 
us, as soon as possible, to dis- 
cuss our new plans, our new set- 
up and our program in which we 
invite your participation.” 

DEL MERCADO ASST. 

SALES MANAGER FOR 

MAJESTIC RADIO 


Carlos V. del Mercado has 
been appointed assistant sales 
manager of the Majestic Radio & 
Television Corp., St. Charles, Ill. 
He has been associated with the 
radio industry for almost 20 
years and has been the com- 
pany’s export manager for sev- 
eral years. In his new capacity, 
Mr. del Mercado will work close- 
ly with Parker H. Ericksen, sales 
manager. 














RALPH J. WILLIAMS 


WILLIAMS HEADS 
DISTRIBUTOR SALES 
RAY-O-VAC CO. 


Ralph J. Williams has been 
named the new director of dis- 
tributor sales for the Ray-O-Vac 
Co., Madison, Wis. A veteran 
member of the Ray-O-Vac organ- 
ization, he joined the company 
in 1916 and has been associated 
with it constantly since, except 
for overseas duty in World 
War I. 

Upon assuming his new posi- 
tion, Mr. Williams promised, “I 
expect that shortly with our en- 
larged production facilities, we 
will be able to meet the demand 
for Ray-O-Vac Leakproof flash- 
light batteries on a prewar basis 
and give rapid service to our en- 
tire market.” 

Regional sales managers for 
the company are: eastern divi- 
sion, J. A. Mcliney, New York 
City; midwest, Walter Settle, 
Chicago; southern, George A. 
Shipley, Memphis, Tenn., and 
west coast, A. Hipshman, San 
Francisco. 

Ray-O-Vac currently is moving 
its administrative offices and re- 
search laboratories to a four-story 
building at 212 E. Washington 
Ave. in uptown Madison as one 
of the steps in its plans for post- 
war efficiency in operation. The 
space vacated has been remod- 
eled for use for the comfort of 
employees. 
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Hoeynck, Shapleigh V.-P.: 


Two Directors Elected 


Henry A. Hoeynck has been 
elected vice-president of the 
Shapleigh Hardware Co., whole- 





HENRY A. HOEYNCK 


sale hardware firm at 900 Spruce 
St., St. Louis, Mo. W. K. 
Richardson and Basil O. Temple 
were elected directors of the 
company at a recent stockholders’ 
meeting. 

Mr. Hoeynck was employed by 
the Simmons Hdwe. Co. in 1906 





| 


with which firm he served until | 


the Shapleigh company 





W. K. RICHARDSON 
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pur- | 


| 
| 
| 
| 





chased Simmons in 1940. He was 
executive vice-president of the 
Simmons company in charge of 
buying, warehouse operations and 
inventory control. Since Shap: | 
leigh took over the Simmons 
company, Mr. Hoeynck has been 
buyer of heavy goods and con- 
tact man for the company with 
Washington on all priority and 
OPA regulations. In 1942 he 
was elected to the Shapleigh 
board of directors and in 1943 
was made assistant treasurer and 





BASIL 0. TEMPLE 


on Jan. 14 of this year was elect- 
ed vice-president. He is at 
present executive head of the 
buying department. | 

Mr. Richardson, newly elected | 
director, joined the company in 
1912 as a salesman’s helper and 
later received a regular territory 
in western Tennessee. In 1920 
he was transferred to a territory 
in southern Georgia and northern 


which position he continues to 
hold. 

Mr. Temple, following his re- 
lease from service in World War 
I, entered the employ of the A. J. 
Harwi Hardware Co., Atchison, 
Kan. After several months’ train- 
ing he was assigned to a Kansas 
territory with headquarters at 
Clay center, where he remained 
12 years. Later he was transferred 
to a Hutchison, Kan., territory 
where he traveled until he en- 
tered the employ of Shapleigh in 
1931 as its representative in 
eastern Kansas with headquarters 
in Topeka. He was brought into 
thé house as co-sales manager 
with Stanley Quisenberry and 
later was made Missouri sales 
manager, which position he still 
holds. 


THOMPSON HEADS 
PREMIER SALES 


The appointment of C. A. 
Thompson as sales manager of 
the Premier Vacuum Cleaner Di- 
vision, General Electric Co., 
Cleveland, Ohio, has been an- 
nounced by R. B. Wilson, man- 
ager of the division. Mr. Thomp- 
son has served as sales promo- 
tion manager for Premier since 
Oct. 1, 1945. For 10 years pre- 
vious to joining the Premier or- 








Florida with headquarters in 
Jacksonville. In 1921 he moved 
to the South Florida territory | 
headquarters in Tampa and in 
November of that year, he was 
brought into the house as a south- 


Cc. A. THOMPSON 


ganization, he was with Perfec- 
tion Stove Co., Cleveland, as as- 





eastern division sales manager, | 


sistant advertising manager. 





JAMES SURPLESS IS 

NEW PRESIDENT OF 
SURPLESS, DUNN & CO. 
James Surpless has been elect- 


ed president of Surpless, Dunn & 
Co., Inc., 74-76 Murray St., New 





, 


JAMES SURPLESS 


York 7, N. Y., manufacturers’ 
direct representative. Mr. Sur! 
pless, who was formerly execu- 
tive vice-president of the com- 
pany, will divide his time be- 
tween the New York office and 
the Chicago office at 34 N. Clin- 
ton St. He succeeds the late 
Oliver B. Surpless. 

Ernest H. Appleyard has been 
elected executive vice-president 
and James L. Surpless is vice- 
president and western sales man- 
Walter R. Tomkins secre- 


ager. 
tary-treasurer is eastern sales 
manager. Warren Hartshorne 


continues as assistant sales man 
ager and O. C. Steinmetz as ex- 
port sales manager. 





PENN SALT NAMES 
NEW SALES MANAGERS 


J. G. Brunton has been named 
eastern sales manager and J. F. 
Francis has been named western 
sales manager of the Agricultural 
Chemicals Division of Pennsyl- 
vania Salt Mfg. Co., Philadelphia, 
Pa. Both Mr. Brunton and Mr. 
Francis have been serving as 
assistant sales managers in their 
respective territories. 
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Replacement Coils 


FOR SERVICE AND REPAIR 
OF ELECTRIC RANGES 
AND SMALL APPLIANCES 


These fast selling, highly dependable "JIFFY" replace- 
ment coils are now available in unlimited quantities. 
"JIFFY" coils are made from a high grade nickel chrome 
alloy which is totally resistant to alkaline solutions, prac- 
tically all acids, corrosion and heat. All "JIFFY" coils are 
cut to resistance and not to length to insure greater 
accuracy and long life. Special resistance coils can be 
supplied to meet specific requirements. 

“JIFFY” has available compact, economical kits 

of various units which can be used readily for 

repair of most appliances and electric ranges. 


We will furnish gladly on request a list of these 
kits ... their contents and prices. 


THE HARTFORD ELEMENT CO. INC. 


274 Windsor Street 
HARTFORD ° CONNECTICUT 
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ALLEN REJOINS OLIN 
AS SALES PROM. MGR. 


After more than three years of 
active military service, during 
which he attained the rank of 
major in the Army Air Forces, 
Malcolm B. Allen is back with 








MALCOLM B. ALLEN 


| Western-Winchester as sales pro- 
| motion manager of the Winches- 
| ter Repeating Arms Co., Western 
| Cartridge Co., and Bond Electric 
| Corp., divisiong of Olin Indus- 
| tries, Inc., East Alton, Ill. 

Mr. Allen’s appointment, an- 
| nounced by Col. W. F. Siegmund, 
| general sales manager, establish- 
es headquarters at the Winches- 
ter offices in New Haven, Conn., 
| where he already has taken up 
| his new duties. 

| Mr. Allen left his post as sales 
| promotion and advertising man- 
ager of Western Cartridge Co. in 








| 1942 to accept a first lieuten- | 


Se? . 
| ant’s commission in the Army 


Air Forces. He was assigned as 
ground gunnery instructor at the 
advanced fighter gunnery school 
at Foster Field, Tex. He rose to 
the post of commandant of cadets 
and later commandant of sstu- 
dents, with the rank of major, at 
Foster Field. He was holding the 








latter post at the time of his re- 
turn to civil life last October. 
While at Foster Field, he was or- 
dered on temporary duty to be- 
come small arms instructor at the 
Military Training Instructors’ 
School at San Antonio, finishing 
his work there as supervisor of 
the school. 

He joined the sales force of 
Western Cartridge Co. in 1934, 
and was assigned to the Indiana 
and Illinois territory. Later he 
became assistant district man- 
ager of the central territory. He 
was appointed Western’s sales 
promotion manager in 1938, and 
in 1940 also took over the duties 
of advertising manager for the 
company. 





STAFF CHANGES 
FOR CASCO PROD. 


Casco Products Corp., Bridge- 
| port, Conn., has announced the 
| following changes in its staff or- 
ganization: Lawrence Fenn, who 
formerly served as assistant to 
Joseph H. Cone, president, has 
been appointed sales manager for 
automotive accessories; Wallace 
Powell has been named assistant 
sales manager of the automotive 
section and Herman C. Yellen re- 
ceives the newly created post of 
service manager. Edwin J. Cone 
has been assigned to the power 
tool sales section of the electri- 
cal division. Edward Wallace 
has also been appointed to the 
electrical division as a member 
of the heating pad sales section. 








RAYBESTOS CHANGES 
DIVISION NAME 


Effective Jan. 1, the Asbestos 
& Rubber Div., Raybestos-Man- 
hattan, Inc., Manheim, Pa., has 
changed its name to Asbestos 
Textile and Packing Div., Ray- 
bestos-Manhattan, Inc. 











The Bigelow & Dowse Co., 169 
A St., Boston 5, Mass., after more 
| than a century of serving the 
New England trade as hardware 
wholesalers, is establishing a 
new department in the field of 
electrical and other household 
| appliances and has opened a 
large show room at Kenmore 
Square in the heart of Boston’s 
appliance section. 

The new branch which will be 
known as the Bigelow & Dowse 
| Company Appliance Division, will 
| distribute many new and popu- 





Bigelow & Dowse Adds Appliance Division; 
Display Rooms Opened in Boston 


lar appliance lines including 
Farnsworth radios, Coleman heat- 
ers, Coolerator refrigerators, Wil- 
cox-Gay recordios, Apex wash- 
ers and Shirley kitchen cabinets 
as well as many other nationally 
known lines. 

This new appliance division is 
headed by Howard V. Jacobson 
as manager with a staff of highly 
efficient salesmen. Mr. Jacobson 
has had a wide and varied ex- 
perience in the appliance field 





and is exceptionally well equip- 
ped to handle this new venture. 


HARDWARE AGE 
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‘ JOHNS MANSVILLE UPS 
CASSIDY AND MIAL 


Effective Jan. 1, 1946, Johns- 
Manville Corp., 22 E. 40th St., 
New York 16, announced the 
election, as vice-presidents of the 
corporation, of L. M. Cassidy and 
T. K. Mial. Mr. Cassidy was for- 
merly a vice-president of the 
Johns-Manville Sales Corp. a 
subsidiary, in charge of the 
building materials and general 
department. Mr. Mial also for- 
merly a vice-president in the 
sales corporation was in charge 
of the power products and indus- 
trial department. The announce- 
ment followed the retirement of 
L. R. Hoff, vice-president of 
Johns-Manville Corp. in charge 
of sales. 

In his new capacity, Mr. Cas- 
sidy will direct all sales activities 
of the company. Mr. Mial will 
undertake a new long-range de- 
velopment program for the eom- 
pany, reporting directly to the 
president, Lewis H. Brown. 





GREEK FIRM SEEKS 
AMERICAN LINES 


Condoutzis & Parianos, 4, 
Stavropoulou St., Athens, Greece, 
is seeking to import a number of 
American hardware lines and de- 
sires to secure sole sales agen- 
cies for such lines in that coun- 
try. 

Lines in which the concern is 
interested are hinges and butts, 
bolts and nuts, galvanized wire 





































netting (hexagonal mesh), hard- 
ware cloth, insect screen cloth, 
all kinds and types of tools, fur- 
niture locks, door locks and pad- 
locks. 

MULLINS MAKES 

EXEC. CHANGES 

Mullins Mfg. Corp., Warren, 

Ohio, has announced the appoint- 
ment of Harry M. Heckathorn as 
executive vice-president of the 
corporation and Frank M. Beau- 
regard as operating manager of 
the company’s plants in Warren 
and Salem, Ohio. 





T. B. RAYL’S, DETROIT 
PLANS EXPANSION 


Celebrating its 70th year, T. B. 
Rayl’s has leased the entire 12- 
story building at Griswold and 
State Sts., Detroit, Mich., for 30 
years with a total floor area of 
over 84,000 sq. ft. The firm will 
presently occupy five floors in the 
building, having added an out- 
door floor the past year. Next 
year’s plans include two new 
floors; an entire floor for radios, 
appliances and kitchens and a 
central stock floor to release sell- 
ing space on the lower floors. 
The tentative plans for 1947 are 
for two more floors at that time. 
Last year, also, the firm pur- 
chased the building housing the 
factory supply and industrial ser- 
vices division, a five-story build- 
ing with over 40,000 sq. ft. of 
floor area. 














CORY SALES EXECUTIVE COMMITTEE: Having dis- 
continued delegation of sales management responsibilities to 
any one individual, the duties ordinarily performed by one 
sales manager have been delegated by the Cory Glass Coffee 
Brewer Co., 221 N. La Salle St., Chicago |, to a management 
committee, the Cory Sales Executive Committee. The Cory 
“*S.E.C."", made up of eight men representing all phases of 
management, is headed by J. W. Alsdorf, company president 
and includes the general manager as well as management rep- 
resentatives working in advertising production, and sales. 

All sales policies and programs are brought before the 
S.E.C. and discussed. As new plans are approved, the most 
logical member of the S.E.C. is assigned to the job and given 
full responsibility of following the plan. 

In the photo are members of the S.E.C., reading from left 
to right: N. H. Schlegel, T. R. Chadwick, T. J. Major, H. G 
Blakeslee, W. J. Lynch, J. W. Alsdorf and D. E. Huggard. 
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Men will ask 
for Camillus 











OveR 15,000,000 Camillus knives 
have gone to our Armed Forces... 
traveled all over the world with them 
... opened their C rations . . . fought 
with them... sometimes saved their 
lives. The name Camillus is well 
known to these men... they'll ask 
for it and they'll be as pleased 
with the superior quality of the new 

, Camillus knives as they were with 
those that served them so faith- 
fully on the battlefronts. Profit 
by this natural demand . . . look 
to Camillus for your fine, top- 
quality line. Camillus Cutlery 
Company, New York 17, N.Y. 
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JOINS “UNIVERSAL” 
APPLIANCE DIV. 
B. C. Neece, vice-president in 
charge of sales at Landers, 
Frary & Clark, New Britain, 





CHARLES E. BUCHANAN 


Conn., announces the appoint- 
ment of Charles E. Buchanan of 
Atlanta, Georgia, as sales repre- 
sentative in the major appliance 
division. Recently discharged 
after serving as a major in the 
U. S. Army, Mr. Buchanan was 
formerly connected with the 
Georgia Power Co. In his new 
position Mr. Buchanan will rep- 
resent Landers, Frary & Clark in 
Georgia and Florida. 


MASBACK HDWE. CO. 
SHORTENS NAME 


The Masback Hardware Co., 
Inc., 326-338 Hudson St., New 
York 13, has announced that on 
January 1, 1946, the name of the 
organization was changed to Mas- 
back Incorporated. The com- 
pany, founded in 1875, is one of 
the East’s largest wholesale dis- 
tributors of hardware, house- 
furnishings, electrical appliances, 
cutlery, toys, sporting goods and 
industrial supplies. E. R. Mas- 
back, president, in announcing 
the change said he felt that the 
new name provides a broader 
perspective for plans of future 
development within the organiza- 
tion. 





CHICAGO PLANT 
TO MAKE GUNK 


A new chemical plant has been 
licensed by The Curran Corp., 
chemical engineer, Malden, 
Mass., to process chemically and 
sell its patented “Gunk,” self- 
emulsifying solvents. The new 
plent comprises two modern 
brick and concrete buildings, lo- 
ated on the Belt Railroad in the 
Chicago industrial clearing dis- 
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trict, near the municipal airport. | 
Manager of the new Chicago | 
plant is Charles J. Dempsey; 
chief engineer, John Stanley; 


of the corporation and for its 
American equipment division in 
the mid-Atlantic and adjacent 
territories. 


sales manager, Donald Dempsey.! Robert McNeal Smith has be- 





HEADS MERCHANDISING 
FOR WEED-O-MAT 
John R. Means is administra- 
tion and merchandising manager 
for The Weed-O-Mat Co., 218 
Forest Drive, Falls Church, Va. 


Mr. Means recently a major in| 
the Army Air Forces under the | 
12th Air Force during the North | 


African and Italian campaigns, 


was, prior to his entry in the| 


armed forces, sales promotion 
and sales manager for two com- 
panies operating on a national 
scale. Production manager for 
Weed-O-Mat is H. Cresap Moss 
formerly assistant chief of the 
metallurgical division of the 
Bureau of Mines and a produc- 
tion engineer. 


PITTSBG. SCREW NAMES 
DIST. SALES MGRS. 


The Pittsburgh Screw & Bolt 
Corp., Pittsburgh, Pa., announces 
the appointment of Thomas Toby 
as eastern manager of sales, with 
offices in Philadelphia. Mr. 
Toby, formerly district manager 
of sales in the corporation’s New 
York office, has, for approxi- 
mately three years, been serving 
with a naval bomber squadron, 
and has recently been discharged 
with the rank of lieutenant. 

His new assignment will put 
him in general charge of sales 
activities for the Pittsburgh office 











come district sales manager of 
the corporation’s New York office. 
Mr. Smith has been representing 
the corporation in New York and 
adjacent areas for several years. 
His headquarters are in the In- 
ternational Building, New York 
City. 


HALL IN MINNEAPOLIS 
FOR BENDIX 


H. A. Hall has been appointed 
divisional sales manager for Ben- 
dix Home Appliances, Inc., South 
Bend 24, Ind., with headquarters 
in Minneapolis, according to W. 
F. Linville, sales manager. The 
division includes Wisconsin, Min- 
nesota, Iowa, Nebraska and the 
Dakotas. 

Mr. Hall has been part of the 
Bendix picture almost since its 
inception, having started as a fac- 
tory distributor specialist, train- 
ing dealers and salespeople in the 
southern California territory. He 
also pioneered in electric refrig- 
eration, starting March 1, 1926, 
as a retail salesman for the I. 
K. Stover Co., then Chicago dis- 
tributor of Frigidaire. He ad- 
vanced to district manager. Later, 
Mr. Hall was regional field mer- 
chandiser for Montgomery 
Ward’s west coast stores, han- 
dling all major appliances and 
radio. More recently he was mid- 
west regional manager for Adel 
Precision Products Corp., Bur- 
bank, Calif. 





HEADS PREMIER 
ATLANTIC DIST. 


D. M. Oglesby has been ap- 
pointed Atlanta district sales 
manager of the Premier Vacuum 





D. M. OGLESBY 


Cleaner Division, General Elec- 
tric Co., Cleveland, Ohio. Mr. 
Oglesby comes to Premier after 
five years as office and credit 
manager of the Carroll French 
Co., Atlanta. Previously, he 
maintained his own business, The 
City Tire Company of Atlanta. 

Serving six southeastern states, 
North and South Carolina, 
Georgia, Florida, Alabama, and 
Tennessee, Mr. Oglesby will op- 
erate a Premier service station in 
connection with the sales district 
office in Atlanta, offering both 
parts and service for all vacuum 
cleaners. 











A HUNTING THEY WILL GO: Sales personnel of the Marlin Firearms Co., New Haven, 


Conn., was primed for a busy “hunting season” 
blades, sporting arms, and shave cream) at a recent New 


(hunting increased sales of Marlin razor 
York sales conference. 


Left to 


right, seated are: William Frank, field sales manager; Ed Cramer, New Jersey; Milton Sidney, 
New York office; Roger Kenna, vice-president in charge of sales; Boyd Ingram, field repre- 


sentative, and Charles Stein, New Y 


York office. 


Standing, are: 


Bruce Achenbach, Florida; 


Harold Frank, Connecticut; Leslie Wheeler, Boston; George Duncan, Rhode Island; Julius 
Sigholz, New York City; Roland Risch, New York office; Jesse Beards, Washington, D. C.; 
Armin Romberg, New York; Morton Weiss; Nathan Tobin, northern New England; Paul 
Hedrick; Harry Eppstein, Philadelphia, and J. C. Terry, southern states. 


HARDWARE AGE 
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Here’s good news for paint dealers everywhere! All of 
these time-tested repeat-sellers are again available... 
And that means increased customer good-will and 
greater profits for you. So order an adequate supply of 
each item today, and pass the good word along to all 


of your customers. 


WONDER-PASTE 


A surprisingly effective remover for exteriors and upright 
interior surfaces. Thick and heavy-bodied, it quickly softens 
up the oldest and toughest finish. Eliminates the tiresome 
task of burning with a torch—leaves no raised or charred 
surfaces to be sanded. 


LINGERWETT 


The painter’s favorite for 35 years. This liquid remover re- 
mains wet for hours, therefore a large surface can be coated 
before starting to strip. 


NO-WASH 


A new-comer making a name fast. It’s a powerful remover 
that works equaliy well on any type of finish—yet completely 
eliminates the necessity of a wash-up! 


MAIL COUPON for Information and 
Advertising Material 


W AVAILABLE! 


Fast moving profit makers 
—made to pre-war formulas 





SAF-TE 


Designed especially for those jobs where the utmost precau- 
tions against fire must be taken—hospitals, shipyards, etc. 
It is absolutely non-inflammable, yet is thoroughly effective 
on any finish. Available in drums, five-gallon and one-gallon 
sizes only. 


IMPERIAL Rapid 
BRUSH CLEANER 


A really fast-selling item these days, Imperial is a ready-to- 
use cleaner that leaves the bristles with their original spring 
and liveliness. Dissolves hard-caked paint in jig-time. Im- 
perial is perfectly safe—will not harm brush bristles or the 


~ WIL:BOND 


The modern way to prepare varnished or enameled surfaces 
for refinishing—WITHOUT SANDING! Here’s a real labor- 
saver and profit-maker. Wil-Bond is an amazing new liquid 
that cleans, dulls, and makes glossy surfaces slightly “tacky”— 
all in one operation! Dirt, grease, wax, etc., wipe off cleanly, 
and the new finish bonds perfectly. 


WILSON-IMPERIAL COMPANY 
Dept. H-16, 115 Chestnut St., Newark 5, N. J. 
FON ER NIE PORTA BRIE PE ian lg i 
| WILSON-IMPERIAL CO., Dept. H-16, 115 Chestnut St., Newark 5, N. J. | 
| We ace interested in handling the items checked below. Send information. | 
| (. WONDER-PASTE [jLINGERWETT [) NO-WASH [) SAF-TE | 
| C0 IMPERIAL Rapid BRUSH CLEANER [) WIL-BOND | 


| We handle the items checked below. Send advertising material. 
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This May Be “NEWS” 
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THE FIRST 


ELECTRIC WASHER 
70 BE ADVERTISED OVER 
NBC ANb FIRST over CBS 
RADIO NETWORK 
‘WAsS= 


Made 
AUTOMATIC 


Everybod 
—Only W. 


in Newton, 


Knows the 
HER with the 
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lowa Since 


1908 by 


WASHER COMPANY 


“AUTOMATIC’’! 
DUO-DISC Feature 





HOTPOINT COMPLETES 
COOKING EQUIPMENT 
RECONVERSION 


Full reconversion for peace- 
time output of electric commer- 
cial cooking equipment has been 
announced by Edison General 
Electric (Hotpoint) Appliance 
Co., Chicago, II. 

Many items of this equipment 
were produced without interrup- 
tion during wartime for Army 
and Navy installations, according 
to Grant Call, commercial cook- 
ing equipment manager. The ex- 
panded production included an 
installation group consisting of 
ranges, roasting ovens, broilers, 
large capacity fry kettles and 
bake ovens, and a counter equip- 
ment group made up of fry ket- 
tles, griddles, grills, waffle bakers, 
and food server units; all of 
these being electrically operated 
and automatically controlled. 

Mr. Call said that production 
on items being reintroduced is 
not up to pre-war pace, but with 
no restrictions on the equipment’s 
production and sale, full pre-war 
output will be reached by early 
1946. 


STANDARD HDW. MFG. 
IS IN BRISTOL, PA. 


As announced on page 92 of 
the Jan. 3, 1946, issue of Harp- 
warE AcE The Standard Hard- 
ware Mfg. Co. has acquired the 
manufacture and distribution of 
the commercial refrigeration 
hardware line of hinges and 
catches formerly produced by 
Francis E. Keil & Son, Inc., New 
York, N. Y. The Standard Hard- 
ware Mfg. Co. is located at 
Washington and Canal Sts., Bris- 
tol, Pa., and not in Bristol, 
Conn., as stated. 





E. C. DVORAK 


DVORAK, SALES MGR. 
FOR RITTENHOUSE 


The appointment of E. C. 
Dvorak as sales manager of The 
A.E. Rittenhouse Co., Inc., Hone- 
oye Falls, N. Y., manufacturer of 
electric door chimes, has just 
been announced. 

Mr. Dvorak was for 11 years 
with the General Electric Co., 
Bridgeport, Conn. Since 1939 
Mr. Dvorak has been sales man- 
ager of the General Electric 
range division, Bridgeport. 

In his new association he will 
have general direction of both 
sales and advertising. 


MAJESTIC DIV. MGR. 
FOR SOUTHWEST 


H. A. Barnard has been ap- 
pointed divisional manager for 
the Majestic Radio & Television 
Corp., St. Charles, Ill. He will 
cover the Southwest and will 
make his headquarters in Dallas, 
Tex. 











TWO SONS REJOIN HARVEY D. RUSH: Lieut. Harvey D. 
Rush, Jr., and Maj. John Adams Rush have returned from 
service with the armed forces and are now back with the firm 
of Harvey D. Rush & Sons 4638 Mill Creek St., Kansas City, 
Mo., manufacturers’ agents, calling on wholesale hardware 
and sporting goods concerns in the central states. Capt. 
Phillip D. Rush, now serving with the occupation forces in 
Japan, will return to the firm at an early date. Left to right: 
Lieut. Harvey D. Rush, Jr.; Harvey D. Rush, Sr., senior mem- 
ber of the firm and Maj. John Adams Rush. 
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EXPLANATORY NOTE OF PRICES 

Items 1, 2, 3, 4 and 6 represent Dollars per gross ton (2240 
Ibs.). 

Item 5 represents Dollars per net CWT (formerly quoted 
per gross ton). 

Items 7, 8, 9, 10, 11, 12, 13, 14, 15, 16, 17, 18, 19 and 20 repre- 
sent Dollars per hundred pounds. ; 

Item 21 represents discounts from Price List which would 
need to be consulted. 

For Example: 


lst item, Pig Iron, Basic—Valley, $16.75 per gross ton 
(22i0 Ibs.) Table of 


2nd item, Foundry Pig Iron No. 2—Chicago, $11.00 per 
gross ton (2240 lbs.). 

7th item, Common Iron Bars, Pittsburgh, 95/100 of a 
Dollar (equals 95c.) per 100 lbs. 

9th item, Tank Plates, Pittsburgh, $1.00 per 100 lbs., etc. 











steadily until July, 1917, to points that probably will not be surpassed in this generation. In Nov 

prices were agreed with or fixed by the Government on a majority of these items. The strong 
tinued until the signing of the Armistice. Then there was a “marking time” or gradual easing off un 
when the market began advancing again by leaps and bounds until July, 1920. This was the turning 
greatest inflationary movement we have yet witnessed, which was followed by the Post-War deflation 
early in 1922. Perhaps more remarkable, however, was the steady recession in prices from April, 1923, t 
1929, when production was steadily mounting, together with profits, to record heights. 

The March, 1933, figures represent the period of the culmination of the banking crisis. Those for / 
are the first Steel Code prices under the N.R.A. filed Aug. 29 of that year. The June, 1938, figures reflec 
price cuts announced near the end of that month when the basing point system was broadened by the 
many new market centers, and differentials in price at the various basing points were eliminated or moc 

The 1941, 1942 and 1943 prices marked (*) are based on ceiling prices established by Government Pr 
trator or later by O.P.A. 

In considering this chart the fact should be taken into consideration that the cost of labor is much 
prior to 1914. OLIVER BROTHE 


CC Steadity unit July, 1917 is particularly called to the long price movement starting in April, 191 












































































































































Col. No. 1 2 3 4 5 6 1 8 9 

Item Price Sept. | Sept. 5} Oct. 2 | Oct. 1 | Nov. 1 |Dec. 22) July July | Mar. | J: 
No. Material Based, | 1899 | 1900 | 1902 | 1904 | 1905 | 1908 | i907 | i908 | 1909 | i 
1 | Pig Iron, Basic................Valley 16.75 | 23.00 | 22.00 | 14.50 | 14.95 | 16 
2 | Foundry Pig Iron, No.2......Chicago | 21.00 | 15.50 | 23.00 | 13.60 | 17.75 | 26.60 | 24.50 | 17.50 | 16.50 | 19 

3 | Bessemer Pig Iron.........Pittsburgh | 23.75 | 14.00 | 21.75 | 12.85 | 16.85 | 23.85 | 22.90 | 16.90 | 16.40 | 19 

4 | Steel Billets, Bessemer .... Pittsburgh | 38.00 | 17.50 | 29.00 | 19.60 | 26.00 | 29.50 | 34.00 | 27.00 | 25.00 | 27 

6 | Wire Rods............... Pittsburgh 33.00 | 35.60 | 26.00 | 32.00 | 39.00 | 36.60 | 33.00 | 33.00 | 33 
6 | Heavy Steel Scrap...........Chicago | 16.50] 9.00 | 18.60 | 10.00 | 14.60 | 17.50 | 15.60 | 11.60 | 12.60 | 16 

7 | Common Iron Bars....... -Pittsburgh’a| 1.95| 1.30| 1.80| 1.30] 1.80] 1.80| 1.70| 1.40] 1.40] 1 

8 | Merchant Steel Bars......Pittsburgh | 2.60] 1.10| 1.60| 1.30] 1.60] 1.60| 1.60| 1.40] 1.20] 1 
9 | Tank Plates. ........ .-. Pittsburgh | 2.76 | 1.10] 1.76 | 1.40] 1.76| 1.70] 1.70| 1.60/ 1.30] 1 
10 | Structural Material....... Pittsburgh | 2.25] 1.45] 1.85| 1.40| 1.70| 1.70} 1.70| 1.60] 1.30] 1 
11 | Steel Sheets, No. 24 Black. Pittsburgh | 3.00] 2.75| 2.40] 1.75| 1.90] 2.26| 2.25] 2.16| 2.00] 2. 
42 | Steel Sheets, No. 24 Galv... Pittsburgh _ 2.60] 2.70| 3.10| 3.25] 3.05| 2.75] 3 
13 | Barb Wire—Galv.......... Pittsburgh | 3.25] 2.80] 2.50| 2.05| 2.26| 2.45] 2.45| 2.40| 2.40] 2. 
14 | Wire Nails—Standard.... Pittsburgh | 2.65| 2.20] 1.90| 1.60] 1.80] 2.00| 2.00] 1.95] 1.95| 1 
16 | CutNails................ Pittsburgh | 2.40| 1.95] 2.06] 1.60| 1.65] 2.06| 2.05| 1.75| 1.80| 1 
16 | Copper, Ingot............. New York | 18.60 | 16.75 | 11.65 | 12.75 | 16.62%| 23.00 | 21.00 | 12.874] 13.00 | 13. 
17 | Spelter—Zinc.............. St.Louis | 5.36] 4.024 5.25| 5.00| 6.10| 6.55| 6.80] 4.36] 4.65| 6. 
18 | Lead—Pigs................ St.Louis | 4.50| 4.324] 4.10] 4.20| 5.25| 6.15] 6.00] 4.40| 3.824 4. 
19 | Tin—Pigs................New York | 32.00 | 30.75 | 26.00 | 27.86 | 32.60 | 42.70 | 40.25 | 27.20 | 28.66 | 32. 
90 | Tin Plate.................Pittsburgh | 4.65| 4.65] 4.00| 3.30| 3.45| 3.90| 3.90| 3.70] 3.45] 3. 
21 | Stecl Pipe................ Pittsburgh 10% | 67% | 784% 79% | 76% | 72% | 74% | 79% | 78 




















Table of Market values from September, 1899, to December 31, 1945, o 


materials entering into the manufacture of a great variety of ha 


arting in April, 1915, advancing 
generation. In November, 1917, 
tems. The strong market con- 
adual easing off until late 1919, 
is was the turning point of the 
Post-War deflation culminating 
s from April, 1923, to September, 
Ss. 
crisis. Those for August, 1933, 
>, 1938, figures reflect the drastic 
as broadened by the addition of 
e eliminated or modified. 

by Government Price Adminis- 


st of labor is much greater than 
ILIVER BROTHERS, INC. 










Hardware A 


100 East 42nd Street, New York City 17, N. Y. 


DITOR’S NOTE:—We again submit the revised TABLE OF MARK 

by Oliver Brothers, Inc., with offices at New York and Chicago, who a 

the most reliable sources of price information in America. Requests have 
the world for additional copies of the previous issues of this Chart, which 
value and importance of the information herein contained. 
We believe that the work involved in compilation and the value of th 


would justify this Table being made a permanent record of your office. 


We again express to Oliver Brothers, Inc., our appreciation of their cou 
Chart, and which we recognize as a service rendered the trade by their orga 





































































































































































































































































































8 2 0 1 2 23 6 6 126 17 18 19 2 1 2 of @ 2 2% 29 
July | Mar. | Jan. | Jan.1| Jan. | Aug. | April | Mar. | ThePesk |Gevernment| May |Mar. 21) nec | Apri | Sept. | Jan. | Sept. | Dec. | April 
i908 | 1909 | i910 | 1912 | i913 | 1914 | 1915 | 1917 | July | Asreed | 3918 |, 1919 | i919 | 1920 | 1920 | igai | 1922 | 1922 | 1023 
1917 | Nev. 19174 @ Note 
14.50 | 14.95 | 16.88 | 12.37 | 16.45 | 13.00 |-12.50 | 32.00 [Hib $49 33.00 | 32.00 | 25.75 | 34.30 | 42.17 | 48.50 | 30.00 | 91.12 | 24.90 | 31.00 | 20. 
17.50 | 16.50 | 19.00 | 14.00 | 18.48 | 14.44 | 13.50 | 35.65 |, Hish® | 33.50 | 33.60 | 27.25 | 37.30 | 43.60 | 46.75 | 33.16 | 32.934) 28.41 | 32.61 | 21. 
16.90 | 16.40 | 19.90 | 15.15 | 18.15 | 14.90 | 14.55 | 97.65 |! 5695] 37.95 | 36.16 | 27.95 | 36.30 | 43.60 | 50.46 | 33.96 | 35.32 | 29.95 | 32.77 | 22. 
27.00 | 25.00 | 27.00 | 19.60 | 28.40 | 20.17 | 19.50 | 70.00 |, Hich& [4s4&! 47.50) 47-58 | 38. 50 | 38.601] 60.00 | 60.00 | 43.60 | 39.55 | 36.66 | 46.71 | 37. 
33.00 | 33.00 | 33.00 | 24.50 | 30.00 | 25.26 | 25.00 | 80.00 |, Hich& | 57.00 | 57.00 | 52.00 | 52.001] 3595 | fro | 57-00 | 46.69 | 46.25 50.00 | 46. 
11.50 | 12.60 | 16.60 | 10.60 | 12.75 | 9.75| 9.15 | 24.26 | 35.50 | 28.50 | 28.76 | 16.05 | 21.65 | 23.76 | 24.81 | 16.13 | 17.39 | 17.44 | 22.38 | 16.1 
1.40} 1.40] 1.70| 1.25] 1.65] 1.25| 1.20] 3.60 |i 525) 3.50] 3.60] 2.35] 3.45] 4.05] 4.60| 2.81| 2.38] 2.474 2.064 2.¢ 
1.40| 1.20/ 1.48| 1.15] 1.40] 1.18] 1.20] 3.26], Miba | 2.90] 2.90] 2.35] 2.361] 235 | 235 | 2.35] 2.08/ 2.00] 2.674 2. 
1.60] 1.90] 1.55] 1.15] 1.60] 1.18] 1.20] 4.35 file em} 3.25] 3.25] 2.65] 2.65] 34 | 285 | 2.65/ 2.21] 2.00] 2.60] 1.1 
1.60| 1.30| 1.65{ 1.26] 1.60| 1.18] 1.20] 3.60], Miha | 3.00] 3.00| 2.45] 2.461 245 | 24 | 2.45) 2.124 2.00] 2.47y 2. 
2.16 | 2.00] 2.10] 1.65] 2.07] 1.63| 1.55] 4.65 [ite $7 4.75] 4.75| 4.10] 4.10%] $1 | $4] 4.35] 3.26] 3.10] 3.73] 3.1 
3.05] 2.76] 3.00] 2.40] 2.07] 2.27] 2.90| 6.60 |Hwb ies] 5.75 | 5.75] 6.20] 6.20 $2 | $2e,| 6.20| 4.01] 3.85] 4.e24 4. 
2.40| 2.40] 2.15] 1.86] 2.15] 1.95] 2.15] 4.05], Hiba | 4.00] 4.35] 4.10] 4.10] f | te | 4.10] 3.21| 3.35] 3.80] 3. 
1.95} 1.95] 1.85] 1.55] 1.76] 1.55] 1.65 [Aco $o/]High& Ave) § 3.60] 3.60) 3.26] 3.251] 325 | 328 | 3.25] 2.65] 2.70/ 3.004 2. 
1.75 | 1.80] 1.80] 1.60] 1.70] 1.56] 1.66] 3.60], Hehe | 4.35] 4.00] 4.25] 6.70] 6.85] 6.86] 5.01| 2.90] 3.00] 3.265| 2.9 
12.874] 13.00 | 13.93 | 14.26 | 16.90 | 12.68 | 17.10 | 35.75 | 28.90] 28.60 | 23.60 | 15.01 | 18.48 | 18.64 | 18.06 | 12.85 | 14.21 | 14.46 | 17.16 | 13.0 
4.35 | 4.65| 6.00| 6.10| 7.05| 6.46 | 11.25| 10.65| 8.65] 7.95] 7.14] 6.20| 8.39| 8.25| 7.75| 5.44| 6.69| 7.13| 7.35| 6.6 
4.40| 3.824 4.60| 4.46] 4.20| 3.74| 4.11| 9.63] 10.65] 6.25| 6.70] 6.00| 6.89/ 8.70| 8.25| 4.78] 6.89] 6.98| 8.06| 8.0 
27.20 | 28.65 | 32.74 | 44.60 | 60.46 |Hith $50) 47 98 | 54.36 | 62.60] Nomi | HME | 67.00 | 54.81 | 62.20 | 44.65 | 35.94 | 32.44 | 37.70 | 45.93 | 49. 
3.70 | $.45| 3.60] 3.40| 3.60] 3.50] 3.20| 8.00} ‘$88 7.75 | 7.76 | 7.00| 7.00t 72 | 288 | 7.00 4.76 | 4.75 | 6.74 
4% | 19% | 78% | 81% | 80% | 80% | 80% | 60% | 42% | 1% | 51% | 5734% 734% “HE | HR | e747 68% | 68% | 63% 
ae ; - a = wv ss ww @ ”".6lUBlCttCtti(itiaKk (tit COSOttiéi<i t« 
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Sept. | Dec. i . Sept. | Sept. | Sept. 
1922 | 1922 1926 | 1927 | 1928 


19.26 | 17.11 | 17.00 


32.934) 28.41 21.25 | 20.11 | 18.50 
35.32 | 29. ’ .00 | 19.26 
39.55 | 36. ’ 33.00 
6.59 | 46.25 | 50. .00 | 42.00 
17.39 | 17. ' 13.50 
’ 1.75 

1.90 

1.90 

1.90 

3.00| 2.65 

3.85 | 3.40 

3.20] 3.25 

2.50 | 2.55 

2.90| 3. 80] 2.80] 2.80| 2.70 


as 


3.20 
2.45 
2.70 


14.21 . ‘ . ‘ ‘ 14.187] 13.05 | 14.95 | 18.03 


6.59] 7. 64] 7. 7.423] 6.22| 6.25 
5.89] 6. ’ ' .37| 8.622] 6.05| 6.29 


6.78 
6.69 


Mar. | Aug. July | June 
1933 | 1933 | i937 | 193% 
13.50 | 17.00 

15.50 

15.00 

26.00 

35.00 

5.00 

1.50 

1.60 

1.60 

1.60 

2.00| 2.25 

2.60] 2.86] 3.80| 3.50 
2.35 | 2.60| 3.40] 3.20 


1.86 | 2.10| 2.75 | 2.46 


2.50} 2.66] 3.50] 3.50 
5.25%) 9.00} 14.00] 9.00 


2.99%:0, 4.90%) 6.75 | 4.50 


2 — 


3.02% 0 4.50] 5.86 | 4.60 


32.44 | 37.70 | 45.93 | 49.12 58.07. 68.923) 61.49 | 48.07 | 46.38 | 24.344) 44.737,.) 56.62%) 43.00 


5.50| 5.60] 65.26 


5.25 


4.26] 4.65| 5.35| 6.35 


62% | 62% | 62% | 62% | 71% | 674% 644%] 6849 
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& OTE: Prices under the heading “March 21, 1919,” and those marked by dagger (7), represent 
the Steel Corporation’s prices (to which they adhered strictly) and which prior to N.R.A. were 
customarily followed by the Independent mills. From Jan., 1920, to Jan., 1921, in some instances, two 
sets of prices are shown on the chart because of the two markets prevailing on certain steel items. 
In such instances the upper price in each individual box indicates the one adopted by the U. S. 
Steel Corporation and the lower price indicates figures that were secured in the open market. These 
two markets were caused by the Steel Corporation maintaining the prices suggested in Washing- 
ton in March, 1919, while the outside market was regulated to a considerable extent by the law of 
supply and demand. This dual price market ceased to exist in November and December, 1920, as 
demand had fallen off. 










































































































































































x 35 36 37 38 39 40 41 42 43 44 45 

Aug. | July | June | June | June | Dec. | Sept. | Sept. | Sept. |Dec.31} N.B. | N.B. Price Item 
1933 | 1987 | 1938 | 1939 | 1940 | 1941 | 1942 | 1943 | 1944 | 1945 | ‘grest | Highest Material Based, | No. 

iso? | 1897 F.O.B. 

17.00 | 93.50 | 19.50 | 20.60 | 22.60 | 23.50% 23.50*| 23.60%) 23.60% 25.26%| 4a. 1904 | July 1917) pig Iron, Basic................ Valley 1 
17.50 | 24.00 | 20.00 | 21.00 | 23.00 | 24.00% 24.00*) 24.00*) 24.00%) 25.75*| Des» )m07 | Jey 0817) Foundry Pig Iron, No. 2...... Chicago 2 
18.00 | 24.50 | 20.50 | 21.60 | 23.50 | 24.50% 24.50*| 24.60*| 24.50% 26.25%) Der {897 | Jeb 0917) Bessemer Pig Iron......... Pittsburgh 3 
26.00 | 37.00 | 34.00 | 34.00 | 34.00 | 34.00% 34.00%] 34.00%] 34.00%] 36.00 | Des, 187 | July, 1917) Steel Billets, Bessemer . . .. Pittsburgh 4 
35.00 | 47.00 | 43.00 | 43.00 | 2.00} 2.00% 2.00% 2.00%} 2.00%) 2.15%) Ney. 3998) July. tsl7/ Wire Rods............... Pittsburgh 5 
10.00 | 15.60 | 10.60 | 13.26 | 17.60 | 19.76% 19.76°| 18.75% 18.75*| 18.75*| 4"t,19% | Jone, 1917/ Heavy Steel Scrap........... Chicago | 6 
1.60] 2.45} 2.45] 2.16] 2.25] 2.26% 2.25%) 2.25°7iSina'| 2.15%) Dero 1897) July.1917) Common Iron Bars........ Pittsburgh a| 7 
1.60] 2.45] 2.26] 2.16] 2.10] 2.15% 2.16%) 2.15%] 2.16%) 2.26%) Dero 187) July 0917) Merchant Steel Bars... .. . Pittsburgh 8 
1.60] 2.45] 2.10] 2.10] 2.10] 2.10% 2.10% 2.10% 2.10%] 2.25%) Pou,t807| Jey. i917) Tank Plates.............. Pittsburgh 9 
1.60] 2.45] 2.10] 2.10] 2.10] 2.10% 2.10% 2.10% 2.10% 2.10*| Pec287| Jely.917) Structural Material........ Pittsburgh | 10 
2.25 | 3.16] 3.05] 3.06] 3.00] 3.00% 3.00% 3.00% 3.00% 3.10*| M1915} Jel. 1917) Steel Sheets, No. 24 Black..Pittsburgh | 11 
2.85] 3.80] 3.50} 3.50] 3.60] 3.50% 3.50*] 3.50%] 3.60% 3.70% *y,19!* | Ju. 2017] Steel Sheets, No. 24Galv... Pittsburgh | 12 
2.60} 3.40| 3.20| 3.10| 3.40] 3.40% 3.40% 3.40% 3.40% 3.50% Dec,J97| Jeb 1917 Barb Wire—Galv.......... Pittsburgh | 13 
2.10] 2.75] 2.45| 2.26] 2.40| 2.40% 2.40% 2.40% 2.40% 2.76*| Dec.1897| Jon.1920) Wire Nails—Standard.....Pittsburgh | 14 
2.65| 3.50| 3.50] 3.50] 3.85] 3.85% 3.86% 3.85% 3.85% 3.86*| 7,192 | Api.i920) Cut Nails................ Pittsburgh | 165 
9.00 | 14.00 | 9.00 | 10.00 | 11.60 | 12.00*/ 12.00%] 12.00% 12.00%] 12.00*| Feh,1953 | Mar.i917) Copper, Ingot............. New York | 16 
1.90) 6.75] 4.50] 4.89] 6.24] 8.25% 8.25% 8.26% 8.25%) 8.25%] Maz, t9% | June 015) Speiter—Zinc.............. St.Louis | 17- 
4.50] 6.85| 4.60] 4.86| 4.85] 5.70% 6.35%] 6.36% 6.36%) 6.35%) 7™},J9% | June t9I7) Tead—Pigs................ St.Louis | 18 
}.73h:o] 56.62%] 43.00 | 48.90 | 54.57 | 52.00%) 52.00%) 52.00%) 62.00% 52.00%) Pec: 897 | Muy, tel8) Tin pigs... 2s... New York | 19 
4.65| 5.36| 5.35| 6.00] 5.00| 5.00% 6.00% 6.00% 5.00% 6.00%] Ney,!88| July 1917) Tin Piate...............0. Pittsburgh | 20 
734%| 6414%| 6834%| 6834%| 6834%|6834% *16834% "16814% */6814%*|6834%"| Sze? | Mba?!" | Steel Pipe................ Pittsburgh | 21 





























« 35 36 37 38 39 40 41 42 43 44 45 
A Terre Haute, Ind., new basing point for Common Iron Bars. * Denotes ceiling prices. 














. Washer-Ironer Group Plans 
Intensive Promotion in 1946 


Progress on many fronts in its 
return to civilian selling was re- 
vealed on January 9 when the 
American Washer and _Ironer 
Manufacturers’ Association, 141 
W. Jackson Blvd., Chicago, held 
its annual meeting in that city. 

Immediate steps will be taken 
to publish a Laundering Manual 
for free distribution to high 
schools, colleges and all other 
institutions conducting classes in 
home economics, W. Neal Gal- 
lagher, president and general 
manager, Automatic Washer Co., 
Newton, Iowa, chairman of the 
advertising and market research 
committee, announced. The 
manual has been prepared by 
William Shaw, who serves the 
association in the public rela- 
tions and publicity fields, in con- 
sultation with educational institu- 
tion home economics authorities 
throughout the country. Mr. 
Gallagher also announced that 
the committee’s recommendation 
for expansion of the association’s 
promotion program had been ap- 
proved by the executive com- 
mittee. 

Manufacturers will be enabled 
to study the performance of their 
washers by comparison with the 
results obtained in using a com- 
parator washer, a special model 
which will serve as the base-line 
for all tests. The entire standard 
washing machine efficiency test 
procedure was perfected by a 
committee of industry experts 
headed by P. E. Geldhof, chief 
engineer of the Nineteen Hun- 
dred Corporation. 

Group insurance and hospitali- 





zation, retirement and plant 
safety programs as practiced by 
the various manufacturers will be 
studied and the methods reported 
generally throughout the Associa- 
tion for the common information 
and benefit of the members, E. C. 
Buchanan, vice-president, Apex 
Rotarex Corporation, Cleveland, 
chairman of the industrial rela- 
tions committee, reported. 

Plans for related demonstration 
and selling of ironers and dryers, 
and for the promotion of. the 
fully-equipped home laundry, 
were announced by I. N. Merritt, 
vice-president and general mana- 
ger, Conlon Corp., Chicago, re- 
porting for A. E. Askerberg, 
president, Horton Mfg. Co., Fort 
Wayne, Ind., chairman of the 
ironer and dryer committee. 
Methods for closer integration 
between the industry’s suppliers 
and its manufacturers were dis- 
cussed by Carl Huff, Bliss & 
Laughlin, Inc., Harvey, Il., chair- 
man of the associates committee. 
John M. Wicht, vice-president, 
Blackstone Corp., Jamestown, N. 
Y., in a special report on realty 
mortgage financing of laundering 
equipment installations, declared 
that on the basis of a Crossley 
survey for Architectural Forum 
the equipment potential for plan- 
ned home laundry rooms totals 
660 million dollars. Thirty-eight 
states have approved the inclu- 
sion of equipment in the mort- 
gage in some form or other, and 
one large life insurance company 
will finance all types of washers, 
ironers and dryers without FHA 
insurance, he declared. 


COMMITTEE CHAIRMEN GET TOGETHER: Left to right, 


front row: W. Neal Gallagher, Automatic Washer Co., 


New- 


ton, lowa, advertising and market research; P. E. Geldhof, 
Nineteen Hundred Corp., St. Joseph, Mich., engineering and 
research; John M. Wicht, Blackstone Corp., Jamestown, N. Y., 
laundry equipment and realty mortgages. Rear row: 


Buchanan, 
relations; R. 


Apex Rotarex Corp., Cleveland, Ohio, industrial 
H. Thompson (acting) Maytag Co., Newton, 


lowa, trafic; W. H. Reeve, Easy Washing Machine Corp., 
Syracuse, N. Y., international markets; B. J. Hank, Conlon 
Corp., Chicago, IIl., OPA industry and advisory, finance; I. N. 
Merritt, (acting) Conlon Corp., ironers and dryers. 
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An appeal will be made to the 
administrator of the OPA on the 
representation that the factory 
price increase allowed the home 
laundering equipment industry is 
so small that it is penalizing the 
full manufacturing of washers 
and ironers, “so badly needed by 
millions of American homes.” 

The manufacturers declare they 
are operating at substantial losses 
and are in distress. 

Three new manufacturers of 
household washers and one maker 
of ironers were elected associa- 
tion members. They are the F. 
L. Jacobs Co., and the National 
Electric Manufacturing Co., De- 
troit and the Excel Foundry and 
Machine Co., New York, washers, 
and the Armstrong Products 
Corp., Huntington, W. Va., iron- 
ers. 

Louis C. Upton, Nineteen Hun- 
dred Corp., St. Joseph, Mich., 
was reelected president of the 
association. Others elected: vice- 
presidents, Walter K. Voss, Voss 
Bros. Mfg. Co., Davenport, Iowa; 
H. A. Bumby, Barlow & Seelig 
Mfg. .Co., Ripon, Wis. and 
Richard J. Simmons, Birtman 
Electric Co., Chicago; treasurer, 
Mr. Hank; executive committee, 
Oscar A. Lenna, Blackstone 
Corp., Jamestown, N. Y.; J. C. 
Nelson, Easy Washing Machine 
Corp., Syracuse, N. Y.; H. Ac 
Sperlich, Ironrite Ironer Co., De- 
troit; Roy A. Bradt, Maytag Com- 
pany, Newton, Iowa; . George 
astner, Beam Mfg. Co., Webster 
City, Iowa; Judson S. Sayre, 
Bendix Home Appliances, Inc., 
South Bend, Ind., and Mr. Upton. 


OLD GUARD DINNER 
PLANNED FOR MAR. 12 


The Old Guard of the Southern 
Hardware Jobbers Association 
will hold a dinner during the 
triple hardware convention of the 
American Hardware Manufactur- 
ers Association, National Whole- 
sale Hardware Association and 
Southern Hardware Jobbers As- 
sociation—Tuesday evening, 
March 12, 6:30 p.m., at the Hotel 
Brighton. Gardner Lipscomb of 
Cavert & Lipscomb, Dallas, Tex., 
is chairman of the Old Guard 


dinner. 


KOPP NOW SALES AIDE 
FOR SAWHILL MFG. 


Richard L. Kopp has been 
named assistant manager, sales 
division, The Sawhill Mfg. Co., 
Sharon, Pa. Mr. Kopp has been 
associated with the sales division 
at Sawhill since 1943 and was 
previously affiliated with the pipe 
sales division of Republic Steel 
Corp. in Cleveland and Youngs- 
town. 





SVENSK IN CORBIN 
NEW YORK SALES 


Eric N. Svensk has been ap- 
pointed sales representative for 
the Corbin Cabinet Lock Div., 
The American Hardware Corp., 


ERIC N. SVENSK 


manufacturer of lock and hard- 
ware, New Britain, Conn. Mr. 
Svensk will make his headquar- 
ters at the Corbin Cabinet Lock 
New York office, at 96 Lafayette 
St., and will cover territory in- 
cluding New York City and part 
of New Jersey. Previous to com- 
ing with the Corbin Cabinet 
Lock Division, Mr. Svensk served 
as an engineer with the W. S. 
Rockwell Co., New York City, 
and as superintendent for the A. 
F. Holden Co., metallurgical en- 
gineer in New Haven, Conn. 


RIVAL MFG. HIRES 
WAR HERO AFTER 
LONG DISTANCE CALL 


Former Lieut. Emmett Bur- 
rows is now employed by The 
Rival Mfg. Co., Kansas City, Mo., 
household appliance manufac- 
turers, as the result of a long 
distance ‘phone call to H. J. 
Talge, an official of the company. 
Mr. Burrows, 27 years of age and 
a discharged armored infantry 
officer from New York was one 
of the first across the Rhine River 
Remagen bridge last March. Un- 
able to find employment at a 
living wage, in New York, his 
story was told by newspapers all 
over the country. The offer to 
employ the former lieutenant was 
publicized and the young veteran 
*phoned to Kansas City, from a 
pay ’phone near his home in New 
York. 

At Rival’s expense arrange- 
ments were made for Emmett 
Burrows to go to Kansas City for 
sales training after which he will 
return to the East Coast in sa 
sales capacity. 
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YOUR CUSTOMERS GET 


DOUBLE SERVICE 


from EVERY INCH of 


R-V-LITE 


7bll-Purpose WINDOW MATERIAL 


Because R-V-LITE is 

DOUBLE-LAMINATED on 
DOUBLE STRAND MESH 
for Double Strength 
and Double Life 


Free Dispensing Display Unit 
and Other Dealer Helps 
R-V-LITE repeat sale quality, R-V-LITE 
magazine and radio advertising, plus 


many powerful sales helps for your store, 
make it easy for you to sell R-V-LITE. 













Order from 
Your Jobber 


ARVEY CORPORATION 


Exclusive Manufacturers of R-V-LITE 


3470 N. KIMBALL AVENUE CHICAGO 18, ILL. 












| General Mills Widens 
Territorial Managers Named 


Roscoe E. Imhoff, department 
manager, Home Appliance De- 


partment, General Mills, Inc., 400 





| ARTHUR SELLERS 


S. Fourth St., Minneapolis 15, 
Minn., has announced several ap- 
pointments to territorial sales dis- 
tricts. 

Arthur W. Seliers has been 
named middle Atlantic district 
manager with headquarters at 
1317 F St., Washington, D. C. 
He was previously a merchan- 
diser of electrical equipment for 
the General Cable Corp. 

Earl D. Sargent has been 
named manager of the east north 
central district with headquar- 
ters in the Stephenson Bldg., De- 
troit, Mich. Mr. Sargent was 
formerly merchandising super- 
visor for General Mills’ grocery 
products in Detroit. 

Lloyd Hocraffer becomes man- 
| ager of the west north central 
district. He was former special 
methods and production engineer 
fpr the company’s mechanical di- 
vision. Previous to joining Gen- 
| eral Mills, he was district repre- 











EARL SARGENT 


Sales Scope; 


sentative for the appliance and 
merchandising departments of 
G-E for two years. Mr. Hocraf- 
fer’s headquarters will be in Gen- 
eral Mills’ Home Appliance De- 
partment offices at the mechani- 
cal division plant in northeast 
Minneapolis. 











LLOYD HOCRAFFER 


D. H. Sluman & Co., owned 
and managed by Donald H. Slu- 
man, has been named manufac- 
turer’s representative for the 
Rocky Mountain district. The 





DON SLUMAN 


Sluman organization offices are 
located at 7700 W. 13th Ave., 
Denver, Colo. 


SWISS FILE APPOINTS 
FACTORY REP. 


C. Fred Watkins has been ap- 
pointed factory representative for 
the American Swiss File & Tool 
Co., Elizabeth, N. J. Mr. Wat- 
kins has recently been released 
from the army in which he served 
for four years as infantry captain. 
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WILSON F. BARNES 


N. Y. WIRE CLOTH 
REELECTS OFFICERS 
—JONES HEADS SALES 


The New York Wire Cloth Co., 
500 Fifth Ave., New York 18, re- 
cently reelected officers. L. D. 





STUART M. JONES 


Root is president-treasurer; W. 
F, Barnes and R. P. Turner are 
vice-presidents; W. S. Cranmer 
is secretary, and R. B. Wallace is 
assistant secretary. 

Stuart M. Jones has been ap- 
pointed sales manager and R. P. 
Turner, Jr., is now plant man- 
ager. 


FAIRMONT COMPLETES 
RECONVERSION 


The Fairmont Tool & Forging 
Co., 10611 Quincy Ave., Cleve- 


land 6, Ohio, has in its reconver- 


sion program completed marked 
improvements affecting products, 
methods, management and per- 
sonnel. New equipment and ma- 
chinery design is being installed 
to add volume and quality to the 
company’s products. 

J. E. Funk, formerly president 
and general manager of Henry 
& Wright Mfg. Co., Hartford, 
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Conn., has been made general 
sales manager. Ernest Spuhler, 
formerly assistant sales manager 
has been made general sales 
manager, and Leo V. Anthony 
has been made assistant sales 
manager. The inspection divi- 
sion has been made responsible 
to the sales department. 





PRATT & LAMBERT 
PROMOTES WILKINSON 


Pratt & Lambert, Inc., Buffalo, 
N. Y., paint and varnish makers, 
| announces the appointment, ef- 
fective immediately, of Burton F. 
Wilkinson, as assistant to R. W. 
Lindsay, vice-president and gen- 
eral sales manager of the com- 
pany. 

Mr. Wilkinson began his busi- 
ness career with Pratt & Lambert, 
Inc., as a salesman in the central 
sales division, Buffalo, in Feb- 
ruary, 1938. In July, 1941, he 
was transferred to the architec- 
tural service department of the 
division, and in December, 1942, 
was made priorities manager, 
purchasing department, which 
position he now leaves to devote 
his time to the development of 
the company’s trade sales. 








FORECAST 3,400,000 
VACUUM CLEANERS 


More than 3,400,000 new vacuum 
cleaners can be made and sold 
this year, or double the last pre- 
war year record, if sufficient la- 
bor and materials are available 
and providing manufacturers pro- 
duce and aggressively promote 
the kind of home cleaning equip- 
ment the public wants, George T. 
Stevens, vice-president and man- 
ager of the Eureka division, 
Eureka Vacuum Cleaner Co., De- 
troit 2, Mich., remarked before 
the company’s national meeting 
of distributors and field represen- 
tatives. 


THROCKMORTON ADDS 
TO SALES FORCE 
Barron K. Throckmorton & Co., 
17 E. 42nd St., New York City 
17, sales organization, has added 
Robert L. Schoelle and Joseph G. 
Linington to its sales force. 





TAPE LINE RENAMED 


International Plastic Corp., 
Morristown, N. J., announces the 
adoption of “Taypit” as the new 
name for its retail consumer line 
of self-sealing transparent, col- 
ored and decorative tapes for 
office and household uses and for 
gift wrapping. The line of tapes 
for industrial and commercial ap- 
plications will continue to be 
sold under the name of “Filmo- 
nize.” 
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RUBBERMAID 
SiN N-DURENE 










STOVE TOP MAT 


IT LASTS 4 TO 5 TIMES LONGER 


has a 


@ There’s nice 


Houseware 


business 
waiting for you in Rub- 
bermaid N-Durene 
it 


sales story behind 


it that housewives will spark to. 
N-Durene, the tough synthetic rubber developed 


by Wooster, outlasts natural rubber 4 to 5 


times. 


It’s more resistant to soap, grease, heat and water. 
These are important sales advantages that mean 


a profitable turnover for you. 


Rubbermaid N-Durene Houseware is a complete 


line of rubber household 
accessories, beautifully de- 
signed in popular colors 
women prefer. 

Order now and benefit from 
our constant national adver- 
tising to back up your sales 
efforts. 


Cubbeunatio 


N-DURENE HOUSEWARE 


Bathtub mats, shower mats, toilet top trays, stove top mats, drainboard 
mats, sink strainers, dish drainer baskets, plate and bowl scrapers. 





¥ 


THE WOOSTER RUBBER COMPANY 


WOOSTER .- 


OHIO 
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Stove Convention Views Sales | 


Prospects With Enthasiasm 


At the 13th annual convention 
of the Institute of Cooking and 
Heating Appliance Manufactur- 
ers, Washington, D. C., held Dec. 
1945 


3-5, at the Netherland 





HENRY H. MORSE 


Plaza Hotel, Cincinnati, Ohio, a 
stimulating business appraisal 
was made by John J. Rowe, lead- 
ing Cincinnati banker. Mr. Rowe, 
in delivering the keynote conven- 
tion address remarked: 
“Business cycles are pretty 
much measured by the volume of 
private debt. One of the favor- 





| ference between those companies 
|which continue 


picture such as the end of the| 
war itself; improvements that 
often result from catastrophies; 
accumulated savings in the coun- 
try; foreign trade prospects and 
the need for replacements in 
equipment worn out during the 
war, and contrasted these with 
some unfavorable factors that are 
present. 

Another speaker, Sheldon Cole- 
man, executive vice-president 
The Coleman Co., Inc., Wichita, 
Kan., talked informally of the 
challenge which the stove indus- 
try faces when increased produc- 
tive capacity will make it pos- 
sible to produce several times as 
many stoves as were ever pro- 
duced in a pre-war year. But, he 
warned, when demand fails to 
keep pace with the increases in 
productive capacity there will be | 
a major and sudden change in | 
selling psychology and the stove | 
industry will run into a period | 
of the keenest competition it has | 
ever seen. 

“Then the people who do not 
have good sales and distribution 
programs will find that they have 
small chance to continue in 
profitable production. The dif- 





to boom and 





Lansing, Mich.; Sheldon Cole- 
man, executive vice-president, 
The Coleman Co., Inc., Wichita, 
Kan.; Alden P. Chester, presi- 
dent, Globe American Corp., Ko- 
komo, Ind., and Foskett Brown, 
president, Gray and Dudley Co., 
Nashville, Tenn.; secretary-trea- 
surer, Neil H. Cargile, president 





SAMUEL DUNCKEL 


Allen Mfg. Co., Nashville, Tenn. 
Samuel Dunckel continues as 
managing director. 

Trustees for the Atlantic sea- 
board group of states are: Henry 
H. Morse and W. B. Ruthart, 
manager, Keeley Stove Co., Co- 
lumbia, Pa.; alternates, Walker 
Leach, treasurer, Glenwood 


| those which will slip and per- 
| haps fade out of the picture, is 
| that the former group considered 






Range Co., Taunton, Mass. and 
J. Warren Slattery, president, J. 


able factors in our present pic- 
ture is that private debts in thie 


country have gone down steadily 
since 1932, accompanied of 
course by a mounting public 
debt. We are just at the start 
of an upward business cycle and 
we have a long period, or should 
have, in which to learn how to 
avoid future depressions.” 

Mr. Rowe also reviewed the 
favorable factors in the business 


the distribution problem impor- 
tant whereas the latter just 
trusted to luck.” 

Officers elected for the Insti- 
tute were: president, (reelected) 
Henry H. Morse, vice-president, 
Florence Stove Co., Gardner, 
Mass.; vice-presidents, M. F. 
Cotes, vice-president, Duo-Therm 
Division, Motor Wheel Corp., 





B. Slattery & Brother, {nc., 
Brookiyn, N. Y. 

Trustees for the southern states 
are: C. Ackerson, vice-president, 
Agricola Furnace Co., Gadsden, 
Ala.; Foskett Brown, R. B. Hurt, 
vice-president, Hardwick Stove 
Co., Cleveland, Tenn.; Bolling 
Jones, Jr., president, Atlanta 





Stove Works, Inc., Atlanta, Ga.; 





alternates, Jennings B. Gordon, 
president, Southern Co-Operative 
Foundry Co., Rome, Ga.; Neil H. 
Cargile, president, Allen Mfg. 
Co., Inc., Nashville, Tenn., J. L. 
Raulston, general manager, 
United States Stove Co., So. 
Pittsburg, Tenn., and L. H. Cald- 
well, president, Tennessee Stove 
Works, Chattanooga, Tenn. 

For the mid-central group of 
states, trustees are: Alden P. 
Chester; M. F. Cotes; Albert M. 
Kahn, vice-president, Estate 
Stove Co., Hamilton, Ohio; John 
E. Russell, president, Majestic 
Mfg. Co., St. Louis, Mo.; alter- 
nates, A. T. Atwell, president, 
Quaker Mfg. Co., Chicago, I11.; 
A. L. Blakeslee, president, Kala- 
mazoo Stove & Furnace Co., 
Kalamazoo, Mich.; Alan P. Tap- 
pan, president, Tappan Stove Co., 
Mansfield, Ohio, and Sheldon 
Coleman. 

Trustee for the Pacific Coast 
states is E. M. Mackey, presi- 
dent, Washington Stove Works, 
Everett, Wash., and alternate, 
Clarence Miller, president, Kres- 
ky Mfg. Co., Petaluma, Calif. 





MERCHANTS SPONSOR 
VET JOB PROGRAM 


Merchants throughout the 
country, concerned about the fu- 
ture welfare of veterans desiring 
to enter the retail field, are sup- 
porting the Retailer Veteran 
Community Program, according 
to the American Retail Federa- 
tion, Washington 6, D. C., which 
is sponsoring the program. In- 
terest has been so wide-spread 
that the Federation has an- 
nounced publication of a 16-page 
booklet which contains an or- 
ganizational chart and outlines 
the program as it is now in op- 
eration in localities throughout 
the nation. 











SERVICE WATCHES: Members of the Twenty-Year Club composed of veterans of the Animal Trap Co. of America, 
Lititz, Pa., recently held a dinner meeting at the General Sutter Hotel, Lititz, at which all 40 members were presented with 


Hamilton watches. Among those receiving watches were C. M. Woolworth, president; J. D. 


P. M. Seaber and S. J. Seaber, both of the sales department. 
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Catalogue numbers — 1065 Five Quart Dutch Oven ... 1011 Chicken Fryer {10%" diameter} 
. . - 1063 Three Quart Sauce Pot... 1062 Two Quart Sauce Pot. Four piece set is No. 1060-4S. 


Cash in with BUCKEYE ALUMINUM 
10 gauge Extra Heavy Waterless Cookware 


pense by the “waterless” way 


saves the precious minerals and 


Buckeye extra heavy ware is the 
last word in style, economy, efficiency. 
vitamins in food ... makes the less expen- It can be sold as individual pieces or 


sive cuts of meat tender and delicious. 


as complete sets. 


Buckeye extra heavy “waterless” 


cookware does the job with this new 


method of cooking. 
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SPONGE RUBBER 
FLOATING INFANT TOYS 
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| dent in Washington University, 
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OBITUARIES 








Alfred L. Shapleigh, Chairman of Board 
Of Shapleigh Hardware Co., Passes 


Alfred L. Shapleigh, chairman of 
the board of directors, the Shap- 
leigh Hardware Co., wholesale 
hardware firm, 900 Spruce St., St. 
Louis, Mo., passed away Dec. 24, 
1945. Mr. Shapleigh was 83 years 
old but despite his years, con- 
tinued service with the company 
and in numerous other business 
and civic affairs until a few weeks 
prior to his death. 

Mr. Shapleigh was the young- 
est and only surviving member of 
the family of eight children of 
Augustus Frederick Shapleigh, 
A stu- 


in 1880, he obtained employment 
in the Merchants National Bank. 
Two years later, he secured a 
clerical position with the whole- 
sale coffee and spice house of 
Thompson & Taylor, and in No- 
vember, 1882, became cashier of 
the Mound City Paint & Color 
Co., with which he remained un- 
til July, 1885, when he joined 
and was elected secretary of the 
A. F. Shapleigh Hdwe. Co. 

When the business was re- 
organized as the Norvell-Shap- 
leigh Hdwe. Co. in July, 1901, he 
became its treasurer and on the 
Ist of January, 1912, was made 
chairman of the board of direc- 
tors. On May 1, 1913, the name 
was changed to Shapleigh Hdwe. 
Co. 

Mr. Shapleigh’s business ac- 
tivities have covered a wide scope 
for he was also president of the 
Shapleigh Investment Co. and 
the Washington Land & Mining 
Co.; chairman of the executive 
committee of the Mississippi Val- 
ley Trust Co.; vice-president of 
the American Credit Indemnity 
Co. of New York; a director of 
the American Automobile Insur- 
ance Co.; director and past 
president of the St. Louis Public 
Service Co.; director of the Pitts- 
burgh, Cincinnati, Chicago & St. 
Louis Railway Co.; of Scruggs, 
Vandervoort, Barney Dry Goods 
Co., and the Southwestern Bell 
Telephone Co. 

He headed the old St. Louis 
Business Men’s League, fore- 
runner of the present Chamber of 
Commerce of which he was a 
member and_ past president. 


| When nlans were made for the 
| St. Louis World’s Fair, he had a 
| leading part in the proiect. 
| was believed to have been the | leigh, anda daughter, Mrs. Royal 
| last surviving member of the ex- | D. Kercheval. 


He 








A. L. SHAPLEIGH 


ecutive committee of the Louisi- 
ana Purchase Exposition Com- 
mittee which sponsored the Fair 
in 1904. 

Mr. Shapleigh was for 11 years 
a member of the Missouri Militia, 
serving as captain and adjutant 
of the First Regiment. His con- 
nection with civic affairs made 
him a contributing factor to the 
upbuilding of St. Louis. He was 
a president of the St. Louis Light 
Artillery Armory Association; 
president of the Hospital Satur- 
day and Sunday Association; 
president of the David J. Rankin, 
Jr., School of Industrial Trades; 
a trustee and past president of 
the Mercantile Library Associa- 
tion; a director of Washington 
University since 1895, and vice- 
president since Oct. 10, 1940; 
also a director of Lindenwood 
College. 

He always manifested a keen 
interest in vital political prob- 
lems and formerly served on the 
Republican State Committee and 
the Republican National Finance 
Committee; was a delegate at 
large from Missouri at the Re- 
publican National convention in 
1936. 

Mr. Shapleigh leaves his 
widow, Mrs. Mina Wessel Shap- 
leigh; a son, A. Wessel Shap- 
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JOHN T. EVERETT 


Whose passing was mentioned 
in the January 17th issue of 
Harpware Ace. Mr. Everett 
was a manufacturers’ represen- 
tative who in 1914 formed the 
John T. Everett & Co. The 
company will be carried on 
under the name, John T. 
Everett’s Sons Co. by Mr. 
Everett’s son-in-law, W. N. 
Wilkerson and his two sons, 
John T. Everett, Jr., and Wil- 
liam B. Everett. 








ARTHUR F. HEBARD 


Arthur F. Hebard, 67, former 
general sales manager of the 
Remington Arms Co., Bridgeport, 
Conn., passed away recently at 
his home in Scarsdale, N. Y. Mr. 
Hebard began his business career 
with the M. Hartley Co., later the 
Remington Arms Co. from which 
he retired in 1917 as general 
sales manager. During the first 
World War he served in army 
ordnance, advancing from captain 
to lieutenant colonel. 

Returning to civil life as vice- 
president and treasurer of the 
Savage Arms Corp., Utica, N. Y., 
Mr. Hebard in 1921 became vice- 
president and general manager 
of the Noiseless Typewriter. Two 
years later he became vice-presi- 
dent of the Gorham Mfg. Co. 
and the Gorham Co., silversmiths. 
From 1925 until 1941 he was en- 


were his territories at the time 
of his death, He was a past 
president of The Nutmeggers. 
Born in Brooklyn, N. Y., on 
October 15, 1901, Mr. Murray 
first started working for the wire 
company as an office boy in the 
mailing room in October, 1917. 





He held a succession of positions | 


in the order department and the 
merchant products division of the 
sales department before being 
made a salesman in September, 
1928. 


WILLIAM W. HUTTON 


William W. Hutton, managing 
director of the hardware division, 
Wm. Stairs, Son & Morrow, Ltd., 
wholesale firm of Halifax, Nova 
Scotia, Canada, passed away re- 
cently. He had been associated 
with the company for 50 years, 
beginning in 1895 as a junior 
clerk in the department of which 
he became managing director in 
1927. 


CARL EDGAR JONES 
Carl Edgar Jones, 71, hand saw 








polisher and maintenance super- 
visor of that department of E. C. 
Atkins and Co., Indianapolis 9, 
Ind., passed away recently after 
an illness of six months. He had 
been with Atkins for 22 years 
and was a member of its Pioneer 


Club. | 


WADE E. BOWMAN 


Wade E. Bowman, 42, treasurer 
of the J. G. DePrez Hardware 
Co., Shelbyville, Ind., passed 
away Jan. 10 of a heart attack. 
He had been employed with the | 
hardware firm since a youth. | 





ADOLPH HENNE 


Adolph Henne, president of 
the Louis Henne Co., New Braun- 
fels, Tex., passed away Dec. 7. 
He was 68. The firm, a retail 
hardware business is one of the 
oldest firms in Texas having been 
established in 1857. 





gaged in industrial management 
and from the latter date until his 
retirement in 1944, he was as- | 
sistant to the president of the 
Savage Arms Co. 


H. W. MURRAY 


H. W. Murray, salesman in the 
merchant products division of the 
sales department of American 
Steel & Wire Co., Cleveland, | 
Ohio, United States Steel sub- | 
sidiary, passed away December | 
28, 1945. Mr. Murray was well | 
known throughout the New York 
and Connecticut areas which 
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|away Jan. 15. His widow, two 


WILLIAM P. M. BRAUN 


William P. M. Braun, 82, presi- 
dent of the Pennsylvania Lawn 
Mower Co., for 60 years passed | 


sons and a daughter survive. 
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MAGIC SKIN FINGERS 


THEY DO ALMOST ANYTHING 
THAT HUMAN HANDS CAN DO 
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¢ 
Ideal’s new glamour boy bunny... A 
' great big 22” soft stuffed rabbit that will 
delight millions of youngsters who see 
him bouncing on and off the screen. 
“Oswald” retails for $3.98. 


“Oswald” is but one of dozens of new 
numbers in Ideal’s 1946 line of Deluxe ’ . 
Easter Toys. 


WRITE FOR CATALOG OF IDEAL’S 1946 EASTER LINE. 
IDEAL NOVELTY & TOY CO. 


200 FIFTH AVE., NEW YORK 10, N. Y. 




















David R. Lasier New 


President of 


Hardware Statistical Group 
David R. Lasier, Norton Lasier | Co., Terryville, Conn., and Wal- 


Co., Chicago, Ill., was elected 
president of the Hardware Man- 


bridge Parsons, The Shelby 
Spring Hinge Co., Shelby, Ohio, 


ufacturers’ Statistical Association,| and Harold A. Parks, New Ha- 
ven, Conn., who was re-elected 
secretary-treasurer. 


| P. F. King, 
| 


DAVID R. LASIER 


at its annual meeting, Jan. 17, at 
the Yale Club, New York City, 
succeeding A. J. Eggleston, Chi- 
cago, Ill., Richards-Wilcox Mfg. 
Co. 

Other officers are: vice-presi- 
dents —H. J. Hendrick, The H. 
B. Ives Co., New Haven, Conn.; 


R. G. Plumb, The Eagle Lock 


The Stanley 


Works, New Britain, Conn., con- 





H. A. PARKS 
| tinues to be chairman for the 
Special War Industries Section 
and Walter B. Dodge, The Yale 
& Towne Mfg. Co., New York 
City, is vice-chairman. 











REYNOLDS GETS NEW 
ALUMINA PLANT 


Hurricane Creek, in Arkansas, 
the world’s largest alumina plant, 
has been acquired by the Rey- 
nolds Metals Co., Louisville, Ky. 
Along with Hurricane Creek, 
Reynolds has acquired another 
gigantic government-owned plant, 
the aluminum reduction plant at 
Jones Mill, Ark., 20 miles from 
Hurricane Creek. 

Reynolds takes over the two 
plants immediately, the Recon- 
struction Finance Corporation 
and the Aluminum Company of 
America having reached an agree- 
ment on the royalties to be paid 
Alcoa by the government on the 
use of patented processes owned 
by Alcoa which were installed in 
the Hurricane Creek plant at the 
time of its construction. The 
reaching of this agreement re- 
moved the final obstacle in the 
way of turning over these plants 
to Reynolds. 


GLEN FRANKS RESUMES 
ABC SALES DUTIES 


Glen H. Franks, after more 
than three years in the Navy, has 


sales manager for Altorfer Bros. 
Co., Peoria, Ill. 

Mr. Franks has been associated 
with Altorfer since 1929, and has 
continuously held key executive 
positigns in the “ABC” sales or- 
ganization. As a_ lieutenant 
commander in the Navy, he 
served as flight officer abroad 
the Aircraft Carrier U. S. S. Han- 
cock, 

In returning to his present 
duties, Mr. Franks will continue 
to concern himself primarily with 
the company’s complete merchan- 
dising program for the distribu- 
tion and sale of its washers and 
ironers, nationally. Much of his 
time will be given particularly to 
the introduction of the company’s 
new “Abc-O-Matic” washer that 
will go into production early in 
| the new year. 





ARMY VET GETS 
BILLINGS & SPENCER 
K.C. TERRITORY 


James Keyes recently returned 
| from China where he was a staff 
| sergeant in the Army has been 
| placed in charge of the Kansas 
City territory for The Billings 


Mr. Keyes will cover Kansas, 
Nebraska, Iowa, and Missouri. 
Prior to his two-and-one-half 
years of army service, he had 
been employed in the company’s 
Chicago office and later in the 
home office in Hartford. 


MYERS CALENDAR 

TO HAVE WORLD. 

WIDE DISTRIBUTION 
The calendar-poster of the F. 
E. Myers & Bro. Co., Ashland, 
Ohio, for the first time since 1940 
will again have world-wide dis- 
tribution. Printed for the 56th 
consecutive year, the 1946 ver- 
sion, as in the past, is published 


colorful 
usage of 


editions. The 
illustrates 


pump 
headpiece 





| Myers products on a model farm. ' 


| Tie-in illustrations are used with 
| the captions, “Running Water 
| Means Better Living—and Bet- 
|ter Farming.” 


conveniences afforded by running 
water in the kitchen, bath and 
| laundry, as well as the protection 
| against fire—which also results 
|from adequate water pressure. 
Practical use of running water 
in the poultry house, dairy and 
garden as a means to more profit- 
able farming is depicted ine the 
other illustrations. Below these 


black and white showing the 
various models of Myers water 
systems and power pumps; hand 
pumps and cylinders, and pump 
jacks and cylinders. 

Measuring 17% in. by 6 ft., 
each edition carries the Myers 
trademark. 

ROCKWELL MFG. CO. 

ACQUIRES ARCADE 


Acquisition of the Arcade Mfg. 
Co. Freeport, Tll., by the Rock- 
well Mfg. Co., 400 N. Lexington 
Ave., Pittsburgh 8, Pa.. has been 
announced by Col. Willard F. 
Rockwell, president and chair- 
man of the Rockwell company. 

Arcade Mfg. Co., which was in- 
corporated in 1885, started as a 
manufacturer of feed grinders, 
plows, other agricultural imple- 
ments and coffee mills. Through 
the years, the line was extended 
to include more than 300 items, 
and gradually the manufacturing 
emphasis changed to foundry 
equipment. refrigerator hardware 
and miscellaneous cast iron and 
wood toys. 

Present management of the 
company, which will be operated 
as the Arcade Mfg. Co., Division, 


tinued, except that L. L. Munn, 
president of Arcade, will retire 





resumed his former position as! and Spencer Co., Hartford, Conn.| within the near future. 
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In conjunction | 
| with the former are shown the | 


pictures are three divisions in | 


Rockwell Mfg. Co., will be con- | 





in both the complete-line and | 


| 





K. R. CORSON REJOINS 
CONTINENTAL SCREW 


Marine Tech. Segt. Kenneth 
R. Corson has recently returned 
from the Pacific and plans to 


KENNETH R. CORSON 


resume his connection with the 
Continental Screw Co., New Bed- 
ford, Mass. While Mr. Corson’s 
territory prior to entering the 
service was Ohio and Indiana, 
he will now cover the metropoli- 
tan New York area, embracing 
northern New Jersey and New 
York City. 


CARPET GROUP 
PLANS CLINICS 


Plans for staging 150 local 
“clinics” at which the carpet in- 
dustry’s new merchandising, sales 
training and color coordination 
programs will be presented to re- 
tailers throughout the country 
were announced by Roscoe R. 
Rau, executive vice-president of 
the National Retail Furniture As 
sociation, Chicago, Ill., and Leroy 
A. Beers, president of the Insti- 
tute of Carpet Manufacturers. 

Each clinic will consist of a 
special one-and-a-half hour pre- 
sentation designed to bring re- 
tailers up-to-date on specific de- 
velopments initiated by the Car- 
pet Institute for improved post- 
war selling. These include the 
retail sales training program, 
“How to Sell Color Design,” and 
the new color co-ordination pro- 
gram to promote the nine B. H. 
F. (Basic Home Furnishing) 
colors unveiled in the Institute’s 
“Colorcade of America” exhibit 
at the Winter market here last 
week. 

The first clinic will be staged 
in Hartford, Conn., about March 
15, Rau said, and will be fol- 
lowed by a presentation at the 


annual meeting of the Texas Re- 
| tail Furniture Association, at Gal- 


veston. 
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These baffles centralize wa 
whirlpool -- assure uniform c lar 
r the secret EXCEUSIVE 


WITH YODER that makes this 
rinkler sensational in results! 





0} 10) 1 am @0] 0) Sey cele Gio): 


YODER 


LAWN SPRINKLERS 







PHANTOM VIEW 
ARROWS SHOW 
50) 1G ©) amas Gia, 


SPRAYS Uniforml EET AT A LOW RETAIL PRICE 
niformly 30 FEET! or BAe arn 


NO DRY SPOTS! 
Lasts a lifetime! All metal and nothing to get A VE RY 


out of order! Not a single working part and 


there’s no place it can clog up. Fool proof — 2 R @) & i TA K L a 


it always works. Centrifugal force of water 


does all the work and it works at any water M A R 4 U Pp! 


pressure. 


YODER MANUFACTURING COMPANY Order thru your jobber! 


1353 FIRESTONE BOULEVARD 


liver 
LOS ANGELES 1, CALIFORNIA Immediate Delivery 


or later delivery date if desired! 








: Sparethe Chisel 
Save the Parts 















..the Oil that CREEPS! 


The New Scientific Chemical that enters 
openings as small as a millionth of an 
inch, dissolves rust, dried grease and 
gummed oils. 


LOOSENS FROZEN PARTS 


will ae the most stubborn corroded part or your 
money 

Use Kroil © on nuts, bolts, studs, screws, pulleys, shafts, 
bearings, guns, pipe threads, spindles, valve guides, 
on any corroded threads or tight parts. 

Thousands of industrial plants are using Kroil regularly to 
keep production going. Now available to the hardware 
trade in 8-02. spout cans, list 50 cents, packed 24 in a 
carton, with an attractive display sign. 

Here is a product you can recommend to your customers 
with confidence. Try it yourself and you will be amazed 
at its performance. 


KANO LABORATORIES, 85 E. Wacker, Chicago 1, Ill. 


KANO LAD DA ATORIES 


























































Here are your Working Tools 
that will ‘bring increased profit 


When you come to building, repairing 
or maintenance, here is an unbeatable 
combination. ° 


FLETCHER glass cut- 
ters are known the 
world over for their bet- 
ter quality and perform- 
ance. FLETCHER Electri- 
cal Putty Softeners save 
hours of labor every 
day, and FLETCHER 
Wood Scrapers in the 
hands of master cratfts- 
men are' indeed master 
tools. 


FLETCHER backs 
these tools with an iron- 
clad guarantee. Try 
them. 


eLECIRICAL 
PUTTY SOFTENER 





WOOD SCRAPER GLASS CUTTER 


THE FLETCHER TERRY CO. 
FORESTVILLE, CONN. 
JOSEPH TAYLOR & SONS 


CANADA TORONTO 


















Record Attendance at 


Mart Show 


Deliveries Promise to Be Slow 


The first week of the Interna- 
tional Homefurnishings Market 
in The Merchandise Mart, Chi- 
cago, Ill., brought a buyer at- 
tendance far exceeding any pre- 
vious market with indications 
that by the end of the two week 
show, records would be broken 
by at least 30 per cent, accord- 
ing to Wallace O. Ollman, gen- 
eral manager of The Merchan- 
dise Mart. 

“Making an aggressive effort 
to contact new sources and re- 
new contacts with those already 
established, buyers from all over 
the world are shopping the 
Mart,” Mr. Ollman said. “Al- 
though goods generally are allo- 
cated and buyers are rushed try- 
ing to see everything, a cheerful 
note pervades the market. The 
war. is over, consumer demand 
for homefurnishings is at peak 
level, and dealers can plan for 
expansion and modernization to 
take care of the tremendous con- 
sumer demand when merchandise 
is again plentiful. 

“Deliveries of homefurnishings 
during the first two quarters will 


be slow, but a gradual improve- 
ment is expected for the balance 
of the year. Ranging from im- 
mediate delivery in scattered 
cases to 9 months by firms hard- 
est hit by labor and materials 
scarcity, delivery dates vary with 
individual firms.” 

Lamp manufacturers are ready 
for all out production as soon as 
the socket shortage drops. 
Though models of circular fluo- 
rescent floor lamps are being dis- 
played at the show, orders are 
not being taken for them since 
labor conditions have stopped 
production of the tubes tempo- 
rarily. Delivery dates are not be- 
ing promised, generally, by lamp 
manufacturers. 

Such new developments as a 
plastic floor covering to be used 
like linoleum; Koroseal used on 
furniture; an electronic blanket; 
plastic and nylon drapery fab- 
rics, printed spun glass drapery 
material, and a small showing of 
rattan, frozen throughout the war 
and not imported since, drew 
enormous interest. 








N. Y. ELECTRICAL 
GAS ASSN. ELECTS 


H. C. Calahan, general repre- 
sentative, General Electric Sup- 
ply Corp., was elected president 
of the Electrical and Gas Asso- 
ciation of New York, Inc., at its 
annual meeting, Jan. 16. Other 
officers elected were: first vice- 
president, T. H. Joseph, presi- 
dent E-J Electric Installation 
Co.; second vice-president, James 
Boyd, eastern district manager, 
Westinghouse Electric Corp.; 
third vice-president, J. W. Wal- 
ter, president, John W. Walter, 
Inc.; fourth vice-president, J. M. 
Winer, president, Dynamic Elec- 
tronics-New York, Inc.;_ trea- 
surer, James A. Sackett, sales 


manager, Kings County Lighting | - 


Co.; secretary, C. A. Norton, 
sales manager, Pierce Laboratory, 
Inc.; and assistant secretary, H. 
A. Olson, manager, Atlantic sales 
district Lamp Dept., General 
Electric Co. 


PLASTICS SHOW 
APRIL 22-27 


The first National Plastics Ex- 
position sponsored by the Society 
of the Plastic Industry, 295 
Madison Ave., New York City, 
will be held April 22 to 27, 1946 
in Grand Central Palace, New 
York City. 








FRANK V. BEST 


WASHBURN N. E. REP. 
LOCATES IN BOSTON 


Frank V. Best, recently ap- 
pointed representative of The 
Washburn Co., Worcester, Mass., 
in New England, has established 
new headquarters in Boston. For- 
merly with the International Bus- 
iness Machines, Mr. Best has 
considerable merchandising ex- 
perience to place at the disposal 
of wholesalers and retailers in 
his new territory. He succeeds 
W. C. Baker, who has been ad- 
vanced to manager of chain store - 
sales for the company. 


HARDWARE AGE 
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RESEARCH MGR. 
FOR KYANIZE 


Boston Varnish Co., Everett, 
Mass., manufacturer of “Kyanize” 
paints has announced the ap- 
pointment of John J. Bradley, Jr., 





JOHN J. BRADLEY, JR. 


as technical director as the first 
step in its post-war expansion 
plans. The company also has 
plans for the construction of new 
plant additions and for enlarged 
development and research de- 
partments. 

Mr. Bradley is well known in 
paint circles and formerly was 
chief chemist of the floor cover- 
ing division, Bird & Son, Inc., 
and more recently was director 
in charge of research for Reich- 
old Chemicals, Inc. He is a past 
president of the New England 
Paint and Varnish Production 
Club and chairman of the techni- 
cal symposiums sponsored by the 
National Federation of Paint and 
Varnish Production Clubs. He is 
vice chairman of the scholarship 
committee of the National Paint 
and Varnish production clubs 
and also chairman of groups 13, 
committee D-1, A.S.T.M. A Fel- 
low of the American Institute of 
Chemists, Mr. Bradley holds 
membership in the American 
Chemical Society. 





HAMILTON HEADS 
M.E.W.A. 


At the annual meeting of the 
board of directors, Motor and 
Equipment Manufacturers Asso- 
ciation, 250 W. 57th St., New 
York 19, held January 16 at the 
Drake Hotel, Chicago, the follow- 
ing officers for 1946 were elected: 

President, C. E. Hamilton, 
Automotive Gear Works, Inc., 
Richmond, Ind.; vice-president, 
R. D. Black, Black & Decker 
Mfg. Co., Towson, Md.; secre- 
tary, L. E. Russell, Peters & Rus- 
sell, Inc., Springfield, Ohio, and 
treasurer (reelected), C. P. 
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Brewster, K-D Mfg. Co., Lan- 
caster, Pa. 

Directors for 1946 are: W. M. 
Albaugh, Thompson Products, 
Inc., Cleveland; R. A. Bell, The 
Rajah Co., Bloomfield, N. J.; R. 
D. Black, Black & Decker Mfg. 
Co., Towson, Md.; A. B. Buss- 
mann, Bussmann Mfg. Co., St. 
Louis, Mo.; Will Dammann, Bear 
Mfg. Co., Rock Island, Ill.; C. E. 
Hamilton, Automotive Gear 
Works, Inc., Richmond, Ind.; C. 
F. Hodgson, Weaver Mfg. Co., 
Springfield, Ill.; A. E. Koegh, 
John T. Stanley Co., Inc., New 
York, N. Y.; H. S. Powell, 
Powell Muffler Co., Inc., Utica, 
N. Y.; L. E. Russell, Peters & 
Russell, Inc., Springfield, Ohio; 
G. W. Sherin, E. I. du Pont de 
Nemours & Co., Wilmington, Del., 
and S. B. Wilson, Fram Corp., 
Providence, R. I. 





100,000 ADMIRAL 
RADIOS GO TO 
DISTRIBUTORS 

An initial shipment of well 
over 100,000 radios and radio- 
phonographs by Admiral Corp., 
3800 Cortland St., Chicago 47, 
Ill.. to its 79 key distributors 
throughout the nation, began on 
Jan. 7, according to an announce- 
ment by Ross D. Siragusa, cor- 
poration president. Mr. Siragusa 
said that shipments will proceed 
rapidly enough for re-shipment 
by distributors to dealers before 
Feb. 5. Allocation of the sets by 
distributors to the company’s 15,- 
000 dealers was completed in De- 
cember. 


NUTMEGGERS ELECT 


At the January meeting of The 
Nutmeggers, Inc., the following 
officers were elected: president, 
Frank J. Trieber, Clark Bros. 
Bolt Co.; first vice-president, 
Douglas Arnout, Clemson Bros.; 
second vice-president George 
Cryne, Briggs & Maroney Co.; sec- 
retary-treasurer, E. J. Hopwood, 
Olds & Whipple, Inc.; assistant 
treasurer, E. C. Sullivan, Sullivan 
Tool & Supply Co.; past president, 
directors; C. A. Peterson, Laurel 
Supply Co.; J. F. McCulloch, W. 
R. Case & Sons Cutlery Co.; 
three year directors: Dennis 
Shea, General Tire & Bubber 
Co.; C. F. O’Brien, Bethlehem 
Steel Co.; Fred Christopher, 
United Autographic Register Co., 
and Harry McKinstry, Mack & 
Mack. Joseph Lane, Greenfield 
Tap & Die Corp. was elected to 
finish F, B. Atwood’s term. A 
Lord Elgin wrist watch was pre- 
sented to retiring president, 
Charles Peterson, Laurel Supply 
Co., by Roland Osgood, Patter- 
son-Sargent Co. on behalf of the 


members. 
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POWER-SAVER 


Completely Automatic 


WATER PRESSURE SYSTEMS 


For deep or shallow wells 


Big Profits! Tremendous demand for 
electric water systems right now! 


Here is the answer to your need for a precision built, 
dependable water system that you can sell now. Ideal 
for rural and suburban use. Operates with high efficiency 
in any well down to 200 feet which has a 5 inch lower 
casing. 


Balanced, force action, twin-cylinder pump is built of 
finest materials throughout. Stainless steel ball valves and 
cylinder linings. Brass valve seats. Chrysler Oilite (oil 
cushion bronze) bearings. Machine cut gears. Ample 
capacity — amazingly low power requirements. 


Furnished complete with tank, pressure gauge, and 
automatic switch as shown. Pump also sold separately. 


Wri d. detail: e 
JOBBERS-DEALERS orice Sropostion, and full literature 


NATIONAL MILKER 


ee ee ee eee, | 
Distributors of Notional .Milkers & Power Saver Water Systems 


515 East Grand Avenue 





Des Moines, lowa 











DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


Increase your profits. Join the swing 
te Dearborn, the complete line of 
vented and unvented heaters offering 
outstanding Safety and Convenience 
features plus Matchless Performance. 
It’s the Quality line that leads in sales 
from coast to coast. 


FEATURES THAT SELL 
Ultra-smart Appearance—Air Insulated 


to- 
matic Lighting—Syphonaire Chassis— 
Super Glo Radiants — A.G.A. Ap- 
proval. These are features that make 
Dearborn hesters truly Outstanding. 
They Offer a Talkable — Visible and 
Saleable difference. 





WRITE FOR LITERATURE 


AIR COOLED CABINETS 
For Safety 


Air Insulated Cabinets end the fire hazard. The cabinet never gets hot. Yes, you 
can install it against the wall—tight. No blistered woodwork. No scorched cur 
tains. No seared fingers. No burned furniture. The syphonaire chassis is the 
secret. It’s patented. Dearborn’s famous cool cabinet feature is a major con- 
tribution to safety. 


NAT. BUT. 
MFG. PRO. 
mix GAS. 


FAMOUS HI-CROWN BURNER 
with Blue Flame Pilot Light 


ALL Dearborn Heaters have this costlier but definitely superior Hi-Crown Burner 
and Blue Flame Pilot Light. You get unequalled burner performance plus the 
convenience and safety of Automatic Lighting. 


DEARBORN STOVE COMPANY 


1700 West Commerce St., P. O. Bex 5527, Dallas &, Texas 
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WALTERS 
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Evidence increases of Steel-Fashioned growing 

popularity— the preferred deluxe equipment 

among home owners who seek quality first. 

Use the Walters line as one means to maintain 

the leadership of your store in your city; it is 
working for other merchants and will 
work for you. 


WALTERS /, 262% 
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COL. BERGER BACK 
FROM OVERSEAS 


Lt. Col. David H. Berger, U. S. 
Army, formerly with Breinig 


| Bros., Inc., Masback Hdwe. Co., 





and Supplee-Biddle Hdwe. Co. 











DAVID H. BERGER 


| has recently returned from three- 
| and-one-half years’ overseas duty. 


He is presently on duty with 
headquarters, Army Service 
Forces, Pentagon Bldg., Wash- 
ington, D. C., but expects to be 
released to a civilian status in 


the near future. 





LIONEL DISPLAY HELPS 
“MARCH OF DIMES” 


Symbolic of the actual “March 
of Dimes” from all over the 
country is the model railway dis- 
play of the Lionel Corp., 15 E. 
26th St., New York City, which 
opened Jan. 16 at the Grand 
Central Terminal in New York. 
The display featured a model 
electric train with the first smok- 
ing toy engine seen in the 
U. S. A. 

, The engine will collect contri- 
butions from passersby in the 
huge terminal and carry them 
through a miniature panorama of 
the country to deposit them at a 
replica of the White House. For- 
mer postmaster general, James A. 
Farley, set the train off on its 
initial run by dropping 1,000 
dimes into the “hoppers” as Don- 
ald Anderson, six-year-old Na- 
tionaP Foundation for Infantile 
Paralysis “Poster Boy” looked on. 





COLOR STRESSED 
AT PAINT MEET 


Color headlined the week-long 
Victory Conference of the Mar- 
tin-Senour Co., 2520 Quarry St., 
Chicago 8, held recently in the 
Congress Hotel. Product devel- 
opments and the company’s sales 
promotion, merchandising and 





advertising plans for the year 
were projected and presented to 
its nationwide sales force. 
Climaxing the conference was 
the annual anniversary banquet 
honoring employees who have 
served the firm for twenty-five 
years. The company’s Service 
Award of Merit was presented to 
F. J. Hughes, Earl Renfro, and 
|H. A. Spitz in recognition of 
| their quarter century of service. 
| The event took on special sig- 
| nificance this year because Wil- 
| liam S. Stuart, vice-president and 
| general manager, who instituted 
| this service recognition, also cele- 
| brated his 25th anniversary with 
| the organization. Special honors 
| were accorded Mr. Stuart by the 
| entire office and plant personnel 


who attended the banquet. 








| HARDWARE X CLUB 
| MEETS MARCH 12 


| The Hardware X Club will 
| hold its 18th luncheon meeting at 
1 p.m., Tuesday, March 12, at the 
Marlborough-Blenheim Hotel, At- 
lantic City, N. J., during the 
triple convention of the Ameri- 
can Hardware Manufacturers As- 
sociation, National Wholesale 
Hardware Association and 
Southern Hardware Jobbers As- 
sociation, March 11-14, 1946. 

Henry J. Allison, Allison-Erwin 
Co., Charlotte, N. C., wholesaler, 
is “Chief X” and George H. 
Harper, National Enameling & 
Stamping Co., 1901 Light St. 
Baltimore, Md., is  secretary- 
treasurer of the club. 





RENOWN STOVE NAMES 
TERRITORY MANAGER 


William C. Schneider has join- 
ed the sales organization of the 
Renown Stove Co., Owosso, Mich. 
as territory manager for Michi- 
gan, eastern Wisconsin and 
northern Ohio. 





KUNZ HONORED BY 
HDW. SQUARE CLUB 


Conrad Kunz, Stellwagen & 
Kunz, Inc., 12 Warren St., New 
York City, manufacturers’ agents, 
was recently honored with life 
membership in the Hardware 
Square Club. 


REA RETURNS 
TO CAPITAL 


The Rural Electrification Ad- 
ministration of the U. S. Depart- 
ment of Agriculture has com- 
pleted its departure from St. 
Louis. Since the first week in 
November this organization has 
been in the process of moving 
650 employees and office equip- 
ment back to Washington, D. C. 





HARDWARE AGE 











HERE’S WHAT MAKES 


SWING -A-Way 


THE BEST CAN OPENER, . 


WE CALL IT 


| RETAILS 


SYNCRO-MESH eye 
GEARS ie: 


$2.25 in Far West 


The steady, smo 
SWING-A-WAY is 
MESH GEARS (an ex 


**Syncro-Mesh-Geared”’ 


CAN OPENERS 
SWING-A-WAY STEEL PRODUCTS 
1439 Merchandise Mart, Chicago 54, Ill. 
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y DANIEL BOONE 
\ HICKORY HANDLES 


-»\ MASTER OF 
\ TOUGH JoBs 



















Made from the fin- 
est second growth 
hickory in the whole 
world, Daniel Boone 
Handles are 37% above 
average strength—proven 
by scientific tests in lead- 
ing universities. 


They are uniform in grade, 
perfect in pattern and accu- 
rately sized—specified by lead- 
ing tool manufacturers for their 
top quality tools. Sell them as re- 
placement handles for tough jobs 
—that’s where their quality and 
economy shows up best. Your jobber 
can furnish them. 





TURNER, DAY AND WOOLWORTH HANDLE CO., INC. 
KENTUCKY 


LOUISVILLE 


§ LARGEST HICKORY HANDLE MANUFACTURER 


FOR OVER 9O TEARS woORic 





“ORIGINAL 


“PERFECT CLINCHING’’ 


HOSE COUPLINGS 
AND MENDERS 


7 MENDER 
Never blows off even under heavy 
pressure. Easy to apply. Just slip into 
ends of hose and hammer down. Long 
reach, non-cutting fingers. Self-fasten- 
ing on any ply 
hose. No bands, 
bolts or wires re- 
quired. Order 
from your jobber. 





MFG. CO. 


PEORIA, ILLINOIS 








FAIRCHILD NAMED 
SECRETARY FOR 
PLUMBING ASSNS. 

Iler J. Fairchild, 3707-34th St., 
N. W., Washington 8, D. C., has 
been elected secretary of the 





FAIRCHILD 


I. J. 


Vitreous China Plumbing Fixtures 
Association to succeed Stanley S. 
Backner, sales manager, Camden 
Pottery Co., who had been carry- 
ing the duties of that office dur- 
ing the war. Mr. Fairchild was 
also elected secretary of the En- 
ameled Cast Iron Plumbing Fix- 
tures Association, succeeding C. 
W. Carbeau, president of the 
Ellwood Co. 

As soon as suitable space can 
be obtained, Mr. Fairchild plans 
to open a joint Washington office, 
for both groups to carry out the 
statistical, fact-finding, simplifica- 
tion, standardization, informa- 
tional and related work of the 
associations. 


POT AND KETTLE NEWS 


A. D. McBurney was advanced 
to the presidency of the Los An- 
geles Pot and Kettle Club at the 
annual election. Other officers 
and committee members for 
1946 are: First vice-president, V. 
T. Rupp; second vice-president, 
H. C. Walker; recording secre- 
tary, H. C. Sargent; correspond- 
ing secretary, Jack Palmtag; 
treasurer, Harry Grant. 

Directors are A. D. McBurney, 
V. T. Rupp, H. C. Walker, H. C. 
Sargent, Jack Palmtag, Harry 
Grant, M. E. Niedecker, H. B. 
Newell, Ed Straube. Appointed 
committees: membership, V. T. 
Rupp, L. G. Heyer, John Swan, 
L. L. Neblett; program, H. C. 
Walker, Hal Newell; sports, Har- 
old Norton, W. R. Read, Ed 
Straube; welfare, E. Flynn, Newt 
Bergeron; publicity, Ronald E. 
Barlow, James E. Mattox, Harry 
R. Terhune, Harpware AcE; at- 
tendance, Bob Homan, Jack Bad- 
ham, Jr.; custodians, Earl Bar- 












ker, Floyd L. Gable. Greeters, 
H. A. Davis, George Slater (cur- 
rent president and past presi- 
dent Pot and Kettle Clubs of 
America, respectively); parlia- 
mentarians, Geo. Wilcox, A. H. 
Howson; historian, Lynn J. Hall. 

Annual reports showed the 
club to be in a healthy financial 
condition, with a steady increase 
in membership of selected eligi- 
ble men in the industry. Elected 
at the last meeting were Ken 
Udell, Ekco Products, and Glen 
Harkee, General Electric Co. 

All elected officers were duly 
installed in ancient rites at the 
annual stag held Jan. 19. Ed 
Straube was chairman of this 
event, assisted by Howard C. Sar- 
gent, Al Howson, Art Wheeler, 
L. L. Neblett, Geo. Slater, Ray 
Heinen, Wm. Hitt and Harry 
Grant. A wrist watch was pre- 
sented to retiring president, M. 
E. Niedecker. 

The Seattle Pot & Kettle Club 
held its annual election of officers 
Dec. 12, with their installation on 
Dec. 20. The officers elected for 
1946 are: president, Allen P. 
Myers, manufacturers’ represen- 
tative; Ist vice-president, Philip 
Smith, Ernst Hdwe. Co.; 2nd 
vice-president, Harvey Sturgis, 
Bon Marche; recording secretary, 
Verse Forgey, Northwest Metal 
Products; corresponding secre- 
tary, O. M. Thompson, manufac- 
turers’ representative; treasurer, 
Stanley G. Clark, Vinton Co. 

In a November membership 
drive, 22 new members were 
brought in, increasing the club’s 
membership roll to over 100. 





HARRY B. WILSON 
JOINS KLEIN 


Harry B. Wilson, who formerly 
represented The Lufkin Rule Co., 
Saginaw, Mich., in the southwest 
territory, and an active member 
of the Texas Hardware Boosters 
Club, has become associated with 
Mathias Klein & Sons, Chicago, 
Tll., manufacturers of tools for 
linemen and mechanics. He rep- 
resents the Klein organization in 
the midwest territory. 





NUTMEGGERS PARTY 
FOR DEALERS, FEB. 12 


The annual party of The Nut- 
meggers, to be held during the 
Connecticut Hardware Associa- 
tion Convention, is scheduled for 
Tuesday, Feb. 12, at 6:30 p.m. 
The dinner and floor show will 
be held at the Hotel Taft, New 
Haven, Conn., tickets for which 
will be avaijable at $5 each from 
Raymond L. Rose, 128 Brace 
Road, W. Hartford, Conn. 


HARDWARE AGE 
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now KELLOGG Gives you 


eo @ 







It’s a free permanent brush 
demonstration — to make 
more brush sales, easier 
brush sales than ever be- 
fore! Clean, sharp photo- 
graphs show each Kellogg 
Quality Brush in actual use 
.». remind the customer of 
her many household needs. 
It’s a real traffic-stopper if 
there ever was one! 


AL 
This VISU 
MERCHANDISER 





F ith assortment 43450 Kellogg Quality Brushes are real traffic items, sell fast 
w ‘as 15 fast whenever exposed to traffic. Now, with their hand- 
Assortment ni _ with a rotal some new demonstrator doing a selling as well as a 
selling — dozes- displaying job, your brush sales should double! 
quantity © ; 4 
Your profit -- 37% Order through your wholesaler today 


KELLOGG BRUSH MFG. CO., WESTFIELD, MASS. 


KELLOGG Zuality BRUSHES 
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In one piece with ferrule attached 
hardwood 1"x48" long handle. 


Long; 2 Front Tines 3 


Natural Hardwood Handle |" 
rule Riveted to Handle. 


55 Liberty Street, New 





Be 


Tines 6"; Green Enamel Finish; 


NOW AVAILABLE 
HAND GARDEN CULTIVATOR 


Heavy Duty, All Pur- 
pose, Handy 5-Prong 
Cultivator. Sturdily 
constructed, yet light 
enough to be handled 
by women. The two 
longer front prongs can 
be used independently 
by lowering position 
when in use. 





from 10 gauge steel with 


SPECIFICATIONS 


10 Gauge Carbon Steel throughout; One piece spe- 
cial feature of Prongs and Ferrule; 3 Rear Tines 3" 


" Long; Overall Width of 


Attractively labeled; 
Stock 48" Long; Fer- 


Standard packing 36 to carton. Weight 85 Ibs. 
Deliveries in about two weeks from receipt of 
order. Consult Your Jobber 


RETAILS AT $1.15 
McROBERTS & TEGTMEYER 


York 5, N. Y. 
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for more than 70 Years 


THE FP. 
Dept. F-16, Ashland, Ohio 
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E. MYERS & BRO. CO. 





MORE MYERS WATER SYSTEMS ARE 
IN USE THAN ANY OTHER MAKE 





office at 1060 Broad St., Newark. 


ment Co., Canby, Ore., under the 
management of John Eid and son 
has been sold to R. B. Hale of 


San Francisco. 


a new hardware and home appli- 
ance retail business opened in 
Newberry, S. C., under the man- 
agement of B. C. Chapman and 
Chester Hawkins. 


sold the hardware section of the 
Martin Hardware & Furniture 
Co., Martin, Tenn., to W. H. 
Stobaugh. 





HARDWARE BRIEFS 








ALASKA 


Fire, which started in the Pat- 
ton Hdwe. Co., Fairbanks, Alas- 
ka, from an exploding oil fur- 
nace, destroyed the structure with 
undetermined loss and spread to 
a quarter of the business section. 





ARKANSAS 


The B. W. Thomasson Hard- 
ware Co., recently opened its new 
store on W. Second St., Rison, 
Ark. 


ILLINOIS 
Gruner Hardware, Pinckney- 
ville, Ill., was badly damaged by 
fire last month. 





MISSOURI 


G. T. Parker will open a re- 
tail hardware store in Dixon, Mo. 





The Inman-Powell Hdwe. Co., 
Kansas City, Mo., has leased with 
an option to buy the two-story 
building at 1709-11 Walnut St. 
and a vacant tract adjoining 
south at 1713-15 Walnut. The 
firm will move shortly from its 
old location at 1812 Walnut. A 
frontage of 115 feet is to be oc- 
cupied of which the present 
building covers 50 ft. 


—_—_-——_ 


NEW JERSEY 


Gilbert R. Silver has been ap- 
pointed merchandise director for 
The Wright Stores, Inc., 30 
Monmouth St., Red Bank, N. J., 
which operates stores in Red 
Bank, Bound Brook, Manasquan, 
Union, Irvington and Princeton, 
N. J. Mr. Silver will make his 





OREGON 
The Canby Hdwe. & Imple- 





SOUTH CAROLINA 
The Chapman-Hawkins Co. is 





TENNESSEE 
Mrs. M. T. Ryan has recently 


Mr. Stobaugh will 





operate the store as the City 
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Hardware Co., specializing in 
hardware, paints, stoves and re- 
pair and installation services. 





TEXAS 
J. E. Thornton has assumed 
management of the Johnson 


Price hardware and implement 
store in Amarillo, Tex. 





The Roger W. Harris hard- 
ware and furniture, 119 Fillmore, 
Amarillo, Tex., has purchased a 
large brick building at 813 W. 
10th, that city, and will open a 
modern hardware and retail fur- 
niture store in the new location. 





VIRGINIA 

W. H. Neff has been reelected 
president of the Harrison-Han- 
cock Hdwe. Co., Pulaski, Va. C. 
M. Hayter was named general 
manager of all the firm’s stores 
and also retains his posts of sec- 
retary-treasurer of the company 
which operates stores in Chris- 
tiansburg, Wytheville and Rad- 
ford. David W. Ratcliffe was 
named assistant manager of the 
Pulaski store, with J. E. Graham 
as buyer. Other appointments 
included, Junior Lindamood, 
manager Wytheville store; J. D. 
Hornberger, manager of the 
Christiansburg store, E. D. New- 
man, manager of the Pulaski 
Hardware Co., Pulaski. 





FIBERGLAS CORP. 

BUYS KANSAS PLANT 

Owens-Corning Fiberglas 
Corp., Toledo, Ohio, has _pur- 
chased from the RFC a 35-acre 
industrial plant in Kansas City. 
The plant, originally planned as 
an emergency RFC rubber proc- 
essing plant, is to be adapted for 
the manufacture of Fiberglas 
building insulation and roofing 
materials and other company 
products. 


PHILA. ASSN. INSTALLS 
NEW OFFICERS 

At the regular meeting, Jan. 17, 
of the Retail Hardware Associa- 
tion of Philadelphia, the follow- 
ing officers were installed: presi- 
dent, Herman G. Klein, 5809 Ger- 
mantown Ave., Phila. 44; Ist 
vice-president, Louis A. Loessche, 
Jr., 226 South St., Phila.; 2nd 
vice-president, Omar Cox, 8th & 
Pine Sts., Camden, N. J.; 3rd 
vice-president, Jacob Bronstein, 
57th’ & Chester Ave., Phila.; 
treasurer, Charles D. Huff, 6035 
York Rd., Phila., and secretary, 
William Archibald, 4th St. & 








Girard Ave., Phila. 23. 
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“It’s Positively Irrescstible / 


Never before has any lure stirred up such 
a rumpus in water or in demand. It has 
Gh. life! Action! It splashes and struggles in 


water like a wounded duck or mouse trying 
& to get out. Bass, Pike, Rainbow, fish large 
i and small are “Lured to the Kill’ once 
they take after WADDLE BUG. 
THE LEADING SURFACE FISH 
KILLER TODAY! 
Comes in 8 different color patterns with flashy headgear. 
Heavy demand suggests placing orders early. 
LIST $1.10 
ALL MAKINEN LURES ARE STREAM TESTED 


Waddies Like a Duck 






Beautiful 
Color 
Patterns 










Be sure to get the Original WADDLE 8UG 
ORDER NOW! TODAY! Most —_ 
mow carry. If not, send order 























IT’S HERE! THE NEW 


Black translucent, ALL PLASTIC 


HYDRO-GLASS* 
RAINCOAT 


at the Volume-booming 


PRICE of g 250 

ONLY 

(List) EACH 
Jacket: $7.50 each 


. lec setae apne ayn strong, long- 
wearing. Rub, scrub and re roof, 

¢ SATIN- SMOOTH sleek - surfaced, 
pleasant to touch; can “ folded 
and crumpled time and again with- 
out cracking or creasing. 

© Light weight, but full bodied; softl 
PLIABLE. Fits well... smartly styl led. 

e STAIN REPELLENT — impervious to 
water, oil, grease. Does not stiffen 
in cold. 

© Small, Medium, or note sizes, In- 
dividually p ked in e Pp 

STOCK FOR EXTRA SALES — EXTRA PROFITS 

Te Display Means to Sell Fast! 
Seld Through Jobbers Only 
ORDER we 


*REG. U. S. PAT. OFF. Hydre-T. 
Products of Sautty Coemad Proved for tr ovER 20 YEARS! one 





HYDRO-TEX CORPORATION 


566 West Adams St. Chicago 6, Ill. 











CAMPER’S 


Consists of Spoon — 
Knife — Fork and Can 


Hunting - Camping - Fishing 
KIT KNIVES and ACCESSORIES 


GENUINE LIGNUM VITAE HANDLE 












Opener in Metal Case. 
No. 387 CK $2.00 List 








(RARE TROPICAL WOOD) 


/-" hollow ground blade—straight back. 
51/," and 6!/," by 1!/," Oil tempered steel 
blade. Thong ring locks handle. Bottle top 
opener. Blade extends full length of knife 
Genuine leather sheaths. Same number 


H E. G. WATERMAN & CO. 


available with serrated back 


NO. 287 LV—6'/4" blade .. . $2.75 List 


DEALERS AND JOBBERS INQUIRIES SOLICITED 





No. 287 LVS 
LIST $2.00 NEW YORK, N. Y. $3.00 
Made up as Combination Kit with Peco and 
OO, BD cack A odacdcvecsccsctscs $5.00 LIST 
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Surplus Small Arms Ceilings 
Fixed By Mfrs. List Prices 


Ceiling prices for small fire-| surplus by the armed forces. 


arms declared surplus by the 
armed forces will be determined 
by the same methods already 
provided for surplus shotguns, 
the OPA has announced. This 
action, effective January 7, 1946, 
follows advices from the RFC, 
that it will dispose of rifles and 
pistols that have been declared 





The methods for determining 
ceilings on small firearms, effec- 
tive January 7, 1946, were estab- 
lished for surplus shotguns on 
June 30, 1945. Under these meth- 
ods, the retail and wholesale ceil- 
ings for new standard brand 
rifles, pistols and other small fire- 
arms will be the designated re- 


tail and wholesale prices in the 
manufacturers’ current price list. 
On Government sales the ceiling 
will be the list price for sales by 
manufacturers to wholesalers. 


For new standard brand fire- 
arms not in the manufacturer’s 
price list, as well as for new non- 
standard brand firearms, the 
price of the most comparable 
listed firearm will be the ceiling. 

Used small firearms have ceil- 
ings 75 per cent of those for new 
firearms when they qualify as 
Used Class One firearms. When 
the specified conditions cannot 


be met, they sell as Used Class 
Two firearms, and, as such, have 
ceilings one-third of those for 
new items. The Government sell- 
ing agency is required to desig- 
nate all firearms as either new, 
Used Class One or Used Class 
Two. 

Small firearms manufactured 
outside the United States are ex- 
empt from price control when 
sold by the Government selling 
agency. They still remain under 
price control at retail and whole- 
sale, and mark-ups are provided 
in the order. 








Pig and Hog Bristles Freed 
Of All Import Restrictions 


Revocation of the order, which 
governed the distribution of pigs’ 
and hogs’ bristles has been an- 
nounced by the Civilian Produc- 
tion Administration. Revocation 
of Order M-51 became effective 
Jan. 11. 

The revocation of the order re 





moves the last remaining restric- 
tions on the importation of bris- 
tles and eliminates the former 
procedure under which persons 
who sought to purchase bristles 
from the Reconstruction Finance 
Corporation stockpile were re- 
quired to receive specific author- 


ity from the Civilian Production 
Administration. 

The order had been designed 
to conserve bristle supplies for 
military and war industry use. 
On Jantary 2, 1946, bristles were 
removed from the list of products 
covered by the import provisions 
of General Imports Order M-63. 

Those provisions of M-51 that 
had previously applied to the 
production of brushes that were 
made from pigs’ and hogs’ bris- 


tles were removed from the order 
December 4, 1945. The import 
restrictions were continued be- 
yond that date in order to fulfill 
certain international commit- 
ments. 


Availability of dollar credits 
in China is expected to lead to 
the restoration of private pur- 
chases of bristles in the formerly 
occupied areas in China that are 
the chief source of bristles. 








Half a Million Paint Brushes 
Pat On National Sale 


In a national sales now under 
way, 550,000 paint, varnish, kal- 
somine and white wash brushes, 
valued at $1,475,000, are being 
offered for sale on a fixed price 
basis, according to an announce- 
ment by Col. Frank L. Seymour, 
associate regional director, War 
Assets Corp., 350 Fifth Ave., 
New York City. 


Included in these brushes, 
some types of which have been in 
short civilian supply for several 
years, are: 201,521 No. “O” oval 
varnish brushes with bristles, 3% 
in. long and 1% in. diameter; 
109,937 three-inch full stock flat 
paint brushes with 3% in. length 
of bristle; 143,684 white wash 
brushes with 3% in. length of 
bristle, and 38,684 kalsomine 
brushes 7 in. wide with 5 in. 
length of bristle. All these 
brushes, except the white wash 
brush, contain 55 per cent bristle 
and 45 per cent horsehair. 

Those eligible to participate 
are priority claimants, whole- 





salers, and retailers. Minimum 
quantities have been set for dif- 
ferent trade levels. 





Beside the New York office, 
this sale is being conducted in 10 
other regional offices located in 
Boston, Philadelphia, Cincinnati, 
Chicago, Atlanta, Fort Worth, 
Kansas City, Denver, San Fran- 
cisco, and Seattle. 








Friction and Rabber Splicing Tape 
Put on Nation-Wide Sale By Army 


Approximately 8,000,000 rolls | trical jobbers, large and small 


of friction tape and 2,000,000 
rolls of rubber splicing tape, re- 
cently declared surplus by the 
Army, are being offered to deal- 
ers in a nation-wide sale by the 
Office of Surplus Property, RFC. 
The disposal is being conducted 
through the regional consumer 
goods offices maintained by RFC 
in 11 cities. The tape originally 
cost the government $1,600,000. 
The friction tape comes in half 
pound rolls of 82% ft. The splic- 
ing tape comes in 15 ft. rolls. 
Both types are % in. wide. 
Those eligible to purchase in- 
clude hardware wholesalers, elec- 





retailers and priority claimants. 
Minimum and maximum quanti- 
ties have been established, with 
2,000 rolls the smallest order that 
will be accepted. 

The regional consumer goods 
offices are maintained by RFC in 
the following cities: Region 1— 
600 Washington St., Boston 11, 
Mass.; Region 2—6lst Floor, 
Empire State Bldg., New York 
1, N. Y.; Region 3—Lafayette 
Bldg., Sth & Chestnut Sts., Phil- 
adelphia, Pa.; Region 4—704 
Race St., Cincinnati 2, Ohio; Re- 
gion 5—209 South LaSalle St., 
Chicago, Tll.; Region 6—105 








Pryor St., N. E., Atlanta 3, Ga.; 
Region 7—Neil P. Anderson 
Bldg., Fort Worth 1, Tex.; Re 
gion 8—2605 Walnut St.,.Kansas 
City, 2, Mo.; Region 9—1030 15th 
St., Kansas City 8, Mo.; Region 
10—30 Van Ness Ave., San Fran- 
cisco 2, Calif.; Region 11—2005 
Fifth Ave., Seattle 1, Wash. 





CPA INCREASES 
QUOTAS ON TIN 


CPA has announced the setting 
up for the current first quarter of 
a more liberal allocation of pig 
tin for certain domestic consumer 
goods. This is only possible by 
dipping into the government re- 
serve, already rather small, being 
reduced to about 20,000 tons at 
the end of 1945. 

However, the following lines 
have been eased as to their uses 
of tin. Tin plate and terne plate 
—100 per cent of 1945 usage— 
previously 95 per cent of 1944. 
Solder—135 per cent of corre- 
sponding 1944 quarter—formerly 
100 per cent. Tin pipe and sheets, 
130 per cent of 1945 quarter— 
formerly 100 per cent of 1944 
quarter. 
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ADVANCES 
Gum turpentine. Some mouse, rat traps. 





Gum turpentine—Under Amend- 
ment 3 to RMPR 561 price ceilings have 
been established, at all production and 
distribution levels, on gum turpentine. The 
new ceiling price for producers is 83.5c 
a gallon, f.o.b. still or bulk storage plant. 
Maximum prices for sales in tank cars or 
from bulk storage by dealers in the pro- 
ducing area are set at 84.5c per gallon, 
f.o.b. dealer’s shipping point. All other 
sales are frozen at the highest price 
charged a purchaser of the same class from 
Nov. 1 to Dec. 15, 1945, inclusive, plus lc 
a gallon. Provision is made for determin- 
ing ceilings where resellers did not have 
specific sales during that base period. 

> * . 


Oil burners—An increase of nine per 
cent over manufacturers’ Oct. 1, 1941, 
prices for domestic oil burners was an- 
nounced by OPA, effective Jan. 14, 1946, in 
amendment 3 to Order No. 48, MPR 591. 
Resellers are permitted to add to their 
maximum prices any increase in their 
present acquisition cost resulting from the 
price advance granted manufacturers. 
Manufacturers price increase represents 
the amount necessary under OPA’s recon- 
version program to permit the industry to 
realize its average normal peace time earn- 
ing rate after effect has been given to in- 
creases in material prices, and basic fac- 
tory wage rates which the industry has 
experienced since 1941. Resellers’ margins 
afe not adequate to permit absorption of 
the manufacturers’ increase, OPA said, and 
the increase is therefore being passed 
through to buyers. 

> . . 

Mouse, rat trap prices—Price sheet, 
M-46-1, effective Jan. 1, 1946, was recently 
issued by Animal Trap Co. of America, 
Lititz, Pa., showing advances as permitted 
under OPA Supplemental Order 126, as 
amended Dec. 12, 1945. Suggested dealer 
prices, per gross are: Victor mouse (metal 


130 


trigger), 4% gross display carton (packed 
1 gross), $3.26, and in 1 gross reshipping 
carton, $3.20; Victor rat (metal trigger), 
1 doz. reshipping carton, $14.40; Hold- 
fast mouse (wood trigger), 4% gross dis- 
play carton (packed 1 gross), $3.38, and 
in 1 gross reshipping carton, $3.30; Hold- 
fast, rat (wood trigger), 1 doz. reshipping 
carton, $15.37; Auto-Set mouse—multi way 
release, 44 gross display carton (packed 1 
gross), $4.05, and in one gross reshipping 
carton, $4.00; Auto-Set rat, multi way re- 
lease, 1 dozen .reshipping carton, $17.00; 
Official mouse, 1 gross reshipping carton, 
$4.99; Official rat, 1 dozen reshipping car- 
ton, $19.20; Victor four hole wood choker 
mouse, 4 or 1 gross to case, $16.43; Victor 
Gladiator rat (all metal), 1 doz. to carton, 
$16.93, and No. 44 California Gopher (box 
type—stained red), % gross reshipping 
case, $33.23. 


OPA and radio parts—OPA’s 
Dec. 3 amendment for pricing radio parts 
is designed to discourage manufacturers 
from modifying their lines primarily to get 
a price increase under older regulations. 
This was said by Earl H. Morse, head of 
OPA’s electrical equipment section, apeak- 
ing before a luncheon meeting of the Chi- 
cago Association of Commerce. He warned 
that the new prices are not workable for 
manufacturers “who cannot or will not 
return to pre-war thinking in terms of 
lower overhead, material purchasing meth- 
ods and general expenses.” The amend- 
ment in question, to price regulation 136, 
is intended to make it impossible to price 
newly designed parts in excess of the 
prices the items would have cost if made 
on Oct. 1, 1941, plus price increase fac- 
tors, since arising, authorized by OPA. In 
any case where modification is of a sub- 
stantial nature and results in a substantial 
change in price, the price must be ap- 
proved by OPA before its use. In general, 











a maximum price will not be approved if 
such price appears out of line with prices 
established for the industry. By another 
ruling, effective Jan. 21, under regulation 
188, OPA provided that auto radio control 
devices and aerials, except built-in an- 
tennae, hereafter will be priced as ma- 
chinery items rather than as items of con- 
sumer durable goods. 
. . o 

War surplus resales—FEffective 
Jan. 8, OPA ruled that savings realized by 
distributors from initial low prices on sur- 
plus war materials must be passed along 
to consumers. The ruling requires that, ex- 
cept for food, resellers of contract ter- 
mination inventory, sold to them by con- 
tractors acting for their own account, shall 
determine their ceiling prices for most fin- 
ished consumer items by applying specific 
mark-ups to the purchase price. The mark- 
up allowed over purchase price is the per- 
centage mark-up used by the reseller on 
the sale of a comparable item between 
June 1, 1944, and June 1, 1945. Where 
the reseller did not sell a comparable item 
in. that year, he will apply to the nearest 
OPA office for a mark-up figure. OPA also 
has provided that a reseller of any surplus 
war goods, bought directly from the gov- 
ernment or a contractor, can add the cost 
of repackaging or reconditioning to his 
purchase price, when the item is sold by 
the supplier at less than his ceiling. 

. > * 

Construction machinery pricing 
—OPA has extended until May 15, a 5 
per cent increase in ceiling prices of basic 
construction machinery, granted to manu- 
facturers on Sept. 28 and originally sched- 
uled to end on Dec. 31. These temporary 
higher prices may be passed on to buyers. 
The increase applies particularly to ma- 
chinery needed in postwar public works 
and highway and home construction. It in- 
cludes such items as cranes, dredges, drills, 
graders, concrete mixers, street sweepers 
and half-track trucks. 

* 2 # 

Recent OPA rulings — Effective 
Jan. 29, price ceilings will govern 13 
equipment items, when army and navy 
stores hold close-out sales. The items af- 
fected are used mechanical refrigerators, 
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new and used vacuum cleaners, war bi- 
‘cycles, new ice boxes, used typewriters, 
used commercial motor vehicles, used wash- 
ing machines, used gas cooking ranges, 
used passenger automobiles, used motor- 
cycles, used business machines and used 
photographic equipment. An increase of 
12% per cent over manufacturers’ Oct. 1, 
1941, prices for gas-fired and liquefied 
petroleum-fired furnaces and unit heaters 
is authorized by OPA in amendment to 
regulation 591, effective Jan. 14. Ceiling 
prices are established by OPA on surplus 
barbed wire, and on reconditioned hospital 
beds. Former ceilings for hydraulic jacks 
are increased by OPA, all under supple- 
mentary order 94, effective at once. 

An increase of 9 per cent from Oct. 1, 
1941, in manufacturers’ ceilings for brass 
plumbing fixture waste fittings and trim- 
mings has been authorized by OPA, along 
with increases varying from 5 per cent to 
25 per cent from Oct. 1, 1941, in manufac- 
turers’ prices for brass plumbing fixture 
supply fittings and trimmings. These amend- 
ments under regulation 591 were effective 
Jan. 21. 

An increase of 2% per cent in manu- 
facturers’ ceilings for rough-rolled, figured 
wire and heat-absorbing rolled glass is 
authorized by OPA, and may be passed on 
to consumers where necessary to make the 
reseller’s adjusted maximum price equal to 
115 per cent of his acquisition cost for 
case lots and 125 per cent of his cost for 
less than case lots. The customary dis- 
count also is restored, in amendment to 
regulation 175, effective January 14. 

* * , 

Other price adjustments—An in- 
crease up to 7 cents a lb. is granted by 
OPA to manufacturers of bone glue pro- 
duced wholly or partially from imported 
raw material, other than from Canada, or 
containing glue so produced. This increase 
reflects the difference between average cur- 
rent cost of production and the former 
maximum price for sales of bone glue 
made from imported raw material, and was 
effective Jan. 21. 

Dollar-and-cent ceilings established Nov. 
15, on new battery chargers and new stor- 
age batteries declared surplus by. the 
armed forces, have been revised by OPA 
under supplementary order 94, effective 
immediately. 

Prices of toilet sets, compacts, mirrors 
and silverware containing imported silver 
have been brought into line with prices 
of the same articles made of domestic 
silver, by OPA, in a ruling under MPR 
188, effective Jan. 9. 

Ceiling prices for small firearms declared 
surplus by the armed forces will be deter- 
mined by the same methods already pro- 
vided for surplus shotguns, OPA has ruled, 
effective Jan. 7. 

A price increase “factor” of 6.3 per cent 
for fluorescent transformers and of 14.4 per 
cent for all other specialty transformers 
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LONGER HANDLES! 
PERFECTLY BALANCED 
Shaped to Fit the Hand 


Instantly Replaceable 
DOUBLE-EDGE 
SUPER-KEEN BLADES 
No screw driver or tool 
needed to replace the 
high quality blades — 
just push in new blades, 
and out come the old 
ones. Stock genuine 
RED DEVIL BLADES for 

replacements. 


; RED DEVIL TOOLS 
| Irvington, N. J.11, U.S.A. 














We Guorantee mone 


substitute equal er hi 


Metal 4-blade, brass lined, all purpose Scout 
Type Knife, $21.00 Per Dos 








AlD. 
ms INCH eo paves “°° 


}00—-$18.00 PER DOZ. 
'%e Cash Net 10 Days 
back H Merchandise 
proves ensatiotactory upon aa 
'f material is lr higher est we reserve 


BERNARD GOLDWEBER 


1133 Breedway. XX Tvork 10, N. Y. 
WAtk 
WHOLESALERS’ INQUIRIES SOLICITED 






4°° BLADE 
Terms: 














Can Opener! 


Dazey De Luxe Can Openers are rolling 
off the assembly line... bright and 
shiny—better than ever- the can openers 
American homemakers have been wait- 
ing for! Guaranteed five years. 5,000,000 
enthusiastic users. First in the field, 
always best—for quicker turnover and 


greater profits... pick a DAZEY! 














Digey Corporation 


WARNE & CARTER AVES. + ST. LOUIS 7, MO. 














































































TRUSTWORTHY 
PERFORMANCE 


IN 


SOLDERING IRONS 
BLOTORCHES 
SOLDERS 


Ask any user — check 
with any seller—they'll 
tell you LENK leads in 


sales and profits. 






xkx** 
MFG. COMPANY 
NEWTON LOWER FALLS 62, MASS. 
Manufacturers of Soldering Equipment Since 1919 





under price regulation 136, effective im- 


mediately. 
. > s 


Rope and cordage — Columbian 
Rope Co., in a recent bulletin to its trade, 
reports some changes in the fiber situa- 
tion since its bulletin of Sept. 5, but states 
that the supply of hard fibers still is far 
short of the demand. The bulletin con- 
tinues: 

“The total shipments of manila fiber 
that have left the Philippine Islands up to 
date are less than is required to run the 
industry in this country 60 days at the 
present reduced rate. With a year and a 
quarter having passed since our Army first 
landed in the Philippines, it is plain to see 
that greater quantities must be obtained 
and shipped with regularity before manila 
rope may be in the usual supply. 

“Our Army, Navy and Maritime Com- 
mission have ceased ordering large quan- 
tities of rope. To compensate for this, all 
of the restrictions upon the use of sisal 
rope were removed Oct. 5. 

“Java sisal is unprocurable. The civil 
disturbances in that island lead us to be- 
lieve that it will be years before regular 
supplies of Java sisal are received. This 
places the entire demand on producers in 
Africa, Haiti and Mexico for supplies of 
sisal. That obtained in Mexico is used al- 
most entirely in the manufacture of binder 
twine and is not available for rope. 

“Since Sept. 5, the demands of the Euro- 

pean countries, that were liberated, for 
fiber for the manufacture of rope and 
binder twine, have become definite. While 
during the war the sisal available was re- 
stricted necessarily to the Allied countries, 
it must now be used to supply the liber- 
ated countries as well as the United States 
and Britain, without an increase in the 
total amount produced. 
-“Thus we continue to face a critical 
situation in the supply of cordage fibers. 
It is impossible to plan ahead to any con- 
siderable extent since we remain depen- 
dent upon the fiber received. We hope sup- 
plies of manila will become larger and 
that we may therefore be permitted to 
make more manila rope. 

“Jute fiber is in ample supply and we 
are limited only by the availability of labor 
in the quantity of jute twine we may 


furnish.” 
* ¢ ¢ 


Work gloves—Effective Jan. 3, 
CPA has revised order No. M328-b, affect- 
ing work gloves and mittens in Schedule F. 
Manufacturers are to apply promptly to 
CPA’s Textile Division for the materials 
needed in construction of the staple types 
of work gloves and mittens. Upon filing 
application, the manufacturer may apply 
a CC (Civilian) rating in ordering mate- 
rials for first quarter delivery, up to 80 
per cent of the quantity authorized for 


has been set by OPA, in a recent order 


who are granted ratings must produce each 
style of work glove that they made during 
the first 1945 quarter, plus or minus 10 
per cent. Hot mill gloves and two-thumb 
husking gloves and mittens may be made 
to the full extent of a manufacturer’s 
capacity. Other classes of gloves favored 
by this CC priority rating are: Canton flan- 
nel gloves and mittens, leather combina- 
tion gloves and mittens, and jersey gloves 
and mittens. Because of the shortage of 
jersey work gloves and the knit jersey 
fabrics from which they are made, OPA 
is continuing its program to prevent a de- 
cline in the production of the fabrics. To 
extend through the first and second quar- 
ters, it now requires that manufacturers 
who produced the fabrics in weights of 
eight ounces or more a square yard at any 
time in 1943-44, must produce in each 
quarter a poundage not less than the high- 
est poundage in their peak quarter. 


Ask renewed cadmium control 
—Cadmium, produced as a by-product of 
zinc, has averaged a 7,200,000 Ib. annual 
production rate. Consumption of the metal, 
which is widely used for plating and bear- 
ing surfaces, has been at a rate exceeding 
8,000,000 Ib. annually. With the revoking 
of cadmium order M-65 last August, gov- 
ernment stocks have declined progressively 
from 1,261,300 lb. on July 1, to 908,500 Ib. 
on Dec. 1, and to 846,300 lb. on Jan. 1. 


CPA officials report a continuance of the 
present rate of consumption, based on 


present production, will exhaust the entire 
government stockpile in less than a year. 
Restrictive controls, therefore, should 
again be imposed, and probably will be 
forthcoming. However, any new controls 
are expected to be on a more moderate 
basis than under the old order, M-65. 
Government officials indicated that distri- 
bution may be based on a percentage of 
1941 use. 


Clay products and housing— 
CPA reports a promise of cooperation with 
the President’s moderate-cost veterans’ 
housing program, from Structural Clay 
Products Industry representatives, meeting 
recently at Washington. Applications for 
HH rating are being accepted, after Jan. 
15, at FHA field offices. Therefore these 
industry advisers made several recommen- 
dations to CPA, looking toward efficient 
operation of the new rating system as ap- 
plied to directing brick and structural clay 
tile toward veterans housing projects. They 
asked that: (1) “Ceilings” apply to pro- 
ducers only, not to distributors. (2) Pro- 
ducers be required to honor HH rated 
orders only from those territories which 
they customarily serve. (3) No “set-aside” 
of materials be required of either producers 
or distributors, because of insufficient space 
and cost of handling. (4) A percentage 
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the fourth quarter of 1945. Manufacturers 
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AS A NEEDLE ! 
W.W.CROSS & CO. INC. 


East Jaffrey. N.H. 











EMBURY 


Luck-E-Lite 


HIGHWAY TORCHES 


The Dependable 


Watchman! 


Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N.Y. 
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limitation be set upon the MM (military) 
rated orders which any individual plant be 
required to honor. (5) A ceiling of not 
more than 50 per cent of each month’s 
production of an individual plant be estab- 
lished for the filling of HH rated orders. 
(6) “Concrete blocks” be added to the 
list of critical materials on which ratings 
are to apply, because these are an alter- 
nate material which should be utilized fully 
on HH rated orders. 
> * * 
Rosin quotas continue — CPA 
plans to continue through this first 1946 
quarter present rosin use quotas, to enable 
the “little fellow” to obtain his propor- 
tionate share of the available supply. Keep- 
ing the present quotas will reduce total 
inventories in the hands of producers and 
consumers to the lowest point in fifty years. 
Production for the 1945-46 crop year (end- 
ing March 31) is estimated at 1,400,000 
drums. April 1 is the beginning of the new 
crop year, or gum producing season. Dur- 
ing that producing season, which continues 
into October, it is necessary to meet not 
only current requirements but also to build 
up a reserve for the period from October 
to April, during which five months only 
19 per cent of the annual production of 
gum rosin is obtained. Current production 
figures indicate that the combined output 
of gum and wood rosin up to this March 
31 will be nearly 80,000 drums below the 
figures on which existing quotas were 
based. Further, export quotas have been 
increased by 87,000 drums; so there will 
be available for domestic users approxi- 
mately 167,000 drums less than had been 
anticipated. 
*¢ 6 
The furniture markets — Over- 
crowded with visitors, the January show- 
ings of furniture and furnishings at Chi- 
cago, greeted buyers with many colorful 
new lines and progressive merchandising 
ideas. Almost all merchandise shown was 
on a quota basis to established retailers, 
and many quotas were set before the mar- 
kets opened. There were, however, a few 
new firms accepting added accounts. Fur- 
niture deliveries were generally being 
promised in six to nine months, with one 
optimistic manufacturer estimating three 
months. Some innerspring mattresses were 
shown for delivery in the current quarter. 
It was estimated that 42 per cent of the 
exhibiting furniture factories had new pat- 
terns, but all in limited supply. In general, 
there was much more merchandise dis- 
played and of better quality than at simi- 
lar shows a year ago. Officials of the ex- 
hibit estimated that 20 per cent more fur- 
niture and home furnishings will be 
produced in the first quarter of this year 
than in the corresponding period of last 
year. They expect that production will 
accelerate gradually, and forecast that by 
summer the pre-war momentum will be 
reached, while by fall it will attain near 
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PATENT CEREALS COMPANY 
GENEVA, N. Y. 
















Stop Leaks 
Permanently 


PRODUCTS 


2322 West 58th Street, Chicago 36, II! 
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hi Speed 
CULTIVATOR 
SHIELDS 


F/T ANY 
Standard 
Make of 
Cultivator! 


Enables we SPEED coLTIATING 


Cultivating speeds of 15 to 18 miles an hour are 
practical even the first time over corn or soy- 
beans. Protects ts perfectly ... even when 
ground is wet. Prevents any damage from 


covering up or large clods. QUICKLY in- 
stalled on any make cultivator, too. EASILY 
adjustable. STURDILY constructed of hea 

wrought iron, Immediate delivery NOW! 
Write for circular 


GLEEIISIC MEG. co 
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capacity. In dollar volume, it is estimated 
that the home furnishings industry will 
approximate the high 1941 and 1942 level 
of sales, despite the possible setback of 
strikes, pricing and labor shortages. 


Sports equipment — Dreams of 
sports enthusiasts that their favorite stores 
would be filled with a wide choice ot 
everything wanted in “play” equipment are 
not likely of complete fulfilment for some 
months to come. What with industrial 
troubles and a persistent shortage of mate- 
rials, the sports world will have to pinch 
along on whatever it has saved, or can find, 
until fall, or perhaps until early 1947. For 
the fisherman, lures and nylon lines will 
be available in quantity by the time the 
fishing seasons are under way. Rods are 
scarce; and reels will hardly meet the 
demand for many months. The hunter will 
find rifles and shotguns being advertised to 
retailers on a strictly allotment basis. Am- 
munition is still tight, but the factories are 
optimistic and hope to have .the situation 
normal by the end of summer. Experts say 
surplus army fire arms will not ease the 
sporting weapons shortage. They require 
too much conversion. 

. * * 

Other sports lines—Tents, duffle 
bags, packs and sleeping bags still are 
hard to get because the army has not re- 
leased duck. G. I. sleeping bags released 
so far have not proved too popular, ac- 
cording to retailers. Canoes are not avail- 
able, except a new-type aluminum model, 
just being introduced. “Neoprene” syn- 
thetic rubber golf balls are being delivered 
in good quantity, but no crude rubber has 
been allotted for the pre-war product, pend- 
ing the outcome of international negotia- 
tions on “crude” prices. Production of golf 
clubs is good, despite a delay in manufac- 
ture because of OPA price ceilings. Some 
will be available right along. The tennis 
outlook is bright. Balls are being produced 


in sufficient quantity for the summer de- | 


mand, as well as rackets 4nd nylon strings. 
With the government still ordering gut for 
sutures, probably only nylons and some 
silks will be available for stringing. Base- 
ball equipment will be short this year, but 


retailers expect “a little more of, every- | 


thing.” There is a huge replacement de- 
mand from institutions whose athletic 
teams have spent the entire war, in some 
cases, without new uniforms or other gear. 
A large supply of baseballs must be manu- 
factured for a greatly increased number 
of minor professional leagues, and in major 
or minor or “scrub” leagues, gloves and 
mitts call for wide replacement. A good 
supply is promised for the inflated goods 
lines by fall, as the services have con- 
cluded their contracts for these items. Be- 
cause of a critical situation in the leather 
and fiber markets, football equipment may 
continue “hard to find” for the individual 
purchaser. 
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denendalle! 


No finer tribute could be our reward for an 
earnest endeovor to build o worthy product. 


The wide endorsement National Builders’ 
Hardware has received from architects, 
contractors and builders everywhere is o 
safe buying guide for those who appreci- 
ate the importance of selecting hardware 
that delivers long, dependable service. 

Designed right and built right to withstand 
hard use in every climate, this hardware 
is well worthy of recog- 
nition. Specify National! 


The complete line em- 
braces practically every 
2 Co. requirement for builders’ 
hordware. 











Changes 


New products and new 
trade names are constantly 
being added to the list- 
ings for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He’ll be 
glad to serve you. 


HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y. 
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1945 freight car-loadings—Rail- 
‘ roads in 1945 had carloadings that were 
slightly under the total for the preceding 
year, according to reports to the Associa- 
tion of American Railroads. 1945 totals 
were 41,901,051 cars, or 3.5 per cent below 
the number loaded for the preceding year. 
During last year the railroads loaded a 
slightly larger number of grain gnd grain 
products cars, also livestock, and merchan- 
dise in less than carload lots. Decreases 
were shown in loadings of coal, coke, 
forest products, ore and “miscellaneous” 
freight. 
* 2 @ 

Retail sales reports—Despite the 
long 1945 run-in with the government, an 
all-time high in sales was reported by 
Montgomery Ward & Co. for the 11-month 
period ended Dec. 31. Gross sales for the 
period totaled $651,679,855, an increase of 
5.5 per cent over the comparable period in 
1944, The company’s sales in December in- 
creased 8.8 per cent over the 1944 month, 
to a total of $83,232,358. 

The highest gross sales in its history 
for both the December and the February 


to December periods were reported by 
There was an in- | 


Sears, Roebuck & Co. 
crease of 12.7 per cent for December, while 
for the December to February period a 
gain of 4.5 per cent over the 1944 period 
brought the total for those months to $983,- 
453,028. The company operates on a 13- 
month fiscal year. 

F. W. Woolworth Co. reported sales in 
the 12 months of 1945 were $477,131,974, 
or 3.7 per cent above the 1944 mark. De- 
cember sales rose to $71,751,473, an in- 
crease of 6.1 per cent over the final 1944 
month. 

Department store sales in the United 
States in the week and four-week periods 
ended Jan. 12, rose 13 and 12 per cent 
respectively, from the corresponding peri- 
ods last year, according to the latest 
weekly Federal Reserve report. 

* . ” 


Rural electrification—The Rural 
Electrification Administration, according to 
the REA annual report of Administrator 
Claude R. Wickard, for the fiscal year 
ended June 30, 1945, reported 926 bor- 








rowers were ready with line-building plans | 
designed to bring electric service to 1,329,- | 
000 farms and rural homes in the first 
three post-war years. During the fiscal year, 
REA borrowers extended electric service 
to 135,000 new rural consumers, bringing 
the total served by REA-financed systems 
on June 30 to 1,287,347. 


* * * 


Farm equipment gains—Just an- 
nounced by CPA, the output of farm ma- 
chinery and repairs rose to $55,000,000 in 
November, a $2,000,000 gain over October | 
and the highest level since V-J Day. In | 
Nov., 1944, production amounted to $50,- 
046,482. Output of repairs dropped some | 
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SCREW ASSORTMENTS 


2 ; 330 PIECES 
o ALLOY 
STEEL 






AND WRENCH ASSORTMENT 


One of the popular assortments 
made up for the hardwareman. 
Wide selection of best-selling 
sizes in colorful counter-dis- 
pensing packages. Fast-moving 
items with high profit margin. 
Compact stock—small invest- 
ment. 
Quick Refills Available 
Order Direct or 
From Your Favorite Jobber 


Shavore Gat and Shout Co 


HEAT- 
TREATED | 








Call Ryerson when 
you need steel —any kind, 
shape, or size. Large stocks are 
available at eleven convenient 
plants. Ask for a Ryerson Stock 
List—your guide to quick ship- 
ment of steel. 










Principal Products Include: 











Bors * Plotes * Sheets * Structurals 
Inland 4-Way Floor Plate * Mechanical Tubing 
Boiler Tubes ° Hi-Bond Reinforcing Bars 
Allegheny Stainless * Alloy Steels °* Tool 
Steel * Babbitt Metal * Wire © Chain 
Bolts * Rivets, Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Steel-Service Plants at: 
CHICAGO, MILWAUKEE, DETROIT, ST. LOUIS, 
PHILADELPHIA, CLEVELAND, PITTSBURGH, 
CINCINNATI, BUFFALO, NEW YORK, BOSTON 
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buyers who order now! 


ORDER NOW for PROMPT DELIVERY! 
STAINLESS STEEL 


SAUCE PANS - SAUCE POTS 








Truly one of our finest metal ware! Made of heavy gauge stainless steel and special 
pluramelt. Choice of stainless steel handles, or panelyte handles. Ample supply for 


WITH or WITHOUT COVERS 


2-3-4 quarts 








WE ALSO HAVE AVAILABLE 


ALL STAINLESS STEEL FRYING PANS 
(special pluramelt—heavy gauge). 
or panelyte handles. 
Diameters 8'/2°' - 10'/2"" 
LADLES 2-4-7-9 oz. © SKIMMERS © FORKS © CAKE TURNERS and SPATULAS 
plain or perforated © COCKTAIL and JULEP STRAINERS © RACKS @¢ JIGGERS 
BUTTER-CHIPS © ASHTRAYS 


Choice of stainl 
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We invite you to visit our New York or Chicago Showrooms and see our exceptional 
line for home use, restaurant and hotel needs. 


FREEPORT MACHINE WORKS, INC. 


OFFICE: 16 East 52nd Street — Phone: Plaza 3-8225 
SHOWROOMS: Rooms 502-503, 1150 Broadway — NEW YORK CITY 
FACTORY: Freeport, N. Y. 

CHICAGO SHOWROOMS: Room 408—205 West Wacker Drive 





























The 
FASTEST-SELLING 
APPLICATOR 
ON THE MARKET 


because it is practical and 


well-constructed. 





“TEDDY” WAX APPLICATOR 


comes in two sizes 


$1.00 .n4 $4.25 


Now put up with screw-in 
handles — one dozen in a 
box. (Handles enclosed in 
every box.) 


OTHER “TEDDY” ITEMS 


Wali Dusters 

Polishing Mitts 
Buffing Bonnets 
Winter Mittens 


(lamb's wool and leather} 


ORDER FROM YOUR JOBBER 





LOOK US UP AT 
THE PARKER HOUSE 
N.E. HOUSEWARES SHOW 
FEB. 11-15 
AND A WEEK LATER AT 
THE STATLER HOTEL 
N.E. HARDWARE SHOW 











STANTON SuPPLY Co. 
137 FEDERAL ST., BOSTON 16, MASS. 
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2% million dollars, so the actual gain on 
new equipment was the greater. Wheel- 
type tractors recorded the greatest pro- 
duction gain, totaling $15,564,975, against 
$11,823,095 a year ago. Domestic water 
systems, farm pumps and windmills, and 
barn and poultry equipment, all made 
sharp gains. This latest production in- 
crease represents a recovery from the 1945 
“low” point of $47,864,104, in September, 
the result of work stoppages. A continua- 
tion of the recent upward trend is largely 
dependent upon a steady flow of parts, 
and on the avoidance of shutdowns. 


Employment records — Employ- 
ment in this country is at the highest 





peacetime level in our history, despite cur- 
rent labor-management disputes, according 
to Paul G. Hoffman, chairman of the Com- 
mittee for Economic Development and 
president of the Studebaker Corp., in a 
recent summary of the nation’s business 
and employment conditions. Mr. Hoffman 
stated that approximately 52 million work- 
ers are now holding productive civilian 
jobs, and unemployment is only a fraction 
of that officially predicted at the conclu- 
sion of hostilities with Japan. This reflects 
more rapid reconversion than anticipated. 
In many areas, he said, reconversion is 90 
per cent complete, and production of 
civilian goods is now 50 per cent to 75 
per cent above July, 1945, levels and is 
expanding rapidly. 





Scarce Item Notification System 
Makes Friends for Store 


i ERCHANDISE scarcities have 

been frequent in many hard- 
ware stores since the outbreak of war 
in 1941 and they have continued to 
be a serious problem well into the 
peace period to date. 

Many stores handle their merchan- 
dise shortage problems differently, 
but the fact remains that there is an 
opportunity to serve customers at a 
future date, even if the dealer does 
not have the immediate merchandise 
at the time of inquiry. 

Early in the war period, the Jor- 
dan Hardware Co., Ottawa, IIL, 
adopted the policy of asking custom- 
ers if they should order this scarce 
merchandise for them. If the cus- 
tomer showed interest, his name was 
recorded, and he was told that he 
would be notified when the merchan- 
dise came in, and that he would have 
five days in which to claim it. 


2000 Names a Year 


This scarce item book contains 
about 2000 names per year, accord- 
ing to store officials. While all orders 
could not be filled during wartime, 
of course, some were filled and now 
that peace is here many more orders 
can be filled. 

The scarce item list at the Jordan 
store is not confined to appliances 
alone, but contains many other gift 
and staple items. People like to have 
their names put down on the list, as 
a rule, and this keeps them from go- 
ing elsewhere to buy. 

When a scarce item is received at 
the store, it takes but a moment to 


consult the book and see which cus- 
tomer has priority listing. Such a 
customer is then mailed a special 
card, notifying him that the item is 
at the store, and that it will be held 
for him for five days. If, at the end 
of that time, the item is not called 
for, the person with the next priority 
is notified. 

This scarce merchandise is placed 
in a special room and is tagged. This 
keeps it ‘away from the regular store 
stock and makes filling of these spe- 
cial orders so much easier. 


Builds Good Will 


The Jordan store management re- 
ports that this practice has built 
much good will for the store, and 
that it has also increased store traffic 
considerably. Officials believe that 
the scarce item list will be very use- 
ful for several more years until mer- 
chandise becomes plentiful. 

Even when merchandise is more 
generally available, store officials feel 
that it will pay them to maintain 
such a list, telling the customer the 
item will be ordered immediately for 
them. They believe that if the cus- 
tomer permits his name to be re- 
corded, he usually will wait until the 
order is filled, rather than go else- 
where to buy. 
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: "Falls in Love” With 
“TODDELITE” 
iS 
‘ It Glows With a Soothing Light 
n Toddelite reassures and charms every 
4) child while he is in the process of going 
- to sleep or if he awakens during the 
s night. 
- Toddelite is not a toy, yet it is ten times 
f more alluring to a child than the average 
: toy because, it has an animate, personal 
’ appeal that endears it to children. A 
grand gift for a child . .. a real help 
and service to parents! 
Sturdily Built . . . Non-Inflammable 
Washable — Practically Unbreakable 
Toddelite is in the shape of a pet animal; sits on a substantial plastic base. Easily washed, not easily 
broken. Uses a six watt bulb. Rainbow glow edges the animal’s body . . . substantial enough to 
. comfort the child and also to light up the room just sufficient for moving around. A fascinating effect. 
2 Children who see Toddelite want one immediately. It is like nothing else which has heretofore 
l been put on the market, and represents a real sales opportunity! 
4 Toddelite comes complete, ready to turn on, with a six foot cord attached. Individually boxed. 
i Minimum order one dozen. Priced at $5.00, with regular dealer discounts applying. Free counter .« 
| display with each order. 
TODDELITE DISPLAY—1589 MERCHANDISE MART—CHICAGO 
y 
FLORENCE DISTRIBUTING CO. 4011 W. Harrison St., Chicago 24, Ill. 
7 ADD A Kay- Tite Waterproofing ocpartment To your store 





@ Cellar Walls ond Floors Start this IDEA off with 


@ Concrete masonry 


@ Cinder block wails the Following Order: 


@ Cement Block walls 
@ Retaining walls 














© Pump end boiler pits | TOTAL SELLING PRICE$34.80 


@ Elevator pits 


@ Reservoirs Cost TO YOu 20-88 
@ Field and quarry stone YOUR PROFIT $1 3.92 


oa Rough masonry 

on ae; mor YoU can stand squarely back of KAY-TITE...tt will 
perbend ag oy ty in on positively prevent the seepage of water....tt's guaranteed 
— to do the job...Anyone can apply it. Goes on like paint. 
wonnn enema nnn ------ FILL IN THIS COUPON AND MAIL TO-------------------- 
KAY-TITE COMPANY, West Orange, N. J. 


Please send us the $20.88 KAY-TITE DEAL 
F. O. B. Our Store 
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| © Brick Walls—Piers Six 10-lb. cans White KAY-TITE 
| © Copings AND 

@ Swimming pools 
@ Stucco surfaces Six 10-lb. cans Gray KAY-TITE 
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Name mee i ma 


Users are always enthusiastic boosters. They 
z will boost your store as the place to get real 























waterproofing satisfaction...KAY-TITE is pack- ae 
ed in 10-Ib. cans, colors Gray and White. A 
10-Ib. can will waterproof 100 to 150 sq. feet. ec econ 
; ee 
Write for Complete information Jobber's Name . 
Send your Jobber’s Name 





Address | 
ress ane Tee : 
| 
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Hedgemaster Elec. 
Hedge Trimmer 


Made by Kaufman Mfg. Co., Manitowoc, 
Wis., has double action blades. Blades 
move in opposite direction to each other, 


——, 
i 





forward stroke of one being balanced by 
return stroke of other. Has well balanced 
design handle. Duo-position cutting head 
may be locked in two different positions 
for convenient operation. Has Universal 
type motor, 10% in. cut and weighs ap- 
proximately 5 lb. Also available with 744 
in. blades for continuous heavy-duty trim- 
ming. 


Electric Water Heaters 


Have “Radiantube” heating units spe- 
cially constructed by Frigidaire and which 
are immersed directly in the water for 
speedy heating. Units are sickle shape so 
that as the heating expands and contracts, 





138 


scale on units can fall off and drop to the 
bottom. Upright models in both double 
and single heating units have 32, 40, 52, 
64 and 80-gal. capacity. Height, 57% in. 
for all but 80-gal. heater which is 71% in. 
Frigidaire Division, General Motors Corp., 
Dayton 1, Ohio. 


Spot Remover Display 


A new counter display is now available 
with the “Safeway” brush top spot remover 
in the 25-cent size. Display is of heavy 
cardboard with a double-locking easel. Pro- 
duced in three colors, display is cut out so 








that the brush top applicator is prominent. 
Display is 64% in. wide. Free with every 
three dozen brush top bottles. Safeway 
Chemical Co., 5701 Walworth Ave., Cleve- 
land 2, Ohio. 


Germicidal Unit 


“Air-Ray” employs ultra violet rays to 
kill air-borne bacteria. Self-contained unit 
complete with mounting screws and in- 
struction manual. Maker states this unit 
requires no other devices of a protective 
nature when used as directed. Available 
in five pastel colors and white. Said to 
operate at cost of less than one cent a day. 
Edin Electronics Co., 207 Main St., Worces- 
ter, Mass. 





Clothes Dryer 


“Peggy-Prim” — all metal construction 
with 34 ft. of clothesline. Adjustable 
height to 4 ft. Takes laundry up to 28 in. 
wide and holds as many as 24 diapers, ac- 





cording to maker. Opens and folds um- 
brella fashion. Individually boxed. Mini- 
mum order, 1 dozen. Alaray Sales Co., 30 
No. LaSalle St., Chicago 2, Il. 


Enameled Ware 


“Memco” line—U. S. Bureau of Stand- 
ards approved vitrified porcelain enamel. 
Styled in gleaming white with black trim; 
ebony black covers with white plastic 
knobs. Triple coat finish. Said to be im- 
pervious to fruit acid and stain attack. 
Vented covers to prevent boiling over. 
Handles are of “cool” type with rounded 
grip. Top stove items have protective, fuel 
saving, ebony black bottoms and edges. 
Cooking items have overall ebony black 
trim to withstand more abuse where it 
most commonly occurs. Moore Enameling 


& Mfg. Co., Lafayette, Ohio. 
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WE bl /- 
an ironing board cover 
that won't burn! 


..-and sells like wildfire! 
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AT LAST—IT’S HERE! to iron over—and better-look- 


° “i ‘ ‘ -' 
For the first time, housewives ing ironed work! 


can have an ironing board Unfortunately, for the pres- 
cover that is actually burnproof! ent, only a limited supply of 
Safer, longer-lasting, washable, these covers and pad sets are 
elastic binding for easy fit! Easier available. 


*Reg. U. S. Pat. Off. 








IRONING BOARD COVER 


TEXTILE MILLS: General Offices: 3948-50 Roosevelt Rd., Chicago 24, ill. 
New York Office: 200 Fifth Ave. Mills: Chicago and Athens, Ala. 
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8 Buffed Aluminum Coasters in a Gift Box to 
sell for about $1.00 makes this set an outstanding item 
for promotional selling. 


The dignified embossed design of a Mallard Duck 
in flight adds charm and eye-appeal. 
The set of 8 Leipzig & Lippe Aluminum 
Coasters will be at home in any home. 


Write for Information 


Plt & LIPPE, ING. 


1166 BROADWAY, NEW YORK 


917 SOUTH OLIVE STREET LOS ANGELES 











Aluminum Mail Box 


This cast aluminum mail box is wide 
enough to hold pocket edition magazines 
and legal size envelopes without wrinkling. 








Suggested retail selling 
Rockford, II. 


Also rustproof. 
price, $2.50. Ebaloy, Inc., 


Abrasive Catalog 
The Abrasive Co., Philadelphia 37, Pa., 


has issued its first hardware catalog sec- 
tion; one for dealers Denver and eastward, 
the other for dealers west of Denver. 


Known as Hardware Catalog, AH-2, the 


cover pages give illustrated information on 


counter displays. Other pages list stand- 


ard stock items of grinding wheels, saw 
gumming wheels and mounted point utility 


kits. 


Electric Steam Heater 


Claims to work on a new principle which 
provides uniform all-over 
warmth from the floor level up. Has elec- 
tric fan to draw in cold air at floor level 
and send out 
Thermo-electric control regulates degree of 
warmth automatically and permits inter- 
mittent use of current. Heater is 22 in. 
long, 16% in. high and 8 in. wide. Oper- 


ates on 110 volts ac only. Witte Mfg. & 
1414 S. Wabash Ave., 


Sales Co., 
5, Til. 


Chicago 





steam heated 


steam-heated warm air. 





Nairn Linoleum 


Congoleum-Nairn, Inc., Kearny, N. J., 
was misrepresented in a “What’s New” 
description in the Jan. 3 issue of Harp- 





warE AcE which showed a new “Gold Seal 
Congoleum” pattern which had no rela- 
tion to the inlaid “Nairn” linoleum de- 
scribed in the text. The illustration showa 
here should have been used. It shows a 
display featuring “Nairn Veltex,” a new, 
wave-textured inlaid in seven colorings, 
color-correlated to tie in with furnishings 
used in the living quarters of the home. 





TWIN PROFIT 


FOR THINGS THAT STICK OR SQUEAK 


DOOR-EASE Th 


$@2228 


elele) 2) 7.¥) 3 
STAINLESS STICK 
LUBRICANT 

~ - - S66 be Ng ine 
Stale | Nothing else like if 
Attractive 3 Color 
Display with 1! Dozen 
Sticks per Display. 


Sells for 10c a@ stick 


140 


Nationally 
COMPANION PRODUCTS 


LUBRICANTS NEEDED IN EVERY 


HOME, OFFICE AND SHOP 


Colorful Action- 
Compelling Displays 
CONSISTENT PROFIT PRODUCERS 
That Sell on Sight 
Order Teday! 


FROM YOUR JOBBER 


ADVERTISED DmipLeSS, Or 


irl ACTION 


§ OIL 


now 7 


AMERICAN 
DRIPLESS OIL 
Penetrates, lubricates, rust 

Won't drip at 
F. Won't gum at 
A stream or a drop 
New 3 Color Display with 
Each 2-Doxz. Dealer Carton 
Sells for 25¢ a can 


4 OZ. CAN 





HARDWARE AGE 












Seal 

rela- 
» de- 
hown 
ws a 

new, 
rings, 
hings 
me. 











WHATS NEW 





Food Freezer 

Chest type, single cover with 500 to 700 
lb. capacity. Offers 342/3 sq. ft. of freez- 
ing surface by coil contact at —35 deg. F. 





while storage space temperature may be 
obtained at —5 to —20 deg. F. Made only 
in one model—16 cu. ft. capacity. Interior 
divided by four cooling coils into five com- 
partments. Outside, over-all dimensions 
are 6 ft. 3 in. in length by 37 in. wide and 
36 in. high. Has 1/3-h.p. compressor. 
R. H. Bishop Co., Champaign, II. 





Solvent Display 

For “Siloo” fuel oil tanks solvent display 
is lithographed in three colors and 12 by 
17 in. It is recessed to hold a can and 





there is also a pocket which holds circu- 
lars. Petroleum Solvents Corp., 331 Madi- 
son Ave., New York 17, N. Y. 





Range Portfolio 


“Build on a Solid Foundation with Tap- 
pan,” is a 32-page portfolio which presents 
future helps for dealers and which has 
been given to all sales representatives it 
has been announced by the Tappan Stove 
Co., Mansfield, Ohio. Highlights include 
national advertising, expanded plant facili 
ties, L.P. gas, retail floor planning, sales 
training, kitchen planning, prospect build- 
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ing, home service and newspaper advertis- 
ing. A brief of the portfolio can be ob- 
tained by writing R. J. Hammer, company 
advertising manager. 


NuTone Chime 

De Luxe model, K-24, a short tube, 2- 
door model styled in steel and finished in 
ivory and brass tubes and trim or white 
and chrome tubes and trim. 6% by 12% 








by 2% in. List, $6.95. NuTone, Inc., 
Merchandise Mart, Chicago 54, Ill. 





Hearing Aid 
Battery Package 


Designed to enable dealers to supply 
hearing aid market with a minimum battery 
investment and with a stock of only the 
types that are popular, fast sellers. Packed 
in an attractive merchandiser that can be 
prominently displayed on the counter, the 
assortment includes 144 volt “A” batteries 
in the three popular sizes and both 35 and 
45 volt “B” batteries. Also available are 
counter cards, window streamers, and news- 
paper mats. Burgess Battery Co., Free- 
port, Ill. 
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Stectra RED SWIVEL 


TRACE CHAINS 


Soon these famous traces with the eye- 
catching Red Swivel, appearing in win- 
dows and on counters, will sell again to 
enthusiastic customers. By April 1946, 
popular fast-selling Red Swivel Traces 
should be making money for you again. 


Cael Gaon 


LOG CHAINS 


No. 120 with Grab Hook, Slip 
Hook and Swivel. This standard 
merchandise should be available to 
you early in 1946. Furnished in 
12, 14 and 16 foot lengths. Finish: 
Self-colored, bright, blacked or 
coppered. 





TIE OUT CHAINS 


BUCKEYE OR BROWN PATTERN 


Individually packed in cloth bags 
or in cartons three sizes: No. 1/0, 
2/0, and 3/0 in 20 and 30 foot 
lengths. Finished Bright or Bright 
Galvanized. 


CLE VELAND 


n, GAA 


CLEVELAND CHAIN & MFG. CO. 
CLEVELAND 5, OHIO 
he Brdgeport Chae h Mig Co Bridgene 
nb Mig Co Seattle Wash @ Rownd California Ch 
0 San Francisce Cal and Les Angele 4 


KWIKHEAT’S 
BUILT-IN pe 
THERMOSTAT (@° 


»/ 


* HEATS IN ONLY 90 SECONDS 
* MAINTAINS PROPER HEAT 
* CAN'T OVERHEAT 

* LESS RETINNING NEEDED 

* TIPS LAST LONGER 

* COOL, SAFE HANDLE 

* LIGHT WEIGHT 


The Kwikheat Soldering Iron 

has ample reserve power for 

your soldering jobs——225 watts 

held in check by a thermostat 

built right into the iron*—main- 

taining ideal temperature for perfect 
soldering—preventing overheating 
(which causes deterioration in other 
irons) —prolonging life of tips and elimi- 
nating the need for constant retinning. Be- 
sides these big advantages, the Kwikheat Iron 

is hot, ready to use only 90 seconds after plug- 

ging in. It is extremely light (14 ounces), well- 
balanced, and has a safe, cool handle. No wonder 
Kwikheat is a sensation wherever it is used. You will 
want to stock this “hot” item. With one tip — $11.00, list. 


6 INTERCHANGEABLE TIP STYLES 


#0 41 #2 #3 #4 #5 
$1.25 $1.25 $1.25 $1.25 $1.75 $1.25 
VANATTA 4 


*patented 


THERMOSTATIC SOLDERING IRON 


Sound Equipment Corp. of Calif. e 3903 San Fernando Rd., Glendale 4, Calif 





| 
| 
| 
| 





Floor Covering 


“Travelier” a new design in the “Armor- 
lite” floor covering line. Comes in choice 
of two basic background colors—blue and 


golden tan. Design motif includes planes, 
ships, busses, trains, reflecting current 
interest in travel. Suited for game rooms, 
dens, and children’s rooms. Bird & Son, 
Inc., East Walpole, Mass. 


To Stop Leaks 


“Pitch-Patch” a 10-cent item for stop- 
ping leaks in roofs, gutters, down spouts, 
drains, pails, water troughs, etc. It is an 
asphaltic product said not to shrink or 
crack. Product is plugged or pressed over 
the leak. Twelve sticks on colorful counter 
display card. Also small individual cards 
with one stick each. So-Lo Works, Inc., 
Loveland, Ohio. 


Heil Heating Book 


Presents the first showing of the new line 
of oil-fired home heating units made by 
The Heil Co., 3000 W. Montana St., Mil- 
waukee 1, Wis. 


Sprinkler 


New type sprinklers announced by the 
Rieger Mfg. Co., Miamisburg, Ohio, in- 
clude: “Rotor-Master Square,” to spray 
square in a 40 to 50 ft. square pattern; 
“Adjusto-Spray,” a combination nozzle, 
lawn sprinkler, and overhead garden sprin- 
kler, serving each function without remov- 
ing from hose; and the “Roto-Master 
Round,” a circular spray covering 60 ft. in 
diameter. Also, a “Spin-Master,” which 
provides a fine, misty circular spray. 
Sprinklers have heavy steel bases with 
baked enamel finish and extra large spindles 
and bearings. 
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Editor’s 


Note: 


We submit the following table of values of manufactured hardware and affiliated 
lines, compiled by Oliver Brothers, Inc., for their clients and reproduced by us because 
of the valuable data given and which we know will be welcomed by our readers. 

This table of values applying to manufactured hardware will, we are sure prove 
to be a valuable supplement to the table of values of iron, steel, wire and metal materi- 
als.—Editor, Hardware Age. 

Comments: The prices shown in this table of manufactured hardware and affili- 
ated lines represent the price fluctuations over the period indicated, and we believe will 


be interesting to hardware merchants. 


have obtained prices different from those indicated. 


Some manufacturers of special brands may 






















































































































































































































































































Col. No. 1 2 

_ MATERIAL Unit tous | aSIe. 
"S| Saeed anlivend cpten, 96: 2604...................000cscc0cccceel ss MOSSS*~=<CS~SSi«iC CCS 
~ @ | Track bolts, square nut, % x3}4................. PRP E IO) Since Ape. 1, 1927, vor 100) 9.16 | 1.70 | | 
EA AR TERRE ESET 100 Lb. 1.90 | 1.65 | | 
4 | Striking hammers, Oregon pattern, 6 Ib........... 2. .000..........| aly, 1928 and later, by the piece. (q 7q |g 64 | a 
ae 9 «CS ee pei Doz 2.43 | 1.87 | | 
© | Mlatine belie, $64...........c.0c0...ccccccccscaccseecccecel = 00 ems——“‘(‘(; SCT CCC 
1 | Hot pressed nuts, square, blank, } in... . ; RINT ee a eel ieee 2.60 | 2.20 | | 
< Iron turnbuckles, 1 in. with stub ends we atau! ee EES 100 Pcs. 27.80 26.34 6 
~ @ | Spring cotters, steel, 44x1i........... I woes 0.44 | o.41 | ¢ 
“40 | Small black rivets, 3, x 134, im kegs.................0.cccceeeees 100 Lb. 2.56 | 2.40 | | 
41 | Upholsterers cut tacks, No. 4, blued, in bulk*..................... 100 Lb. 5.20 | 4.96 | 1 
a 12 Wood screws, flat head, iron (new list prices July 1,1941)......... ; Per Cent Off List 0.926 0.9198 y 
43 | Shovels, plain back, No. 2, C grade....................... j Doz last | 3.90 | t 
~~ 44 | Ball tip, loose pin, steel butts, 334 x 344, plated, No. 241F........ | Doz. Pr. ~—*«(|-0.90 | 0.90 | | 
48 | Wrought brass butts, 2 in. narrow......................... eae GrossPr. | 3.38 | 3.80 | ° 
16 Stillson pattern wrenches, 10 in., wood handle. ) ae Doz. yi. 4.87 4.75 4 
~ 497 | Monkey wrenches, knife handle, 10 in... pee: a Doz. 4.32 | 4.32 | 10 
WOE icc ccccccaceccocvccconccavce bi Doz 1.13 | 1.13 | : 
49 | Carbon twist drills, 34 in., round straight shank, Jobbers Lengths...| _ Doz [0.86 | 0.79 | 3 
20 | Celestia, stain handle and edge, 1 in. cociiet GQemer................ po. | 2.97 | 2.07 | 2 
21 | Soldering coppers, 8 Ib. base............... 0... cccccecececees id Lb. —«||: 0.20% | 0.19 | « 
22 ¥ Post-hole diggers, Eureka pattern. . site a Cae a Doz. oe ~ 6.00 5.00 re § 
wt 23 Car movers, Badger............. a ‘ eae 7 - F od as ie a Doz. ay 24.00 25.00 21 
é 24 Wire rope, cruc. cast steel, 6 strand, 19 wire, % in, Glameter. . ae Manin” 100 Ft. a 4.72 || 1 
ae 26 “Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven . Roll of 600 Sq.Ft. 1.97 1.69 a “4 
~ 96 | Wire ecreen cloth, 18 mesh, black, less than carload............... --«400Sq. Ft. =—Ss«d|sa.t0=«|«0.90 | 
a7 "d Galvanized water pails, 10 qt., light pattern, less than carload... . 4 Gross 18.14 oa ‘33 
a 28 Enameled cast iron sinks, flat rim, 18 x 30...................... ie Each z « 1.80 1.80 - 
me 29 Finished brass compression bibbs, standard pattern, for I. P. 5% in... z Doz 3.67 3.59 - . 
80 Axes, unhandled, first quality standard grade, single bit, base...... Doz = 84 5.765 3.50 11 
~ 31 | Plain tin wash basins, 13 in., stampedt...... Wttinueuua: vec 2 ee Te 
ga | Circular opring balances, 90 Ib. x0z......................sss00. °°... ae 1? 
33 Lawn mowers, cast iron, 14 in., ball-bearing, medium grade, 4 Blade Each oe ; 2.90 i 3 
Col. No. 1 | 9 
eee kh ate eee March, 1942, in oft 


tNew list Nov. 21, 1935 


@ Ceiling prices established by Government Price Administrator in 1941; or later in 1942, 1943 or © %° size generally 


production. Manufac 









Hardware Ax 


100 East 42nd St., New York City 17, N. Y. 


TABLE of MARKET VALUES of MANUFACTURED 
DECEMBER, 1913, TO DECEMBER 31, 14 


Published by Hardware Age, Issue of January 31, 1946 
Compiled by OLIVER BROTHERS. INC., New York and Chicago, U. S. 





1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 
Dec. March uly Nov. Jan. Sept. March Sept. Dec. Dec. Dec. Dec. Dec. Dec. March Aug. 


1913 1915 pn | 1918 1920 1920 1922 1922 1923 1924 1925 1926 1928 1929 1933 1933 
-10 2.80 3.16 2.80 2.80 2.90 2.80 2.80 2.16 2.40 











1.50 1.36 5.00 3.90 3.60 5.00 
2.15 1.70 7.00 4.90 5.50 7.50 


.00 | 4.06 | 4.00 | 3.75 | 4.00 | 4.25 | 3.81 | 3.81 2.86 3.41 











60 | 4.75 5.75 5.25 5.76 | 5.25 | 6.89 | 6.89 6.89 | 6.00 





2 
3 
1.90 | 1.65 | 6.60 | 7.60 | 6.25 | 7.26 | 4 
1.7% | 3.64 | 10.80 | 10.80 | 9.23 | 10.80 | 6.41 | 7.29 | 8.75 | 8.10 | 8.75 | 8.10 | 0.70 | 0.70 | 0.70 | 0.68 
: . 
i 
3 


























86 | 5.40 | 6.20 | 6.71 | 6.10 | 6.00 | 5.70 | 6.70 | 5.70 | 5.70 
68 | 2.81 | 2.43 | 3.06 | 3.04 | 3.04 | 3.33 | 3.33 | 2.49 | 3.00 


2.43 1.87 7.29 9.00 7.69 8.65 
1.651 1.32 4.97 3.83 4.05 5.33 

















2.60 | 2.20 | 6.50 | 6.50 | 6.60 | 8.60 25 | 5.10 | 5.20 | 4.95 | 4.95 | 4.95 | 0.655 | 0.655 | 0.41 | 0.650 


7.80 | 26.34 | 67.20 | 67.20 | 61.60 | 70.40 | 39.60 | 48.40 | 39.80 | 41.80 | 49.50 | 65.00 | 566.00 | 55.00 | 39.60 | 65.00 














44 | 0.41 | 0.96 | 1.02 | 0.78 | 1.16 | 0.62 | 0.65 | 1.05 | 0.68 | 0.76 | 0.75 | 0.78 | 0.78 | 0.78 | 0.78 
66 | 2.40 | 8.21 | 7.20 | 7.20 | 8.80 | 3.70 | 6.44 | 5.10 | 4.36 | 4.10 | 4.10 | 4.82 | 4.92 | 3.90 | 4.10 























5.20 4.96 | 16.25 | 15.10 | 17.16 | 18.16 | 11.76 | 12.75 | 12.40 | 14.30 | 14.65 | 11.266 | 11.33 9.91 6.465 8.10 


8847 | 0.8577 | 0.8335] 0.835 | 0.87 | 0.8819 | 0.645625) 0.6288 | 0.8108 | 0.67949 











.926 | 0.9198] 0.784 | 0.784 | 0.82 | 0.784 
1.81 | 8.90 | 8.60 | 11.61 | 10.90 | 12.90 
90 | 0.90 | 2.76 | 3.00 | 3.60 | 3.60 
38 | 3.80 | 7.47 | 7.81 | 7.02 | 7.02 
1.87 | 4.75 | 9.00 | 10.00 | 10.00 | 11.81 
32 | 4.32 | 10.49 | 11.66 | 11.88 | 13.20 
13 | 1.13 | 2.09 | 2.73 | 2.39 | 2.66 











9 | 7.41 | 9.16 9.16 8.47 8.47 8.28 | 6.62 7.45 7.45 
40 | 2.40 | 2.76 | 2.67 | 2.16 1.52 1.97 | 1.62 1.51 1.81 











49 6.33 7.20 7.20 | 7.20 7.20 | 7.20 | 7.20 5.84 6.48 











78 | 8.78 | 9.00 | 7.50 | 7.60 | 7.60 | 4.86 | 6.13 | 3.25 | 4.63 
13 | 7.12 | 9.62 | 9.62 | 9.62 | 9.62 | 9.62 | 9.44 | 5.94 | 6.94 | 
70 | 1.89 | 1.75 | 1.89 | 1.89 | 1.89 | 1.89 | 1.89 | 1.89 | 1.89 
os | o.73 | 0.97 | 1.11 | 1.11 | d.a2 | 1.21 | 1.11 | 2.11 | 1.11 


49 | 6.49 | 5.35 | 5.35 | 6.34 | 5.34 | 5.35 | 5.36 | 6.36 | 5.36 






































86 0.79 1.42 | 1.46 1.39 1.39 
97 | 1.97 | 4.01 | 4.70 | 6.35 | 5.36 








ate) Kei NN! ola;ns|olio 





20144} 0.19 0.42 0.48 | 0.29 | . | 
00 | 6.00 | 9.00 | 12.60 | 18.00 |17.00 | 10.00 | 10.00 | 11.50 | 11.60 | 11.60 | 11.60 | 11.60 | 11.60 | 11.50 | 11.60 


1 
00 | 25.00 | 27.50 | 36.00 | 34.80 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 4¢ 





yy} 0.19%] 0.19 0.2134 | 0.21 0.2034 | 0.2334 | 0.2644} 0.1234] 0.16 
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wo 
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we | 
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72 | 4.41. 111.90 | 11.66 | 9.28 | 9.28 | 7.81 | 7.81 | 8.62 | 8.62 | 8.62 | 8.62 | 8.62 | 8.62 | 9.71 | 9.71 
97 | 1.69 | 3.47 | 4.13 | 4.189 | 4.13 | 8.61 | 3.61 | 3.76 | 3.63 | 3.33 | 3.08 | 3.13 | 8.01 | 2.48 | 2.48 
‘10 | 0.90 | 1.75 | 1.95 | 2.06 | 2.05 | 1.80 | 1.80 | 1.95 | 1.80 | 1.70 | 1.60 | 1.71 | 1.42 | 1.36 | 1.44 











“48.14 | 33.60 | 45.97 | 40.82 | 60.40 | 22.98 | 22.98 |24.19 | 25.63 | 26.88 | 24.84 | 23.04 | 24.12 | 18.12 | 21.87 | 2 


































































































30 | 1.8 | 3.35 | 4.46 | 4.65 | 5.00 | 3.86 | 3.85 | 4.06 | 4.06 | 4.05 | 4.05 | 4.00 | 4.15 | 2.35 | 3.65 
67. | 3.69 | 7.18 | 8.60 | 9.68 | 10.77 | 5.67 | 6.30 | 6.80 | 5.98 | 6.98 | 6.30 | 56.99 | 6.35 | 65.25 | 6.75 
7 | 3.60 | 11.60 | 13.50 | 14.60 | 16.00 | 12.00 | 11.00 | 10.75 | 12.00 | 10.60 | 12.00 | 13.00 |13.00 | 9.60 | 8.80 | 
. | 6.03 | 10.44 | 10.44 | 17.16 | 17.16 | 13.90 | 13.90 | 13.90 | 13.21 | 13.01 | 12.20 | 12.20 | 9.72 | 9.60 | 9.24 
| 6.00 | 7.60 | 8.00 | 9.00 | 9.00 | 7.60 | 7.60 | 7.6934| 7.6914] 7.6934| 7.6914| 7.69!4| 7.6914] 6.60 | 6.50 
.. | 2.90 | 3.60 | 6.00 | 6.60 | 7.60 | 6.40 | 6.40 | 7.00 | 6.40 | 6.40 | 6.40 6.00 | 6.60 | 3.76 | 3.60 | 
\% 2 3 4 5 6 7 8 9 10 11 12 13 14 16 16 

ses F as automatic by fixing price ceilings at selling price in effect A Price ceiling, March, 1942. 
aan, 18th in other, notin, Oy Peet cures snow ower orice because of greater In Feby 1943, excepting (on defense housing, manufacture o 


production. Manufacture of finished all brass bibbs was discontinued on March 17, 1942. of July 31, 1942. A 5 per cent increase was allowed. 
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ANUFACTURED HARDWARE 
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New York and Chicago, U. S. A. 
14 15 16 17 18 19 20 21 22 23 24 
Dec. March Aug. July Aug. July July June June June Dec. 
1929 | 1933 | i983 | i934 | 1935 | i936 | i937 | 1938 | i939 | 1940 | 1941 
2.80 | 2.16 | 2.40 | 2.40 | 2.40 | 2.60 | 3.00 | 3.00 | 2.90 | 3.00 | 3.00 
3.81 | 2.66 | 3.41 | 3.81 | 3.61 | 3.81 | 4.22 | 4.92 | 4.31 | 4.16 | 4.76 
6.89 | 6.89 | 6.00 | 6.00 | 6.00 | 6.00 | 6.30 | 6.30 | 6.15 | 6.25 | 7.67 
0.70 | 0.70 | 0.68 | 0.68 | 0.68 | 0.68 | 0.60 | 0.65 | 0.69 | 0.63 | 0.70 
5.70 | 6.70 | 6.70 | 6.70 | 6.70 | 6.70 | 6.16 | 6.73 | 6.05 | 6.39 | 7.58 
3.33 | 2.49 | 3.00 | 2.70 | 2.85 | 8.16 | 3.42 | 2.78 | 2.68 | 3.05 | 3.29 
0.655 | 0.41 | 0.60 | 0.45 | 0.475 | 0.627 | 0.67 | 0.43 | 0.44 | 0.44 | 0.57 
5.00 | 39.60 | 65.00 | 65.00 | 65.00 | 55.00 | 65.00 | 55.00 | 45.00 | 47.30 | 60.50 
0.78 | 0.78 | 0.78 | 0.80 | 0.80 | 0.76 | 0.96 | 0.8 | 0.95 | 1.06 | 1.05 
4.32 | 3.00 | 4.10 | 4.66 | 4.66 | 4.56 | 4.80 | 5.05 | 4.79 | 5.04 | 5.32 
9.91 | 6.45 | 8.10 | 8.37 | 7.16 | 7.68 | 9.16 | 9.15 | 9.80 | 9.80 | 10.55 
0.6288 | 0.8108 | 0.67949] 0.72631] 0.7494 | 0.78253] 0.7000| 0.78324 0.7338| 0.7346] 0.633 
6.62 | 7.46 | 7.45 | 8.765 | 8.75 | 8.75 | 9.60 | 9.60 | 9.60 | 9.60 | 10.25 
1.62 | 1.61 | 1.81 | 2.00 | 2.00 | 1.83 | 2.22 | 1.86 | 1.80 | 1.92 | 2.35 
7.20 | 6.84 | 6.48 | 6.48 | 6.48 | 6.48 | 7.20 | 6.48 | 5.83 | 5.83 | 5.83 
6.13 | 3.25 | 4.63 | 3.02 | 3.92 | 6.18 | 6.80 | 5.38 | 4.86 | 4.60 | 6.80 
9.14 | 5.94 | 6.94 | 6.93 | 6.93 | 7.70 | 7.70 | 7.70 | 7.70 | 7.42 | 10.90 
1.89 | 1.89 | 1.89 | 1.89 | 1.80 | 1.80 | 2.86 | 2.86 | 2.86 | 2.86 | 2.36 
1.41 | 1.11 | 1.11 4 1.93 | 1.28 | 1.98 | 1.48 | 1.42 | 1.48 | 1.48 | 1.43 
35. | 5.35 | 5.35 | 5.35 | 5.35 | 6.35 | 5.65 | 6.66 | 5.65 | 6.65 | 6.27 
26%, | 0.12% | 0.16 | 0.16% 16 |) (.a7 «| «Say ]swat 18 | .20 | .26 
60. |11.60 | 11.60 | 11.95 | 11.25 | 11.95 | 11.95 | 11.76 | 11.75 | 11.00 | 14.00 
00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00. 
2. | 9.71 | 9.71 | 8.81 | 8.81 | 8.81 | 9.83 | 9.83 | 8.81 | 8.81 | 9.97 
o1 | 2.48 | 2.48 | 2.09 | 2.92 | 2.56 | 2.80 | 2.72 | 2.63 | 2.71 | 3.12 
a2. | 1.36 | 1.44 | 1.99 | 1.32 | 1.49 | 1.60 | 1.476 | 1.393 | 1.50 | 1.53 
42 | 18.12 | 21.87 | 20.78 | 21.87 | 24.36 | 31.68 | 24.40 | 26.08 | 26.40 | 34.20 
4.15 | 2.35 | 3.65 | 3.02 | 3.15 | 3.16 | 3.15 | 3.16 | 3.12 | 3.27 | 4.76 
5.35 | 5.25 | 6.75 | 5.60 | 5.81 | 5.64 | 6.88 | 5.06 | 6.02 | 5.27 | {4-83 
3.00 | 9.60 | 8.80 | 9.60 | 9.60 | 9.60 | 10.80 | 12.00 | 12.00 | 12.00 | 12.76 
0.72 | 9.60 | 9-24 9.84 9.84 9.84 10.92 | 10.92 10.92 9.36 9.48 
7.69% | 6.60 | 6.50 | 6.50 | 6.60 | 6.00 | 6.00 | 6.00 | 6.00 | 6.00 | 6.00 
5.50 | 3.76 | 3.60 | 4.10 | 3.60 | 3.86 | 4.30 | 4.30 | 3.86 | 3.86 | 4.60 
i4 15 16 17 18 19 20 21 22 23 24 
. ® Denotes ceiling price. 
Te . mensing, menmutactere of enameled sinks wee efdered steuped es @ Discontinued temporar: 





cent increase was allowed. 


® Wood handle 


permaner! 


Compiler’s Note: 


We have reduced lists and discounts to unit prices or unit quantity prices as the case may be, and in 
doing this we have taken into consideration the fact that the list prices on some items have been changed 
from time to time and the net prices shown are based upon the lists and discounts in effect on the dates 
given. The figures opposite the subject Wood Screws represent the discounts reduced to a unit percentage. 
The prices shown represent what would be recognized as a reasonable wholesale price allowed by the 
manufacturer to the wholesale merchant (the jobber). 


The lowest average prices will be found in column under “March, 1915,” although lower prices on some 
commodities are to be found in other columns. 

The highest prices are to be found distributed between July, 1917, and September, 1920. Many of the 
highest prices were put into effect after the war had ended, during 1918, 1919 and 1920. 

During 1942 and 1943 a number of these items were greatly reduced in range of sizes and grades 


permissible but this does not necessarily affect the prices. Some of the items shown here were, of course, 
available only on priority ratings in effect at time of purchase. 


OLIVER BROTHERS, Inc. 



































































































































































































































_ 23 24 25 26 27 28 New York-Chicago 
, June Dec. Sept. Sept. | Sept. | Dec. 31 | Item 
) | 4940 | 1947 | 1942 | 1943 | 1944 | 1945 MATERIAL No. 
~ | 3.00 | 3.00@ | 3.00@ | 3.00@ | 3.00@ | 3.25@ | Steel railroad spikes, %x65}4............. INE TUS 
| 4.16 | 4.75@ | 4.76@ | 4.75@ | 4.75@ | 4.75@ | Track bolts, square nut, 4 x3%....... ATTRA 
| 6.95 | 7.67 | 7.67@| 7.67@ | 7.67@ | 7.67@ | Crow bars, 10to40Ib......................... GEES Ss 
2 0.63 _ 0.70 & 0.706 0.700. 0.700. 0.108 Striking hammers, Oregon pattern, 6 Ib...... os ; ; a : weet fi , 
| 6.39 | 7.68 | 7.68@ | 7.58@ | 7.68@ | 7.58@ | Railroad picks,6Ib...................... ewes DE Gr 
| 3.05 | 3.29 | 3.29@ | 3.29@ | 3.29 | 3.29@ | Machine bolts, 54x4................. RIERA: op 
7 0.44 ¥ 0.57 0.57 ~ 0.57@  0.57@ 0.570. Hot pressed nuts, square, blank, ) in... + ee : 2 She py i: is shi ee 
~ 147.30 | 60.60 | 60.50@ | 60.60@ | 60.50@ | 60.50@ | Iron turnbuckles, 1 in. with stub ends............................|. 8 
| 4.05 | 1.05 | 1.06@ | 1.06@ | 1.05@ | 1.05@ | Spring cotters, steel, 3x1............... ee ee 
56.04 | 5.32 | 6.04@ | 5.04@ | 5.04@ | 5.04@ | Small black rivets, 14x11, inkegs........................ a 
9.30 | 10.55 | 10.55@ | 10.55@ | 10.55@ | 10.55@ | Upholsterers cut tacks, No. 4, blued, in bulk*............. Se — 
3 0.7346 “0.6337. |  0.6837¢@ 0.6337@ 0.6337@ 0.6337@ Wood screws, flat head, iron (new list prices July 1, 1941).......... 12 
9.60 | 10.25 | 10.26@ | 10.26@ | 10.25@ | 10.25@ | Shovels, plain back, No.2, C grade.............................. 13 
~ | 14.92 | 2.35 | 2.36@ | 2.12@ | 2.23@ | 2.45@ | Ball tip, loose pin, steel butts, 334 x 3%, plated, No.241F..........| 14 
6.83 | 5.83 | 6.83@ | 5.83@ | 5.83@ | 6.41@ | Wrought brass butts, Zin. narrow...................... a ye 
4.60 6.80 6.80@ % 6.80@ 6.800. 6.16@ Stillson pattern wrenches, 10 in., wood handle ©. . a ee i ord 16 
7.42 | 10.90 | 11.00@ | 11.00@ | 11.00@ | 11.00@ | Monkey wrenches, knife handle, 10in........... PEAR To 
2.36 | 2.36 | 2.36@ | 2.36@ | 2.36@ | 2.36@ | Files, 10in. flat bastard... 2.2.0... cece cgeceeeueee. ae up 
| 1.48 | 1.43. | 1.48@ | 1.43@ | 1.43@ | 1.43@ | Carbon twist drills, { in. round straight shank, Jobbers Lengths...| 19 
| 6.65 | 6.27 | 6.27@ | 6.27e | 6.27@ | 6.27@ | Chisels, plain handle and edge, 1 in. socket firmer.......... et 
“| .20 | .25 | .26@ | .25@ | .26@ |  .26@ | Soldering coppers, $b. base.........0..0.......cccceeeeegeeeeef BL 
~ 111.00 | 14.00 | 14.00@ | 14.00@ | 14.00@ | 14.00@ | Post-hole diggers, Eureka pattern...............................) 22 
148.00 | 48.00@ | 48.00@ | 48.00@ | 48.00@ | 48.00@ | Car movers, Badger........ 0.000.000... ecccececececceeeeeeeee..) 283 
| 8.81 | 9.27 | 9.2701 om | m& | 9.27@ | Wire rope, cruc. cast steel, 6 strand, 19 wire, 5; in. diameter.......| 24 
2 2.71 3.12 a 3.12@ 3. 120 i ‘3.120. 3.12 “3 Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven 95 
“| 1.60 | 1.63 | M86& | 1.57140 [1.5714@ | 1.5714@| Wire screen cloth, 12 mesh, black, less than carload...............] 26 
196.40 | 34.20 | 34.20@ | 34.20@ | 34.20@ | 34.20@ | Galvanized water pails, 10 qt., light pattern, less than carload.......| 27 
“| 3.97 | 4.76 | 6.350] mo | om | mm | Enameled cast iron sinks, flatrim,18x30........................| 2 
6.27 | foe | tee | dais | | Finished brass compression bibbs, standard pattern, for I. P. 5 in...| 29 
~ 142.00 | 12.75 | 12.76@ | 12.75@ | 12.75@ | 12.75@ | Axes, unhandled, first quality standard grade, single bit, base.......| 30 
| 9.36 | 9.480 | 9.48@| = | m | om | Plain tin wash basins, 13 in., stampedt..................... ee i SE 
~| 6.00 | 6.00 | 6.00@ | 6.00@ | 6.00@ | 6.00@ | Circular spring balances, 30 Ib. x0z....................+0-. ae ia 
: 3.86 rt 4.50 4.35@ | ae: * = x a | ; © Lawn mowers, cast iron, 14 in., ball-bearing, medium grade, 4 Blade 33 
23 24 25 26 “QT 28 


enotes ceiling price. 
iscontinued temporarily by order of WPB. 
‘ood handle permanently discontinued, steel handles only. 











WHATS NEW 


Weeding Tool 


Designed on lever principle with light- 
ning-quick ejector, maker states. Elim- 
inates bending and stooping and soiled 








hands. Suggested retail selling price, $2.50. 
The Weed-O-Mat Co., 218 Forest Drive, 
Falls Church, Va. 


Locke Stove’s 
Draft Regulator 


The Locke Stove Co., 114 W. 11th St. 
Kansas City, Mo., has just marketed a new 
automatic draft regulator for use on Warm 
Morning coal heaters, models 120 and 520. 
Said to prevent overheated or cold stoves; 


easy to operate and to install—all that’s 
needed, it’s said, are a screwdriver and a 
pair of pliers. 


Model Air Craft 


Ross Chemical Products, 8459 Melville 
St., Detroit 17, Mich., has redesigned its 
No. 505 glider which now has dihedral 
(bent) wings and is printed with Air 
Corps insignia. Has 14 in. wing span; 
rounded corners; colored in blue and red. 
Packed individually in three-color carton. 
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Retails for 10 cents. Other models avail- 
able are of the Piper Cub, Stinson Voyager 
and Taylorcraft as well as a 36- by 30-in. 
kite. Retail selling prices of these are 10 
cents each. 


Gunsight 


“Nydar”—projects an illusionary bull’s 
eye pattern into the sky and around the 
target. Projected ring said to promote 
greater accuracy in “lead” shooting and dot 
to enable hunter to get range accurately. 
Constructed of blue steel; can be mounted 
on both breakdown and automatic types of 
shotguns. Retail selling price, $27.45. 
Swain Nelson Co., Glenview, Ill. 


Hollingshead’s Whiz-oft 


The R. M. Hollingshead Corp., Camden, 
N. J., reports that it has developed a “new 
type floor cleaner called Whiz-off,” which, 
it is said, removes wax accumulations, 
grease and surface dirt in quick time. Also 


said to be harmless to the floor-covering 
material and to be suited for cleaning 
painted woodwork, walls and venetian 


blinds. 


Pressure Cooker 


At present available only in 41% qt. size. 
Has supplementary serving cover. Pressure 
cover easily removed by pressing down on 
finger tip control, turning, and the lid lifts 
out. This model with serving cover and 
weighing 42 oz. retails for $13.95. Ekco 
Products Co., 1949 No. Cicero, Chicago, 
Tl. 





MINUTE MOP 
Line of Cellulose Sponge 
Products f 


© Minute 
BATH 
TUB 
BRUSH Price 


69c 


Tops for cleaning the bath 
tub easier and faster. Ends 
stretching, straining and 
irksome bending over, Keeps 
hands dry, yet works up 
rich, dirt-catching lather. 
Made of Dul’ont Cellulose 











"Sponge mounted on wood 


block. Handle, 18” long. 
Shipping weight, per gross, 
50 Ibs. 





@ Minute 
LAVATORY 
BRUSH 


List Price 29c 


For keeping wash bowls and stands spotless all 
the time. The h who di in cleanli- 
ness quickly sees its speed-up advuntaxes, how it 
does away with untidy, messy fixtures in a jiffy. 
Measures 4%” x 1%” x 1%”. Shipping weight, 
per gross, 22 Ibs. 


e Minute | 
DISH 
MOP 











*"Fin Model'’ 


Price 35¢ 


| ingenious method yet 

coffee makers, 

pitchers, Jars, patties — ali 

deep china and glassware. 

Cellulose sponge head is sectioned and set into 

handle, resembling a paddie-wheel, that washes 

clean as you me handle, Packed in counter dis- 

play cartons 12 mops. Shipping weight, per 
gross, 20 =” 











@ Minute 
WINDOW 
BRUSH 


List 
Price 


59 


There's a ready market await- 
ing this handy, efficient 
housekeeping device that gets 
windows sparkling with less 

ce Work. Especially useful to 
clean small, partitioned win- 
dows. Wood block measures 
5%” x 1%”, with a handle 
18” long. Packed one gross 
to the case. Shipping weight, 
47 Ibs. 


Send in your order now to your Jebber and 
learn how easy it is to cash in on new, extra 
with the steady-selling, famous Minute 








lop Cellulose Sponge Line that’s distributed 
nationally. 


MINUTE MOP (0. 


e——A IS EE. 23 rd.St. 


Oath | CMICAGO 16 ILL. 











( WERE'S WHAT ) 
FOLKS NEED 
to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
ia powder form... jast 
mix with water aad 
ase. Will not shriak. 
Sticks and stays pat. 















mediate deliv- 
ery on Durham's 
Rock-Hard Water Putty. 
Packed twelve 1-lb. cans 
or four 4-Ib. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industrial users. 


The PLASTIC Repair etriat) 


in POWDER Form 





WOOD PARTS 


If it’s made of WOOD send your 
inquiries to us. We manufacture 
handles of every type, dowels, 
automatic turnings, and miscel- 
laneous wood items. 


Weed Products Division 


MAINE INDUSTRIES COMPANY 
General Offices - Banger, Maine 











‘GUNSHIME 
cHAMOIS 


MADE IN U.S A 


t 
SEWED PIECE CHAMaIS 


HOYT & WORTHEN TANNWINC CORP 
HAVERHILL MASS 





Gripper Clips 


@maD ond large Registered U. 6. Pat. Ofcs 
otses fer 

steele, garden 
taplements,. 
uitebes utensils 


. Sheng 
Pecesed cards. 
§ Gem. te @ box. 
Uette (3 
large and 1 dos 
email). Retails 
at 10¢ esch. Cir- 
-alere om request. 


e GIBSON GOOD TOOLS, INC. 
Bor 268 Orange, Mass., U.S.A. 


yEsTS 
a /pPER 


A COMPLETE LINE 


FF 














>> ’ m 
77 Years Riaulaliorn 
4 


wn Ke 7raae 


AMERICAN SHEARER MFG. CO narmuann 



















Delbridge Tax Chart 


The new Delbridge Simplied Withhold- 
ing Tax Chart is designed, it is said, to 
| meet the requirements of the new income 





| tax law (every employer must use a new 
set of figures to compute withholding tax 
deductions starting Jan. 1). Printed in 
| large, easy-to-read type and covers all de- 
tails of withholding requirements. Is pub- 
| lished in four editions and covers weekly, 
| bi-weekly, semi-monthly and monthly pay- 
roll periods. Each edition also shows one- 
| day to seven-day miscellaneous payroll 
| period deductions without requiring the 
use of multiplication or division, and the 
|exact deduction in the lowest income 
| bracket without the use of odd percentage 
rate multiplication. Delbridge Calculating 
Systems, Inc., 2502-20 Sutton Ave., St. 
| Louis 17, Mo. 





Cabl-Ox Wire 
Rope Clamp 


The Nunn Mfg. Co., 2125 Dewey Ave., 
Evanston, IIl., says that this clamp incorpo- 
rates a new and exclusive welding action in 
its component parts making it possible to 
hold loads in excess of the tensile strength 
of the rope used. Unit is alloy steel, cad- 
mium plated for weather protection, 
streamlined for neat appearance and free- 
dom from obstruction. Easily assembled by 
unskilled labor it may be readily dis- 
sembled for the tightening of stretched 
lines or other uses. Made in all standard 
sizes from 1/16 in. to % in. 




















TWIX 


Nailclip 


Precision made 

Hardened and ground 

Drop-hammer design 
Immediate delivery 


Twix Manufacturing Co. 
40-09 21st St. Long Island City, N. Y. 













TROY 
: BEST 


Assures better workmanship and 


FILE HANOLE. 
safety to user. It can’t split. 


| Se ee 





FILE CARD—cleans files, taps, and dies quickly and 
thereughly. 


TROY FILE WORKS 


Troy. Est. 1831 M. Y. 














screw Hy ORAULIC 


Jacks 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 































NU-WAY 
Calf & Cow 
WEANER 


SELLS ON SIGHT 


BECAUSE THE PRINCIPLE IS RIGHT 
Thousands of satisfied users from coast te coast 
Jabs the Animal Weans Them the 
Doing the Sucking Huemane Way 
— An liem That Repeste — 
SEE YOUR JOBBER 
AUSTIN MFG. CO., ROUND GROVE, ILL. 








FOLDING 


CHAIRS 


Upholstered and 
Piela. Meny styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 
CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N. Y. 











101 
uses 
25, 
50 
100 Ib 
kegs 
THEY PULL—CLINCH—HOLD 
The outstanding fastener for making, ressiring 
screens, garden furniture, frames. etc 
ORDER NOW FROM YOUR JOSS 
SUPERIOR FASTENER CORPORATION 
2949 Eistes Ave Chieege (18), HL 











HARDWARE AGE 











seat Waites 











WHATS REW 





Franco-American’s 
Dusorb 
The Franco-American Hygienic Co., 540 


N. Michigan Ave., Chicago, Ill., has re- 


cently created a new liquid said to “trans- 
form any cloth or mop into scientific dust 
absorbers,” and to be “harmless to any 
surface, paint, paper, fabric or wood” and 





“odorless, non-inflammable and harmless to 
hands.” Comes in 12 and 32‘oz. bottles. 





Ray-O-Vac Display 
Basket 


This colorful display basket is now avail- 
able from Ray-O-Vac Co., Madison, Wis. It 





holds 50 Ray-O-Vac Leakproof flashlight 
batteries. 


Bar-B-Grille 
Portable Fireplace 


Readily assembled and requiring little 
space it is designed for use for those not 
ready for a permanent installation. Com- 
prises four sides of ceramic material with 
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stonelike texture to blend into any back- 
ground. May be painted to harmonize with 
surroundings. Eight interchangeable corner 
brackets of non-corrosive metal hold sides 
together when in use. Four grids of rust- 
proof metal can be arranged for broiling, 
baking or boiling. Maker states ceramic 
sides direct heat where needed, yet outside 
remains cool. Present units are made in 
Detroit but the maker plans to have ceramic 
pieces made near sales outlets to save 
freight cost. The Bar-B-Grille Co., 2015 
Book Tower, Detroit 26, Mich. 


Klincher Lock-Nut 


Faultless Caster Corp., Lock-Nut Division, 
Evansville, Ind., is now making the Klin- 
cher Lock-Nut, which has a cone grip ac- 
tion; this said to apply pressure “evenly 
around threads at base of nut.” Has same 
height, when locked, as standard nut and 
washer. Said that while being applied the 
lock-nut has class 2 fit and, when locked in 
position it has in effect a class 4 fit. All 
metal, and can be plated, sprayed or 
painted before or after application. Said 
to hold locked position permanently and 
that the flush seating surface will not gouge 
or mar. 

















BETTER DELIVERIES NOW! 


We are catching up on our flood of orders. 
Perhaps by the time you read this we will 
again be in a position to fill current orders 
promptly. We thank you for your forbearance. 


Ad iards4 and Wa dte4 


LIKE A 


SPONGE 


A Used WET, 
| DAMP or DRY 







i *) ALSO A 
, SWELL 
DISHCLOTH 








} Pe 
GPT Dries G4Ha Polishes 


Holds amazing amount of water. Used 
like a Chamois for cleaning, drying, 
polishing. Dry, it’s perfect for dusting. 


CANNOT UNRAVEL. Hidden stitch 
locks each thread. Result: dense, long- 


wearing surface. 





Handsomely put up in red, white and 
blue display bands. Free counter folders. 


INTRODUCTORY ASSORTMENT #23 
PACKED IN DISPLAY CARTON 





2 Pleces DUET #100 $1.00.......46- $2.00 
2 Pieces DUET + 75 TB. ccvescees 1.50 
7 Pieces DUET # 50 050. ccc cccce 3.50 
12 Pieces DUET + 25 | er 3.00 
23 Total Retail Value..........+++ -$10.00 


IF YOUR WHOLESALER DOESN'T 
HAVE “DUET” SEND US HIS NAME 


Another Product of 
American Sponge & Chamois Co., Inc. 


49 Ann Street, New York 7 
245 Mission Street, San Francisco 5 


Producers of 


AMSCO CHAMOIS and MERMAID SPONGES 
EST. 1869 DEMAND BY BRAND 


149 








VLCHEK 
AYO: 


HAMMER 


SELECT HICKORY 
HANDLE 


SPECIAL 
HAMMER STEEL 


POLISHED 
FACE AND PEINS 
wh 3 ‘+ (ae 





150 








Superior 365 


Superior 365, says the maker, is a wall 
paint blended with DDT under a new pat- 
ented process and has proved itself an 
effective “insect control” for as long “as 
16 months after a single coat application.” 
Company claims that each square foot con- 
tains 200 milligrams of DDT and that it 
has worked against 132 varieties of insects; 
also that it is harmless to humans. Mixed 
by adding water to the base paint. Superior 
Paint & Varnish Co., 2256 Elston Ave., Chi- 
cago, Tl. 


Eject-O-Matic Elec. 


| Soldering Iron 


A trigger operated automatic-feed iron 
ejecting a measured amount of solder from 
a reel concealed in the handle. Special 
retracting feature prevents melting of 
excess solder on heating tip, amount de- 
posited each time trigger is pulled is regu- 
lated by a@ micrometer adjusting wheel 
mounted in handle of iron and easily ac- 
cessible to operator’s thumb. Pistol-grip 
handle is of bakelite and the tool weighs 
1% Ib. loaded. Handle has two section 
slide-on cover, shorter section providing 
access to loading chamber the longer one 
housing feeder mechanism. Tube contain- 
ing heating element extends from the han- 
dle. Replaceable tip is grooved to guide 
molten solder. Non-corrosive tip especially 
designed for fast heating and excess heat 
is dissipated before it can reach the handle 
by nine graduated cooling vanes located on 
tube near handle. Iron has special stand 
which permits moving forward through an 








WHATS NEW 


angle of 45 degrees providing firm founda- 
tion for the operator when doing fine work. 
Trigger extension is available to enable 
operator to work iron on stand leaving both 
hands free to hold the work. Multi-Prod- 
ucts Tool Co., 123 Sussex Ave., Newark, 
N. J. 





Time-Saver 
Pressure Cooker 


Has four-quart saucepan cast of virgin 
luminum alloy, polished in high lustre with 
particularly flat broad bottom to conserve 
maximum flame energy. Pressure gage 
made so that cooking can be done under 5, 
10 and 15 lbs. of pressure, as needed. 
Further home and kitchen items of cast 
aluminum, including several other sizes of 
cookers are planned by Traubee Products, 
Inc., 924 Bergen St., Brooklyn, N. Y. The 


manufacturer has booklets giving illus- 


eee races a| 





trated instructions on the use of the 
cooker, step by step and including a cook- 
ing time table. 





Westinghouse “Look Book” 
On Store Modernization 


The Westinghouse Electric Corp., Ap- 
pliance Division, Mansfield, Ohio, has made 
available to its dealers a group of store 
modernization ideas in a brochure, “The 
Look Book,” giving the fundamentals of 
good store display, including store fronts, 
interior displays, service areas, truck paint- 
ing and 10 complete store plans which are 
illustrated in color. Copies are available 
from distributors. Graph paper for making 
scale plans of store interiors and cutouts 
to simulate appliances and display areas 
such as the kitchen-laundry are included. 
Covered ar2 such subjects as store and 


| window lighting and the relationship of 


| light to color and the use of proper win- 





dow backgrounds for different types of 
merchandise. Interior coloring is given at- 
tention. A variety of display treatments for 
electrical appliances is one of the many 
features of the modernization book. The 
book also deals with layouts for different 
types of stores, long and narrow, etc., and 
demonstration facilities for different types 
of appliances. 


HARDWARE AGE 
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DONT KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 






“Lifts from 1000 te 3000 ibs. with ease." 


ELECTRIC ELEVATORS, HAND 
ELEVATORS 


ROPE 


DUMB WAITERS 


Davis & Newcomer Electric Elevator Co. 


Write for Information and Prices. FOSTORIA, O. 











BENGAL’S PURE TINTING 


COLORS-IN-OIL 


LOW PRICED TO DEALERS 


We aim to keep BENGAL’S Colors-in-Oil the 
finest colors in America. High tinting strength, and 
true tones. 

Priced very low, because of our mass production. 
Attractive labels. Prompt shipment. In 14-pints and 
quart cans. 

FRE Write TODAY for free 44-pint sam- 


ple and dealer prices and discounts. 
Jobbers—Write for special offer 


BENGAL C0., 214 St. Nicholas Ave., N. Y. 27, N. Y. 











GOVERNMENT-OWNED SURPLUS 


CORDAGE 


SISAL—JUTE— COTTON 
FOR SALE by 


REC 


Large quantities of sisal (both agave and hene- 
quin), jute and cotton rope now available. Un- 
used and in good condition. Size range 5/16" to 
334" in diameter. Minimum sale: 1 coil. 


For prices, terms, location of material and 





fe 
Champion 
SHELF BRACKETS 


These neat appearing shelf 
brackets are made of 






wrought steel with deep 
drawn channel construction. This insures 
extra strength and more secure holding 


power. 


Easy to apply—free access to all screw 
holes. Steady, year ’round sellers that 
return a fair profit. Sizes: 3” x 4” to 
12” x 14” inclusive. Japanned finish. All 
CHAMPION products are backed by a 
long established reputation for quality. 


No. 88J 


Nearly all hardware jobbers handle certain products 
in the big, fast selling CHAMPION line. If your 


jobber doesn’t—then please write to us. 


THE CHAMPION HARDWARE COMPANY 








| The Name To Remember! 


NDLE 


For precision-made 
Wire Hardware, Cotter Pins, 
Plumbers’ Specialties, Flat 
Spring Keys, Riveted Keys. 


Contact Your Jobber 





complete information, call, telephone, wire or 
write your nearest RFC regional disposing 
agency listed below, giving type, quantity and 
sizes desired. 


_)RECONSTRUCTION JFINANCE CORPORATION 


A Disposal Agency Designated by the Sueples Property Administration 


BRIGHT «¢ BRASS 














WIRE GOODS 


HINDLEY MFG. CO. 





jes located at: Ati ingh « Boston 
Chariette .« Chicago . Cleveland Dallas «. Denver 
Detroit - Helena - t itt + Kansas City, Moe. 


Little Rock e LesA . 
Nashville +« New Arey ° stow York « Oklahoma ‘City 
Omaha « Philadelphia «. Portland, Ore. + Richmond 
St. Lowis + Salt Lake City « San Antonie + San Francisce 

> Seattle -« Spokane 259 





60 JOHN ST. VALLEY FALLS, R. I. 
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HEAD YOUR BUYING LIST 








ZIM CAN OPENER 


Opens any shaped cans, leav- 
ing edges clean. Strongly 
made for long service. Folds 
upward when not in use. 





Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not used. 






DELUXE MODML 
ZIM JAR OPENER 


ZIM FLATIRON REST 


STANDARD MODEL 





Leaves entire board for ironing. 
Folds back when not in use. 


VERY SOON NOW... 


we will supply you with the fa- 
miliar Zim appliances and new 
“postwar” ones too. Meanwhile, we 
are apportioning our production 
so each customer will get some. 








ZIM MANUFACTURING CO. 
Headquarters for Labor-Saving Home Appliances 
3037 CARROLL AVE. — CHICAGO 12, ILL. 
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Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


Alabama, Retail Hardware Association 
of, May 15-17, 1946, inclusive, convention 


| and exhibit at the City Auditorium, Bir- 


mingham, Ala. Mrs. J. H. Crowe, secre- 
tary, 1906 N. Fifth Ave., Birmingham 3, 
Ala. 

American Hardware Manufacturers’ 


| Association, meeting jointly with the Na- 





tional Wholesale Hardware Association and 
the Southern Hardware Jobbers’ Associa- 
tion, March 11-14, inclusive, 1946, at the 
Marlborough-Blenheim, Atlantic City, N. J. 
Charles F. Rockwell, 342 Madison Ave., 
New York 17, N. Y., is secretary-treasurer, 
American Hardware Manufacturers’ Asso- 
ciation; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is secretary-treasurer, 
National Wholesale Hardware Association, 
and T. W. McAllister, 814 Metcalf Bldg., 
Orlando, Fla., is secretary of the Southern 
Hardware Jobbers’ Association. 

American Toy Fair—New York City, 
March 11-23, 1946, inclusive, with exhibits 
at 200 Fifth Ave., 1107 Broadway and other 
permanent showrooms and at the Hotel Mc- 
Alpin and Hotel Breslin. Horatio D. Clark, 
assistant director, Toy Manufacturers of 
the U. S. A., Inc., 200 Fifth Ave., New 
York 10, N. Y., is manager of the American 
Toy Fair. 

Arkansas Retail Hardware & Imple- 
ment Association, convention, March 18-19, 
1946, at Marion Hotel, Little Rock, Ark. 
George L. Turner, 322 E. Markham St., 
Little Rock, Ark., is secretary. 

California Retail Hardware Association, 
convention, Feb. 19-21, 1946, inclusive, at 
the Hotel Whitcomb,*San Francisco, Cal. 
Le Roy Smith, 417 Market St., San Fran- 
cisco, Cal., is secretary. 

Connecticut Hardware Association con- 
vention, Feb. 12-13, 1946, at Hotel Taft, 
New Haven, Conn. Fred T. Blish, Jr., Man- 
chester, Conn., is secretary. 

Florida Retail Hardware Association, 
convention early in May, 1946, Anglebilt 
Hotel, Orlando, Fla. William W. Howell, 
Waycross, Ga., is secretary. 

Franklin Hardware & Supply Co., 
annual meeting, Feb. 5, 1946, in the Jeffer- 
son Room, Adelphia Hotel, Philadelphia, 
Pa. Open house all day at company’s new 
headquarters which were moved to 918-928 
N. Delaware Ave., Philadelphia 23, Pa. 
F. Leon Herron is manager. 

Georgia Retail Hardware Association, 
convention early in May, 1946, Ansley 
Hotel, Atlanta, Ga. William W. Howell, 
Waycross, Ga., is secretary. 

Housewares Show, The, managed and 


| directed by Mrs. Flo English, will be held 





at the Atlantic City Auditorium, Atlantic 
City, N. J., May 13-17, inclusive, 1946. Mrs. 
Flo English has her headquarters at the 
Hotel Pennsylvania, New York 1, N. Y. 

Illinois Retail Hardware Association 
convention, Feb. 25-27, 1946, inclusive, at 
Sherman Hotel, Chicago, IIl., C. G. Gilbert, 
1321 Merchandise Mart, Chicago 54, Ill. is 
secretary. 

Indiana Retail Hardware Association, 
convention and exhibit, Jan. 29-Feb. 1, 
1946, inclusive, Murat Temple, Indian- 
apolis, Ind. G. F. Sheely, 333 N. Penn- 
sylvania St., Indianapolis 4, Ind., is secre- 
tary. 

Intermountain Association, conven- 
tion, Feb. 25-26, 1946, at the Hotel Utah, 
Salt Lake City, Utah. Leon L. Weeks, 
Chamber of Commerce Bldg., Boise, Idaha, 
is secretary. 

Iowa Retail Hardware Association, con- 
vention and exhibit, Feb. 12-15, 1946, inclu- 
sive, in Des Moines, Towa, Convention— 
Hotel Fort Des Moines; exhibit—Coliseum 
Building. Philip R. Jacobson, Mason City, 
Iowa, is secretary. 

Michigan Retail Hardware Association 
convention, Feb. 19-21, inclusive, Pantlind 
Hotel, exhibit at Civic Auditorium, Grand 
Rapids, Mich. H. W. Schumacher, 1112 
Olds Tower Bldg., Lansing, Mich., is 
secretary. 

Missouri Retail Hardware Association, 
convention and exhibit, March 5-7, 1946, 
inclusive, at Jefferson Hotel, St. Louis, Mo. 
Louis C. Kreh, 323-324 Wainwright Bldg., 
St. Louis, Mo., is secretary. 

National Retail Hardware Assn., An- 
nual Congress, June 24-27, 1946, at the 
Congress Hotel, Chicago, Ill. Rivers Peter- 
son, 333 No. Pennsylvania St., Indianapolis 
4, Ind., is managing-director. 

National Wholesale Hardware Asso- 
eiation’s meeting jointly with the Ameri- 
can Hardware Manufacturers’ Association 
and the Southern Hardware Jobbers’ Asso- 
ciation, March 11-14, inclusive, 1946, at the 
Marlborough-Blenheim, Atlantic City, N. J. 
George A. Fernley, 505 Arch St., Philadel- 
phia 6, Pa., is secretary-treasurer, National 
Wholesale Hardware Association; Charles 
F. Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer of the 
American Hardware Manufacturers’ Asso- 
ciation and T. W. McAllister, 814 Metcalf 
Bldg., Orlando, Fla., is secretary of the 
Southern Hardware Jobbers Association. 

Nebraska Retail Hardware Association 
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BRILLIANT ELECTRIC 
BICYCLE LIGHTING 


WITHOUT BATTERIES 
at high or low speed 














MAKE-A-LITE DIVISION Svea 


‘I 
Chefford Master Mfg. Co., Fairfield, III. \\\\ 














Edges Won’t 
Curl nor Split 


—because their blades 
are made of TEM-CROSS 
Ingersoll Process Steel. 


it is cross-rolled to give an in- 
terlocking, mesh-grain structure 
and heat-tre to hold edge 
keenness and to resist curling 
and splitting. Write for prices 


on 
INGERSOLL SHOVELS 
“A Borg-Warner Product” 
Address Dept. H.A. 
INGERSOLL STEEL DIVISION 
Borg-Warner Corporation, New Castle, Ind. 











MAYHEW AMBERTUF SCREW DRIVERS 





FINE TOOLS 


MAYHEW “Ambertuf” 
Screw Drivers are designed by 
Toolmakers who will produce only 
the best. Larger, tougher handles, blades of 

fine steel fully polished. A leader with MAYHEW 
Chisels, Punches, Nail Sets and MAYDOLE Hammers they 
create user admiration and full profit satisfaction to Dealer. 








“Ask your Jobber Salesman”’ 


MAYHEW STEEL PRODUCTS, Inc. 


Shelburne Falls, Mass. 











* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 

















SLAYMAKER LOCK COMPANY 
SINCE 1888 © LANCASTER, PENNA. 






FINISH: Green Enamel. 

POST: High carbon welded 
steel tube. (Four times 
stronger than common black 
pipe.) 7 feet long x I'/2-inch 
diameter. 

HOOKS: New design, strong, 
heavy, with plenty of line 
space. 

SOCKET: Heavy steel tubing, 
16"' long. Sets in ground or 
concrete. Black enamel 
finish. 

PACKED: Four complete posts 
wrapped in heavy waterproof 
paper. 

WEIGHT: 56 Ibs. per set of 
four posts. 


OADER THROUGH YOUR WHOLESALER 








Immediate Delivery 


CHENEY METAL PRODUCTS CO. Dept.H Trenton. N. J. 

















For PEACE 





and PROSPERITY 


— BUY BONDS 
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CARPENTERS 
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ASK YOUR DEALER 


MAYES GUARANTEES ACCURACY, SERVICE 
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Saveyow” 


@ TIME... 
% STRENGTH... 
% PROFITS!!! 


Thread pipe 
BY POWER! 


You can use your own 

hand tools on the 

OSTER No. 422 Power 
Vise Stand 


Make more money on pipe sales 
and job work by using your hand 
die-stocks, cutters, and reamers 
on the Oster Power Vise Stand. 
This high quality, low cost power 
unit pays for itself in no time! 
Weighs only 140 pounds... 
easily handled by two men. 
Nationally famous '/ H. P. 
motor concealed in stand. Oper- 
ates from ordinary light socket 
(110 volts, either A. C. single 
phase or D. C., or 220 volt can 
be furnished at same price). 
Standard threading range 34" 
to 2"; extra range |/," & |/,"; 
with drive shaft 2!/," to 6" pipe. 
Send for FREE illustrated catalog! 


THE OSTER MFG. COMPANY 
2028 E. 61st St. ¢ Cleveland 3, Ohio 





154 








convention, Feb. 19-21, 1946, inclusive, at 
Fontenelle Hotel, Omaha, Neb. C. A. Me- 
Coy, 325 Insurance Bldg., Lincoln, Neb., is 
secretary. 

New England Hardware Dealers’ Asso- 
ciation, convention and exhibit, Feb. 20-22, 
1946, inclusive, at the Statler Hotel, Bos 
ton, Mass. Russell R. Mueller, 189 Dart- 
mouth St., Boston 16, Mass., is secretary. 

New England Housewares Show, 
13th Annual, sponsored by Housewares 
Club of New England, Feb. 11-15, 1946, in- 
clusive, at the Parker House, Boston, Mass. 
Albert B. Patterson, Wagner Mfg. Co., Bos 
ton, Mass., is chairman. Address—c/o 
Housewares Club of New England, Room 
282, Parker House, Boston, Mass. 

New York State Retail Hardware As- 
sociation, convention and exhibit, Feb. 5-7, 
1946, inclusive, in Rochester, N. Y. Con- 
vention, Seneca Hotel; exhibit—Convention 
Hall. N. H. Kiley, 508 Hills Bldg., Syra- 
cuse, N. Y., is secretary. 

North Coast Retail Hardware Associa- 
tion, convention, Feb. 11-12, 1946, at the 
Multnomah Hotel, Portland, Ore. D. D. 
Stewart, 714 Bldg., Seattle, 
Wash., is secretary. 

North Dakota Retail Hardware Asso- 
ciation, convention and exhibit, March 26- 
28, 1946, inclusive, in Fargo, N. Dak. Con- 
vention—Town Hall, Hotel Gardner; ex- 
hibit—Crystal Ballroom, Fargo Auditorium, 
Miss Clarine Sherwood, 21 Clifford Bldg., 
Grand Forks, N. D., is secretary. 

Ohio Hardware Association, convention 
and exhibit, Feb. 11-14, 1946, inclusive, at 
Netherlands-Plaza Hotel, Cincinnati, Ohio. 
John B. Conklin, 175 S. High St., Colum- 
bus, Ohio, secretary. 

Oklahoma Hardware and Implement 
Association, convention and exhibit, Feb. 
5-7, 1946, inclusive, at Municipal Audi- 
torium, Oklahoma City, Okla. R. K. 
Thomas, 711 Wright Bldg., Oklahoma City, 
Okla., is secretary. 

Panhandle Hardware and Implement 
Association convention, Feb. 11-12, 1946, at 
Herring Hotel, Amarillo, Tex. Mrs. C. L. 
Thompson, Canyon, Tex., is executive sec- 
retary. 

Pennsylvania & Atlantic Seaboard 
Hardware Association convention and ex- 
hibit, Feb. 12-14, 1946, at Bellevue-Strat- 
| ford Hotel, Philadelphia, Pa. W. Glenn 

Pearce, 400 N. Broad St., Phila., Pa., is 
secretary. 
| South Dakota Retail Hardware Asso- 
| ciation, convention and exhibit, Feb. 19-21, 
1946, inclusive, in Sioux Falls, S. D., meet- 
ings and exhibit, Coliseum—convention 
headquarters, the Cataract Hotel. Earl Er- 
landson, Cottonwood, S. D., is secretary. 

Southern California Retail Hardware 
Association, convention and exhibit, Feb. 
26-28, 1946, inclusive, at Municipal Audi- 
torium, Long Beach, Calif. A. C. Kam- 
meier, 112 W. 9th St., Los Angeles 15, 


Calif., is secretary. 


American 








Southern Hardware Jobbers’ Asso- 
ciation meeting jointly with the National 
Wholesale Hardware Association and the 
American Hardware Manufacturers’ Asso- 
ciation, March 11-14, inclusive, 1946, at the 
Marlborough-Blenheim, Atlantic City, N. J. 
T. W. McAllister, 814 Metcalf Bldg., Or- 
lando, Fla., is secretary of the Southern 
Hardware Jobbers’ Association; Charles F. 
Rockwell, 342 Madison Ave., New York 17, 
N. Y., is secretary-treasurer of the Ameri- 
can Hardware Manufacturers’ Association, 
and George A. Fernley, 505 Arch St., Phila- 
delphia 6, Pa., is secretary-treasurer of 
N.W.H.A. 

Tennessee Retail Hardware Association, 
convention, Feb. 18-19, 1946, at Andrew 
Jackson Hotel, Nashville, Tenn. Morris 
Jones, 315 Kentucky Hotel, Louisville, Ky., 
is secretary. 

Triple Mill Supply convention, May - 
6-8, inclusive, 1946, at Atlantic City, N. J., 
with headquarters at the Marlborough- 
Blenheim of the American Supply & Ma- 
chinery Manufacturers’ Association, Inc., 
The National Supply & Machinery Distrib- 
utors’ Association and the Southern Supply 
& Machinery Distributors’ Association. R. 
Kennedy Hanson, 1108 Clark Bldg., Pitts- 
burgh 22, Pa., is general manager of the 
American association; Henry R. Rinehart, 
505 Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the National Association, 
George A. Fernley is advisory secretary of 
the National Association and E. L. Pugh, 
712 Volunteer Bldg., Atlanta 3, Ga., is 
secretary-treasurer of the Southern associa- 
tion. 

Virginia Retail Hardware Association, 
convention, Feb. 25-27, 1946, inclusive, at 
the Hotel Roanoke, Roanoke, Va. G. T. 
Omohundro, Jr., Scottsville, Va., is secre- 
tary-treasurer. 

West Virginia Hardware Association 
convention, Feb. 25-26, 1946, ot the Stone- 
wall Jackson Hotel, Clarksburg, W. Va. 
Sam H. Diemer, Box 363, Fairmont, W. Va., 
is secretary. 

Wisconsin Retail Hardware Association 
convention and exhibit, Feb. 5-8, 1946, in- 
clusive, at Milwaukee Auditorium, Milwau- 
kee, Wis. H. A. Lewis, Stevens Point, 
Wis., is secretary-treasurer and exhibit 
manager. 


Correct Answers to 
Test Your Hardware Sense 


(Continued from page 88) 


1—Answer. Margin 30.9 per cent of 

sales. 

2—Answer. Margin 50 per cent of: the 
selling price. 

3—Answer. Return on the money in- 
vested is 12 per cent. 

4—Answer. Sales of $48,000 needed to 
cover expenses and leave owner desired 
profit. 

5—Answer. Reserve for loss on doubt- 
ful accounts to $480. 
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PROFITS NOW—IMMEDIATE DELIVERY 
O’Malley 2X Faucet Repair Sets come packed 12 units to es Se —— is 1) 
> f P P py 
a carton, in a colorful, attention-creating carton dispenser, a eeger—Ps 
B P — 














ready to display and go to work making profits for you. ' 


This impulse item has won the praise and confidence of 
thousands, because it is easy to use—precision-made to fit 
without trouble, and low in price. It’s an excellent year- 
’round seller—a fast-moving Spring, Fall, and Winter item 
for keeping faucets in repair by preventing fuel and water- 
wasting leaks. 





This O’Malley 2X Faucet Repair Set repairs faucets of 4", 
17", 54", and 34" sizes. These his sizes pes be taken care of HARDWARE CO. 
with two cutters... small cutter for the average size faucet 
up to %”, and the larger cutter for 34” faucets. Each set 
complete on self-selling display card with five high grade 
bibb washers. 





















Sold by leading jobbers in the United States and Canada. Order from 
them direct ... if your jobber does not carry the O'Malley line, send us 
his name and address. Jobbers write, wire or phone for details. 


EDWARD O’MALLEY VALVE CO. 


7604 GREENWOOD AVE. CHICAGO 19, ILLINOIS 








Midwestern Rep. Northwestern Rep. New York Office California Rep. Canadian Rep. 
IRVING S. KEMP CO. PACKERS SALES CO. 1133 Broadway —E. M. ROBITSCHER DORKEN BROS.4&CO. 

218 N. Jefferson St. 304 Hughes Bidg. Eastern Sales Mgr. 290 7th St. 408 McGill St. 

Chicago, im. Portiand, Ore. HARRY M. PETERSON San Francisco, Cal. Montreal, Can. 
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FOR CLEAmING FUEL OFF 
STORAGE TanES 
ANS HEATING EQUIPMENT 





SILOO FUEL OIL TANK SOLVENT is the 
quick, positive and economical treatment for 
cleaning clogged pipe lines, oil strainers, oil fil- 
ters and burners. SILOO FUEL OIL TANK SOLVENT 
is a product that sells itself because its national 
advertising gives you a ready-made market and 
assured profits. 


And SILOO FUEL OIL TANK SOLVENT does more! 
—It keeps the entire fuel system free of sludge 
and gum, and eliminates the necessity of scour- 
ing and cleaning of storage tanks. SILOO FUEL 
OIL TANK SOLVENT is non-explosive, non-in- 
flammable, non-corrosive and non-toxic. Write 
today for a dealer proposition. 





(Tank Solvents Division) 


General Offices: 331 Madison Avenue, New York 17, W. Y. 
Piant and Laboratories : Port Reading, New Jersey 


Petroleum Solvents Corp., of Canada, Ltd., 
Dominion Square Bidg., Montreal 























MORE NEW 
CUSTOMERS! 


Soilax national advertising 
creates tremendous demand. 
Put Soilax in your window — 
watch it bring new customers 
into your store! 


i 
MORE REPEAT 
CUSTOMERS! 


rm 
be pm customers use Soilax 


often...keep coming back for 
more. This steady, repeat busi- 
ness speeds turnover, steps-up 
profits! 


MORE SATISFIED 
CUSTOMERS! 


Speedy, grease-dissolving 
Soilax gives 100% satisfac- 
tion... builds confidence in 
you and in the other merchan- 
dise you carry! 


wall ¥ ASHING / 
NT ¢ LEANING 


Al 
PA FRAL USE 


GEN 


GET SOILAX FROM YOUR JOBBER 
ECONOMICS LABORATORY, INC., ST. PAUL, MINN. 
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125,000,000 
PROFIT |WZaes 


HAS BEEN MADE BY 7 


Kime lone 


MIRACLE WALL FAIN/SAL 


DEALERS! 
NEW MILLIONS 
WILL BE EARNED 
THIS SPRING! 


Acme White Lead and Color Works, Detrott, Mich— 
7 W. Lawrence & Co., Pittsburgh, Pa 
The Lowe Brothers Co., Dayton, Ohio 
The Martin-Senour Co., Chicago, Ill 
= John Lucas & Co., Inc., Philadelphia, Pa 





















AVALON BLUE 





gers Paint Products, Inc., Detroit, Mich. 
r : Ohio 





More National Advertising backs Xé@pe‘fate than any 
were than any other Paint! 











EASY TO LOOK AT. 
Ana 
EASY 10 SELLS 
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Fe THE new TOP-LINE appli- [me 
es ance line for 1946 is easy yi 
on the eyes! The attractive °2 
appearance of these new © * 
*» water heaters, irons, fans om 
-2* and churns will attract cus- 
tomers into your showroom 
and build profitable sales 
for you! 
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ELECTRIC 
WATER HEATERS 





WORK ANIMALS NEED SHOES 
| . . . GOOD SHOES! 


ELECTRIC —— ATTIC FANS PHO ENIX and JUNIATA 


Orders are being scheduled for delivery as fast 
as conditions permit — churns beginning in 


March, other items during the second quarter. Horse a neo Mule Sh oes 


TOP ©@'LIN Now’s the time to check your stock of 
E these fast-selling shoes and order the 
A et needed sizes from your jobber. 


TENNESSEE VALLEY If you don’t have our catalog, ask for it. 
ASSOCIATED MARKETERS No charge—no obligation. 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 








PHOENIX MANUFACTURING COMPANY 


JOLIET, ILLINOIS 
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HE familiar red tag on Cyclone tomers have always expected—and re- 
Products has always meant top ceived—from all of the U-S-S Cyclone 
quality. It still does. “Red Tag” Products, 

You can assure your customers that Cyclone quality is so well known 
Cyclone “Red Tag” Screen Cloth and that it is an easy and profitable line to 
Hardware Cloth have the same heavy sell. Keep in touch with your jobber, 
galvanizing, even mesh and firm sel- and he’ll do his best to supply you. 
vage that have made them outstanding 
sellers. And that Cyclone Lawn Fence EVERY SUNDAY EVENING, United States Steel pre 
and Burner Baskets will give the same sents The Theatre Guild on the Air. American 

; ie : 5 Broadcasting Company coast-to-coast network. Con- 
long, satisfactory service which cus- eult your aotnsepes fac thane end station. 


Je, 
A. 
¢ 
é. 
ro) 
a) 
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CYCLONE’*’FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY 
Waukegan, Illinois - Branches in Principal Cities 


CYCLONE 


HARDWARE 
PRODUCTS 





United States Steel Export Company, New York 


UNITED STATES :. STEEL 
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FASTER 
TURNOVER 


Wey * 
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LARGER 
UNIT SALES 


To Greater 
Profit 


@ Generous mark-up plus at- 
tractive dollar volume per sale 
will make Mercury products 
raise the net profit of hardware 
dealers... . new streamlined 
beauty, made possible by the 
superiorities of aircraft engi- 
neering and by new, war- 
proven metals and finishes, 
supply a purchase-compelling 
eye-appeal which will make 
sales easy and plentiful.... 





Mercury Aincract NC. 

























Oo \!w Gap — => 


No. 399 


TWO POPULAR 
STEVENS’ LEVELS 


Stevens No. 399 Torpedo Level, Black walnut, 
highly polished, one level, one plumb, one 45° 
vial. Plated steel top plate. Weight each 3 ozs. 
Weight per doz. 214 lbs. List price, each: 75 


cents. 




















Stevens No. 400 Torpedo Level. Beautifully 
finished in natural cherry. One level, one 
plumb. Plated steel top plate. Weight each 
214 ozs. Weight per doz. 214 lbs. List price, 
each: 50 cents. 


E. A. STEVENS LEVEL CO. 


NEWTON FALLS, OHIO 


. 2s 

















Follow the LEADER 
In “Want Ad” Advertising— 


In every trade there is always a leader. In 
the Hardware Trade it is HARDWARE 


AGE. Classified as well as National adver- 
tisers have found it out. 


Year after year HARDWARE AGE has led 
its field in the volume of classified as well 
as display advertising. Its classified col- 
umns bring together buyer and seller, em- 
ployer and employee. 

Those who contact the hardware trade 
know from experience that HARDWARE 


AGE is the logical medium to use to secure 
RESULTS from their classified advertising. 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 
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BUY 
VICTORY 


They’ve stood the test of actual use — 
proved the worth of their advanced en- 
gineering and design by outstanding 
efficiency and dependability of their per- 
formance in the field. 


These F&W Centrifugal pumps have 
back of them the 80 years’ experience 
of Flint and Walling. They won instant 
acceptance—and now their service rec- 
ord in the field shows that popularity 
is well deserved. 


There’s profit insurance for dealers in 
this dependable, trouble-free service. 
And remember this, capacity ratings 
tagged on every FxW pump, are per- 
formance proved. Every pump is tested be- 
fore it leaves our factory. 


The complete F&W line includes both 
centrifugal and reciprocating systems for 
shallow, medium and deep wells. Write 
now for details of the FxW profit op- 
portunity, without obligation. 


FLINT & WALLING MFG. CO., INC., Kendallville, Ind. 
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Nearly every customer who enters your store is a 
prospect for one or more V-Belts. Why not sup- 
ply them and earn those extra profits ? 

The ( “Eye-Ful” ’ 


is specially selecte > for retail hardware sales. The 


yilmer lower V-Belt Assortment 
size range is suffici ient to meet 887 different belt 
requirements—for washing machines, oil burners, 
home workshop equipment, and 


power tools, 


other small appliances. 


° 


Cash in on this profitable belt seghassinint market. 
The 
sories include everything you'll need. Sent to you 
complete for only $21.01. Your profit is $14.01. 


Sign and mail the coupon today. 


Gilmer Assortment and its selling acces- 


L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 








Division of United States Rubber Company 
L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 
Send me the complete Gilmer “Eye-Ful’’ Tower Assortment 


No. 350 as follows: 


1—35 assorted V-Belts for household appliances 

2—Gilmer Handimeter (patented) for quick measuring of belts 
3—Display stand, sign, inventory form 

4—Gilmer Belt Catalog, “America’s Belt Bible” 


Bill me $21.01 through your nearest jobber. 


NAME 
ADDRESS 























kkk 


GRIFFIN 
HINGES 


* 





Buy Bonds 


GRIFFIN 


CManufacturi nufacturing Company 


ERIE. PENNSYLVANIA 





AGENTS 
NEW YORK: 45 Warren St. BOSTON: 115 Broad Street 
SAN FRANCISCO: 703 Market St. 
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TIP-TOP} WYTEFACE 
POCKET STEEL TAPES 


For carpenters, mechanics, engineers, doc- 
tors; for sewing and household or office 
use. 14-inch width. In handsome chromium- 
plated case, small and light enough for 
eo or handbag. Pull out the tape—it 
ocks. Press the button—the tape springs 
back. Made in 36 and 72-inch lengths. 

tReg. U. 8. Pat. Off. 


HOW a Wryterace* Steel Tape. Your cus- 
tomer will take it every time. Show him how 
easy to read the jet black markings on the white 
background are—in the brightest glare or in 
hardly any light at all. You can assure him that 
WyTEFACE Steel Tapes are easy to keep clean, are 
rust-resisting and hard to kink. Ask your jobber 


about WyYTEFACE Steel Tape and Steel Tape Rules. 


*Trade Mark. WytTerace Steel Tapes and Tape Rules are pro- 
tected by U. S. Pat. 2,089,209. 


Drafting, 
Reproduction, 


Surveying 
LU wk wa Equipment 
ar Z__ and Materials, 
Slide Rules, 


Measuring Tapes. 


KEUFFEL & ESSER CO. 


NEW YORK - HOBOKEN, N. J. 
CHICAGO * ST.LOUIS * DETROIT * SAN FRANCISCO 
LOS ANGELES * MONTREAL 





JANUARY 31, 1946 

















They can cut clean | 
threads quickly... 


with this rugged, 
handy, small 


RikgIb 


RATCHET 


THREADER 
No. OOR & I1IR 








h 








Handy carrier for any 
combination of sizes 
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@ Quick and easy does it with this tough little 
steel-and-malleable ratchet die stock — heat- 
treated toolsteel dies, precision cut and fac- 
tory tested, give smooth perfect threads. Die 
heads snap in from either side, can’t fall out. 
No special dies are needed for close-to-wall 
threads. External ratchet No. 00R for 4" to 1” 
pipe, No. 111R for ¥e“to 114"— internal ratchet 
No. OR for " to 1,” No. 11R for %" to 1%.” 
For good profitable repeat business, sell these 
flexible small rimmip Threaders. 





WORK-SAVER PIPE TOOLS 


THE RIDGE TOOL COMPANY «~ ELYRIA, OHIO, U.S. A. 





A 


tT, 


DA D 
(A iy t y) my 
WHERE 


THE DEALER 
COMES IN 


on 24% FOR HARDWARE 





i? 
LY: 





B.\ \ McKINN EY 





Demand, volume, acceptance—are golden 
words to the hardware dealer. They are 
the basis of sales and profits. 

McKinney’s timely advertising cam- 
paign to home owners, architects and 
builders, supporting good building prac- 
tice and urging-them to allow “2% of the 
contract price for hardware,” is helping to 
create greater demand and better volume 
by directing proper attention to good 
hardware in homes. That’s where the 
Dealer comes in. 


McKinney Hardware has been accepted 
everywhere as a standard of high quality 
for over 80 years. Display McKinney 
Forged Iron designs for home building. 
Keep close to McKinney— it brings profit- 
able business. 





You will find the new McKin- 
ney booklet—“Details and 
Data on Hinges’’—useful to 
have in file. Write for a copy. 














SINCE 186. 
lw 


1, ie COMPANY 
PITTSBURGH 12. PENNSYLVANIA 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $5.00 
All capitals, maximum 50 words..... 6.00 
Each additional word......... 10 
Positions Wanted 
i ye Rate) set solid, maximum, 
BD GOED ccccccecccsccsccccecoos 2.00 
“Each additional word......... .05 


Allow Seven Words for Keyed Address 


or Your Address 








BOXED DISPLAY RATES 
$8.00 Per Column Inch 








DISCOUNTS FOR CONSECUTIVE INSERTIONS 
5% discount for 4 or more insertions 
Due to the special rate, these discounts do 
not apply on Position Wanted Advertise 
ments. 

REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of eee mae = ge Cata- 
logs, etc., will 


box 
number advertisers by 
sufficient postage for remailing. 
HARDWARE AGE is published every 
other Thursday. forms close 15 
days previous to date of publication. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 











PURCHASING -SALES- EXPORT EXECU- 
TIVE AVAI LABLE on reasonable notice. 
Twenty-two years’ experience mill and industrial 
supplies, construction and earth moving machinery. 
Recently purchasing agent on $30,000,000.00 proj- 
ect. Prefer purchasing position and willing to 
serve as assistant to capable executive, especially 
one contemplating retiring in a few years. Not 
interested in light hardware lines but willing to 


locate anywhere. Address Box K-411, care of 
Harpware Ace. 100 East 42nd St., New York 
17. N. Y. 

EXECUTIVES ATTENTION DO YOU 
NEED AN ASSISTANT to relieve you of your 
detail work, one who can assume responsibility 
and not afraid to use own judgment? 13 years 
Banking, 5 years Selling to Hardware Trade, 
3 years Mechanical Inspection Experience. Age 38, 
married Will locate anywhere Address Box 
K-448, care of Harpware Acer, 100 East 42nd 
St., New York 17. N. Y¥ 

VETERAN, 10 YEARS HARDWARE SALES 
EXPERIENCE, Desires Manufacturers’ Lines for 
New Jersey. Large Clientele. Commission Basis 
Address Box K-444, care of Harpware Ace, 100 
East 42nd St.. New York 17, N. Y 

VETERAN, 1UST RELEASED FROM 
ARMY WANTS POSITION with Manufacturer 
to Sell Line to Retailers in Kansas. 15 years 
experience in handling hardware, implements, 
Paints, toys and novelties. Address Bux K-440, 
care of HARDWARE Ace, 100 East 42nd St., New 
York 17, 

EX ARMY OFFICER, WITH 25 YEARS’ 


and Merchandising Experience in the 
Field, desires Manufacturers Lines for 
Loe Angeles Area. Now East and Available for 
personal interview. Address Box K-389, care of 
Harpware Acer, 100 East 42nd St.. New York 
7. Hh. F 


MANUFACTURERS’ 


Selling 
Hardware 


REPRESENTATIVE, 


AGE 30. VETERAN Desires to Contact Manufac- 
turer of Hardware or Electrical Appliances to 
sell on commission Seven vears’ experience re 
tail and wholesale. Metropolitan New York pre 
ferred but opportunity much more important Ad 
dress Box K-428, care of Harnware Acer, 100 


17, N 


East 42nd St.. New York 


MANUFACTURERS’ REPRESENTATIVE 


WITH OVER FIFTY YEARS’ SALES EX- 
PERIENCE in National and Export Merchandis- 
ine to Hardware. Mill Supply, Electrical and 
Marine and Plumbing Supply Tobbers will con- 
sider selling one additional reliable line. New 
York and Chicago headquarters. References ex- 
changed. Address Box K-438, care of Harpware 
Acer, 100 East 42nd St.. New York 17. N 

WANTED SALES REPRESENTATIVES 


WITH FOLLOWING tu Handle Our Large Line 
of Gifts and Souvenirs on commission hasis only. 
Must have own car. Many te rritories open. Ref- 
erences reauired. Address—S. & A. Sternklar 
Company. House of 1000 Gifts and Souvenirs, 
2-4 Payson Avenue, New York 34, N. Y. 


TOP SALES AND SALES PROMOTION 
MAN has 12 years’ selling, management and 
merchandising experience to offer to the manu- 
facturer who is looking for dependable and pro- 
ductive representation in Texas, Oklahoma and 
(or) Arkansas. Well acquainted with paint manu- 





facturers and jobbers. hardware jobbers and 
lumber chains. Age 34. Executive ability. Col- 
lege training in Business Administration Ad 
dress Box K-433. care of Harpwere Acr. 100 
East 42nd St.. New York 17. N 
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Distribution— Present and Postwar 
Estab bi Aggressive 
Selling Agents 
ANCO CORPORATION, Pittsburgh, Pa. 
Branch Offices 
Now York - Phitadeipnia - Detroit - Crucage - Cleveland - Louisville 
Covering ali ciasses of jobbers. We will carry tne 
sccounts or you can bill direct. 
Write for further wiformation and references 














MANUFACTURERS’ 
CALLING UPON AUTOMOTIVE AND HARD 


WARE CHAINS in the following States: East 
ern New York, Eastern Penna. and Massachusetts, 
seeks Additional Maior Lines. Also calling on 
department store trade Address Box K-431, 
care of Harpware Ace. 100 East 42nd St.. 
New York 17, N. Y 


CHINA LEADING SWISS TRADING CON 
CERN Offices. Tientsin, Shanghai, Hongkong, De 


sires Manufacturer's Agencies. Address Box 
K-442, care of Harpware Ace, 100 East 42nd 
St.. New York 17.,N. Y 


MANUFACTURERS’ 
WITH MANY YEARS SUCCESSFUL SELL- 
ING EXPERIENCE desires High Class Hard 
ware and Building Supply Lines for Tennessee. 
Arkansas, Mississippi and Alabama territory. Ad 
dress Box K-446. care of Harpware AGE, 
East 42nd St.. New York 17, N ‘ 


REPRESENTATIVE WANTED TO REP 
RESENT LEADING, WELL-ESTABLISHED 
SHELLAC MANUFACTURERS Located in 
the East. Good territories available in the South, 
Southwest, Ohio, Pennsylvania, and New York 





State. We offer complete protection, and worth 
while commissions Address Box K-447, care of 
Harpware Acer. 199 Fast 42nd St.. New York 
i7,N. ¥ 

SALES REPRESENTATIVES — Nationally 


Advertised Ton Selling Tool and Household Spe- 
cialty Line. Protected Territory. Good renumera 
tion. Want only top-notch men to cover hard 
ware. mill supply. automotive, electrical and 
plumbing jobbers. Write statine lines now car 
ried, territory covered and qualifications. Wilser 
Industries, Inc.. 727 W. Van Buren St.. Chicare 
7. Tilinois. 


LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE Rv Exnerienced 
Sales Organization. Well Acayainted with 
Hardware Automotive, Electric Supply Jobbers 
and Chains. Boston Showroom and Warehouse 
Dun and Bradstreet rated. Address Perkins 
Sales Ce., 610 Newbury St.. Boston 15, Meso. 


LINES WANTED. Hardware, Electrical. Va- 
riety, Drug. Paint Brushes, etc. We cover every 
town very thoroughly, Jobbers, Chain, Depart- 
ment, Independent. We carry accounts if re- 
quested. Penna.. Maryland, Ohio, West Virginia. 
Conway Corp., 211 Edward Ave., Pittsburgh 16. 
Penna. 20 years’ experience. Bonded. 





REPRESENTATIVE | 


| rent. 
and fixtures $30,000. 


| qualified buyer. 





owiss TRADING CONCERN IN ZURICH, 
Old, Well Financed, Desires Manufacturer’s 
} .h. Address Box K-441, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y 

NEW ENGLAND REPRESEN TATIVE DE- 
SIRES HARDWARE, SMALL MACHINE 
LINES. We Sell Both Large Retailer and In- 


dustrial Buyers. Mansfield, Mass. 


R. E. Jeutine, 
FOR SALE—WESTERN INDIANA RETAIL 
HARDWARE STORE, Established 104 years. 
Large corner three story brick building, for sale or 
Did $66,000 business in 1945. Inventory 
Reason for selling, present 
wish to retire. Complete information to 
Reply Box K-436, care of HArp- 
100 East 42nd St., New York 17. 


owners 


WARE AGE, 


‘me 


| STORE WANTED. 


| hour from Times Square. 


REPRESENTATIVE | 


100 | 


HARDWARE AND HOUSEFURNISHING 
Good Going Business lo- 
cated in the Metropolitan Area or about one half 
Am not interested in 
Please send details on Sales 





merchandise only. 


| price,, etc. Address Box K-453, care of HARDWARE 
Acer, 100 East 42nd St., New York i ae 2 

WANTED TO BUY: Established, Reliable. 
General Hardware and Supply Business, located 
in East Central States Address Box K-432, 
care of Harpware Ace, 100 East 42nd St.. 
New York 17, N. Y. 

VETERAN WISHES TO PURCHASE A 


| HARDWARE 


STORE in a good thriving com 
anywhere. Have sufficient capital 
purchase. Replies treated 


munity or city 
to make any reasonable 


strictly confidential. Write fully. Address Box 
K-434, care of Harpware Ace, 100 East 42nd 
St.. New York 17. 


N. Y. 





SALESMEN WANTED—-NEW YORK MAN 
UCFACTURER of Sanitary Chemicals (including 
waxes, soaps, disinfectants and insecticides) sell 
ing to distributors, oil, hardware and paint trade 
wants Experienced Salesmen for New England, 
South and Middle West. Commission Basis. Ad 
dress Box K-454, care of Harpware AcE, 100 
East 42nd St., New York 17, N. Y 


WANTED — EXPERIENCED HARDWARE 
SALESMAN WITH GOOD KNOWLEDGE of 
Mechanics Tools, Shelf Hardware, Housewares 
and Paints. Excellent opportunity for man of 
good character, ability and personality. Perma- 
nent position and good salary. Old established 
store. Give full details as to age, experience, ref- 





erences, etc. Address Box K-451, care of Harp 
waRE AGE, 100 East 42nd St., New York 17, 
— 


SALESMEN. TO SELL BICYCLE PARTS 
for hardware and automotive trade, covering 
tral States, South-Eastern States, North Central 
States. Write Box K-406, care of Harpware 
Acez. 100 East 42nd St.. New York 17, N. Y. 








COLOMBIA AND PANAMA MARKETS.— 
Manufacturers’ Agent with United States refer- 
ences offers complete Sales representation for 
Colombia and Panama Republics, commission 
basis. to manufacturers of household hardware. 
furniture and builders’ hardware, screws, hinges. 
all kind of wires, tools and hardware specialties. 
kerosene oil stoves, cutlery, plastics, — toys 
and the general line of hardware s. ir 
mail address: LUIS FERNANDO PRADA. 
Carrera 52. No. 70-220, BARRANQUILLA. 
Colombia Republic. South America. 





MANUFACTURERS’ AGENTS WANTED 

N ALL STATES WHO CARRY ACCOUNTS 
<XCEPT VIRGINIA. NORTH CAROLINA. 
SOUTH CAROLINA, TENNESSEE. KEN 
‘UCKY AND ALABAMA. CONCRETE 
BLOCK MACHINES. RETAIL $139.50. SHIP- 
MENTS PROMPTLY. USED BY FARMERS. 
CONTRACTORS. ETC. SOLD BY HARD- 
WARE STORES AND EQUIPMENT MA.- 
CHINERY DEALERS. MINTER AND COM- 
PANY. 2109 CAMILLE AVE., RICHMOND 
22. VA. 
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Classified Opportunities Section... 











WANTED REPRESENTATIVES 


Territory Open for a New Line of Lawn 
Sprinklers. The greatest values ever 
offered—not equalled in pre-war days. 
Retail at $ .40, .69 & $1.39. 


PARKER MFG. CO. 
301 W. Ellsworth Ave. Denver 9, Colo. 


MANUFACTURERS — 


SEEKING COVERAGE IN MICHIGAN? 
Now selling all Hardware Jobbers and 95% Automotive 

Manufacturers. Clientele well established. Can handle 
Twe Additional Lines. Two men covering trade; 
Engineering experience and background. We are par- 
ticular whe we represent; only established, well rated 
manufacturers considered. 


Address Box K-430, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


DAVID THEODORE PAPKIN 


INDUSTRIAL DESIGNER, PRODUCT 
STYLIST SPECIALIZING IN THE 
HARDWARE AND APPLIANCE 
INDUSTRIES. 

170 W. 74th Street New York 23, N. Y. 
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SALESMEN WANTED 
Full Time or Side Line Men Calling on 
Hardware, Variety and Department Stores 
for Complete Line of Leather Dog Furnish- 
ings. All territories open except New York 
and New England. State full particulars. 


Address Box K 450, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








SALESMEN WANTED 
To Call on Hardware, Department, Variety and Paint 
Stores, for Eastern Jobber—Handling All Paint Sun- 
dries, Paint Brushes, Houseware, Electrical Applianees 
and Specialties. = do our own billing. One Sales- 
man for each State. 
TERRITORY OPEN 

Entire Country East of Mississippi River. When re- 
plying, state age, experience, type of car. 
Address Box K-372, caret tt HARDWARE AGE 

108 Tat 42nd St., ~ ew York 17, 











WANTED 
MANUFACTURER'S REPRESENTATIVES 


SELLING to hardware and house furnishings field, 
to sell new, exclusive items with extremely wide 
sales possibilities. Excellent proposition for reliable, 
hard-bitting individuals and organizations. 


Address Box K-4086, care of HARDWARE AGE 





100 East Forty-second Street, New York 17, New York 





MANUFACTURERS’ AGENT SEEKS HARDWARE 
MILL SUPPLY AND SPECIALTY LINES— 


Metropolitan New York and Middle Atlantic 
States. Twenty-two years in territory as hard- 
ware, tool and kindred lines salesman. Former 
retail hardware dealer. War service as chief 
expeditor on restricted Government project. 
Commission arrangement only. 
Address Box K-443, care of re et AGE 
100 East 42nd St., New York 17, 








WANTED A LINE 


OF WATER WEIGHT LAWN ROLLERS, RUB- 
BISH CARTS, OR LINES ASSOCIATED WITH 
THE YARD OR AGRICULTURAL USE. 

We are new dealing with twenty-one of the finest 
—e are jebbers, wholesale seed houses in the Central 

and Southern Parts of the United States. 
Address os. K-435, care of yet AGE 
100 East 42nd St., New York 17, 








EXPORT 


We have our own office in North Africa also ex- 
tensive selling organization in Central and South 
America and Near East. Seeking Direct Factory 
Representation in any above open territories for 
Hardware, E lware, and Gi e. Will meet 
your payment requirements. First class references 
available. 

Address Box K-394, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 

















Export Distributor to Philippine Islands 
30 Years Merchandising Experience at Manila Han- 
dling a Lines te Hardware Trade 
Now Established in Los Angeles 
With Old Established Selling Organizstion at Manila 
interested Exelusive Selling Rights, Reliable Manu- 
facturers Hardware, Building Materials, Electrical 

Supplies and 





hold Lines 
C. A. GARDINER, 3833 Wilshire Boulevard 
Los Angeles 5, Calif. Cable ‘‘Clifgard” 








LINES WANTED BY 
MANUFACTURERS REPRESENTATIVES 


For Illinois, Wisconsin and Indiana. Close cov- 
erage, systematic and aggressive follow-up to 
build the permanent repeat volume business you 
want. An established following with jobbers, 
chains, mail-order houses, and department 
stores. References available. 
Address Box K-445, care of ‘olen had AGE 
100 East 42nd St., New York | « Ve 








SAW MANUFACTURER 
WANTED 


Interested in Having Your Product 
Sold in the East by a Manufac- 
turers’ Representative having a New 
York City Office for the past fif- 
teen years. Other quality tools 
would be considered. 


Address Box K-449, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











CANADIAN FIRM, ESTABLISHED MANY YEARS, 
DESIROUS OF CONTACTING AMERICAN MANU- 
FACTURERS IN bi HARDWARE AND AUTO- 
MOTIVE LINES. DURING THIS POST-WAR 
PERIOD NOW IS THE TIME TO Lt gee 4 IN THIS 
FAST GROWING sen ADA KNOW THE 
CANADIAN MARK AND HAVE THE RIGHT 
CONTACTS. COMMISSION BASIS. CORRESPON- 
DENCE anne kt ADDRESS BOX K-439, CARE 
OF HA a AGE, 100 EAST 42ND ST., NEW 
YORK i % 








HARDWARE STORE WANTED 


Hardware—Houseware Store Wanted. Good 
Going Business—Sales Must Be Above $40,000.00. 
Quick buyer if price is right. Must be well 
established. Will pay all cash. Please give 
all details. Can handle large proposition also. 


Address Box K-452, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











FOR SALE 
HARDWARE-MILL SUPPLY IN NORTH- 
ERN NEW JERSEY. To be Sold Only as 
a Going Business. 


Address Box K-429, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








LONG HANDLE SHOVELS—NEW 


1800—OPTIMUS #2 
MANUFACTURED BY AMES BALDWIN 
WYOMING CO. 
$11.50 Dozen fob N. Jj. 
° 


225 West 34th St. New York 1, N. Y. 











WILL PURCHASE FOR CASH 
ENTIRE STOCKS 
HARDWARE — PAINT — TOOLS 
We also buy and sell Hardware Fixtures. 


WILLIAM BROUDY 
72 Sumner Ave., Brooklyn, N. Y. 
Tel. Evergreen 8-2547, 8-1729 








WEST COAST SALES 
REPRESENTATION 


Executive with Six Years’ Experience in 
Builders’ Hardware Manufacturing and 
Distributing on the West Coast, Recently 
Discharged from Navy, and Establishing 
Own Organization, is Interested in Build- 
ers’ & Cabinet Hardware & Household 
Items as Manufacturers’ Agent (commis- 
sion basis) or Distributor (purchase for 
own account). 

Address Bex K-437, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 

















SALES REPRESENTATIVES WANTED 


Manufacturer selling nationally, direct to re- 
tail dealers, requires additional full time Sales 
Representatives—Straight Commission Basis— 
Protected Territory—Merchandising and House- 
wares experience desirable but not necessary. 
Applicants must be capable of earning up- 
wards of $5,000 per year. Already have many 
customers in all sections of the country. Op- 
portunity to grow with this well established 
business. New items added to Line constantly 
Zone Managers needed in some sections. 


Reply to: Sales Department H 


Stainless Ware Company of America 
4601 Fourteenth Street, Detroit 8, Michigan 











Announcing the Organization of the 


CRANDALL-RICKER 
SALES CORPORATION 


incorporated under the laws of the State 
of Missouri to represent manufacturers in 
Central and Mid-Western States. 


MANUFACTURERS 
LINES SOLICITED 


Address: 1302 Paul Brown Building 
St. Louis, Missouri 





JANUARY 31, 1946 
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A E 
Adirondack Chair Co. .......... ‘al Eagle Mfg. Co. .......... <a 
That's our entire Post-War Policy at Putty Headquarters. SD I ic ttivncdesesieluss 24| Eclipse Moulded Products Co. . & 
We'll have more machines, more help, more containers, Ale a 0 Rail Ex- | Economics Laboratory, Inc. ...... 156 
more raw materials which all adds up to more putty. By gag pared 9% | Ekco Products Co. .............. 9 
It will be Better Putty, too, because it will contain Alabama Mig. Co. ............. @| Embury Mfg. Co. ..... ict 


a new ingredient, unobtainable during the War. It will 
be a finer putty, easier in application, with improved | Aluminum Company of America 































Alumi TT, éddcsegaah | 
adhesiveness and better keeping qualities than was | = stg ee bd ; 
ib! b f. | Roofing Div. 60s es eesecoccose 39 
ever possible before. 
If you want Quality Putty, packed in non-leaking WI FG, icinctsencenencsen. 3% | yon — ~~ ran aneecae 4 
+ , at a fair price, we've got the answer : P etcher, Terry Co., The .......... 
eat com, a —# . | American Chain & Cable Co. ... 52) fiins Walling Mfg. Co., inc. .. 161 
LAN DEN PUTTY WORKS American Fork & Hoe Co. ...... 77 | Florence Distribyting Co. ........ 137 
American Grease Stick Co. ..... 140 | Freeport Machine Works ........ 135 
45 Irving Street Malden, Massachusetts Aatieas Wile, Oa. ........... 32 | Frick-Gallagher Mig. Co., The... 36 
Aamationn Gesew .....sccccccicce 97 | 
American Shearer Mfg. Co. .... 148 | c 
| 
A i . 14 
ee pee © Cae Go. General Steel Warehouse Co. 
. American Steel & Wire Co. ..... 159 (Bushman Saw Div.) ........... 98 
PX p C utive Anderson Specialty Co. ......... 40 | Gibson Good Tools, Inc. ........ 148 
Animal Trap Co. of America.... 5| Gilmer Co., L. H. .............. 162 
Goldweber, Bernard ............. 131 
A Cc i aadachionbasanncoseee 1 
' : oie oe me Aaneeg 4 ee ee 162 
Top Notch, Executive With Complete Associated Manufacturers, Inc... 22 | 
. - Atlas-Ansonia Co. ............... 82 | 
Knowledge of Cutlery Field. Capable of itn. ..............% 
Assuming Overall Direction of Cutlery Automatic Washer Co. ......... 106| 1) 304 Element Co. ........... 102 
i ; Heller Brothers Company ........ 45 
Business Operation. Hindley Mfg. Co. ...........00.. 151 
BOX N K-427 8 Hodgman Rubber Co. ...... 21 
_ K- , The — Bristol, 
0 0 4 BMC Manufacturing Corp. .... 15 — — ated 6 — Bristol, 4 
Care of HARDWARE AGE Bengal Co. ........ ceeesses [51] Hoyt & Worthen Tanning Corp... 148 
100 East 42nd St., New York 17, N. Y. Bommer Spring ees am oo. 42) 4 feld Company, The ........ 172 
Boss Mig. Co 2 Hydro-Tex Corp. seddasaciese 127 
= a = ‘ie ~~ | Briddell, Inc., Chas. D. .......... 14 
Buckeye Aluminum Co. .......... 115 i 


Bushman Saw Div. (General Steel 






































NES oe ee 98 | Ideal Novelty & Toy Co. ....... 117 
ideal Rubber Co. .............+- 16 
independent Lock Co. ........... 55 
CS Ingersoll Steel & Disc. Div. Borg- 
I N D U S T ee ! A L ' WN So sccccacdonseadse 153 
Camillus Cutlery Company ..... 103] jiterstate Electric Supply Co. ... 22 
C A 4 T e Re % Carlson & Sullivan .............. 46 | 
Cascade Mfg. Co. ..............- 46 | 
@ SPEED UP PRODUCTION Champion Hardware Co. ....... 15! K 
SAVE MAN-HOURS P 
oe Champion Lamp Works .......... 47 | Kano Laboratories ............... 120 
@ MODERNIZE METHODS 
BRING WORK TO WORKER Caeteanege Implement & Mfg. Kay-Tite Company ............... 137 
© OT OR ceecegecccenenereeressensess 40 | Kellogg Brush Mfg. Co. .......... 125 
’ @ PROTECT FLOORS ° | Chefford Master Mfg. Co., Inc. 153 ee Switchboard & Supply ‘ 
wee re a | Cheney Metal Products Co. ..... 153 ramet a Sl yn LA Le 157 
Perens CASTER COP Chicago Die Casting Mfg. Co... 48| Keuffel & Esser Co. ............005 163 
penne, Parone Chicago Wheel & Mfg. Co. ...... 78 | Keystone Steel & Wire Co. ...... 8% 
Branches in) Principal Cities Cleveland Chain & Mfg. Co. ... 141 RE IES kcacdcaccedecdcscace 26 
. Climax Industries, Inc. ..... . 19] 
. Take Ry } :  4e Be & Clover Mfg. Co. ........... wa. 
nui TYQOMES °& SILEN( | 
ye \ a N Corbin Screw Corp. .............. 37} L 
SLI LID E SILENTLY - SOFTLY-SMOOTHL Y Country Gentlemen, Curtis Publ. | Lake Chemical Co. ............. 42 
—— — Co. pacniasadettatucaed 6} Lamson & Sessions Co. .......... 9 
40c | SET - eae - eee. eine ae... te 
& FLOORS - CREATE QUIET ih Oe 3 | Landers, Frary & Clark ........ 16-17 
a | Leipzig & Lippe, Inc. ........... 139 
ogineh Sor eame 7 . | Cross & Co., Inc., W. W. ........ 133] LeJohn Company .........-...+.. 13 
| Cyclone Fence Div. ........... 4 es “pean 132 
| Liberty Distributors ............. 49 
Domes of Silence — Insulated Cushion Glides | | towel We. Ge. .............0502 42 
For Tile, Marble, Cement and Bathroom Fleors. ’ 
Noiseless. Sizes for metal beds, wood beds, large | crit * Newcomer Elec. Elevator | 
chairs and all furniture. arn Laure Bae | ce ee 
Dazey Corp. dhidnebiddcontatan aren M 
| Dearborn Stove Co. .............. 122 | Maine Industries Co. ............ 148 
MEE ML. inicenddcaecaceacinad 82 
| Dobeckmun ig aa caemanaaian 00 | Make-AcLite Div. oo... 153 
Domes of Silence ................ 168 | Makinen Tackle Co. ............. 127 
Durham Co., Donald . .eeee-» 1448' Manning, Bowman & Co. ........ 12 
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120 
161 
137 
135 


102 
5 
151 
21 


172 
127 


17 
6 
55 


153 











Ondex So Adwentnen 








Marshalltown Trowel Co. 153 Ss 
— Brothers Tool Mfg. Co., 153 St. Louis Cordage Mills ......... 32 
MMR. Abdecdddenssens 
sa Sharon Bolt & Screw Co. ......... 135 
Mayhew Steel Products Co. 153 | Shelby Spring Hinge Co. ........ 90 
McGill Metal Products Co. ‘ | Sherwin-Williams Co. (Weed-No- 
DE J<.nnusuendasded cacedbane 
McKi fg. q ! 
taney Wily. Co 1 slobring Mfg. Co. ...........0.-. 194 
McRoberts & Tegtmeyer 126 | Slaymaker Lock Co. ............ 153 


| 
160 | Smith Corp., A. O. (Stoker Div.) 95 


16g | Smith & Son, Inc., Seymour ....36, 44 
| Socony-Vacuum Oil Co., Inc. ..... 30 
| Sound Equipment Corp. ......... 142 
80 | | Southington Hdwe. Mfg. Co., The pe 

. 126 | Standard Horsenail Corp. as 
Standard Machinery Co. ........ ps 


Mercury Aircraft, Inc. 
Miller, Inc., Robert E 
Minute Mop Co. . 147 | 
Mortell Co., J. W 

Myers & Bro. Co., F. E. 


BN EE .codcchténe0sageseenaa 169 | 
Stanton Supply Co. ............. 136 | 
N Stevens Level Co., E. A. ........ 160 
National Cash Register Co. - 38) Superior Fastener Corp. ......... 148 
National Lock Co. ........ 8| Superior Paint & Varnish Co. .... 93 
National Mfg. Co. ...... 134 | Swift & Co. (Vigoro Div.) ....... 23 
Swing-A-W Steel P ts Co. 123 
National Metal Products Co 48 — ee ee 
National Milker Company 121 
National Screw & Mfg. Co 71 
Neatsiene Co. 129 T 
Nelson Mfg. Co., L. R. 124| Taber Bushnell & Co. ............ 33 
Nicholson File Co. 50 | Tel-O-Post Co., | er . 9 
T Peat ai aans 
Nockonwood Industries, Ltd. 129 eee, Kenly pl Ge - 
: Tennessee Fabricating Co. ...... 87 
Nourse Oil Company 18 | Tennessee Valley Associated 
Nunn Manufacturing Co 48 MOE. ns ce sasaspegsasceneces 
Textile Industries, Inc. ‘ abe 
Textile Mills aes és <i 
Tremco Mfg. Co. ..... aapien a 18 
° Triplex Screw Co. ......... .. 83 
O'Malley Valve Co., Edward 155 | Troy File Works .............. 148 
Oster Mfg. Company 154 ar ad Day & Woolworth Handle = 
Oster Mfg. Co., John wae 8! | Twix Mfg. Co., tne. nidcaobaoren 148 
P . U 
Patent Cereals Co. ... es 
Pete tee 140 | Union Fork & Hoe Co., The . ! 
a a nny 67! Union Hardware Co. ........... 98 
Petroleum Solvents Corp. 156 | United States Steel Corp. ...... 159 
Phoenix Mfg. Co. ......... 158| United States Television Mfg. 
Pi pubtitietn 6 Corp. suds taebatedsriasdesaa 
ee ne 44! United Stove Co. Maced aaitene one ae 
Pittsburgh Plate Glass Co. (Store 
Front Div.) 99 
Plastic Molded Products Co 85 
Vv 
ke 
9 Val-A Company ............... . 2 
Queen Cutlery Company 26 | Vaughan Novelty Mfg. Co. ...... 46 
| Vita-Var Corp. adenaiusicuns neue 
Queen Stove Works, Inc. 89 | Vichek Tool Co. WATE: 150 
Volirath Co., The .......cccsceees 27 
R 
Railway Express Rgpety (Air Ex- w 
press Div.) ; % | 
Reconstruction Finance Corp 15! | Walters Mfg. Co. . Aatewedaae ae 
Red Devil Tools 131 | Poon ~ praca stendte = 
aterman e,, & ©. .. ; 
Red Heed Grand Company 20! Weed-O-Mat Co. The .......... 169 
Reflecto Letters Co. 90 | Wilbar Sales & Engineering Co. 169 
Remington Arms Co., Inc. 75 | Wilson Imperial Co. ............. 105 
Republic Steel Corp. 165 | Wilson Industries ................ 3 
Revere Copper & Brass Inc 2| Wooster Rubber Co. ‘ o> 
Ridge Tool Co. 164 
Riegel Textile Corp 82 
Rolyan Metal Products 134 Y 
. : bf dinsaecomadeaied 19 
Rome Mig. Co. Div 2 Yoder Mfg. Co ! 
Rubberset Co. 28-29 | 
Russell, Burdsall & Ward Bolt & 
Nut Co. .. 10- z 
Ryerson & Son, Inc., Jos. T 8h Me: eer rer rr ye 152 
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JIFFY Trolling Plate 
On and Off in a Jiffy 


WITHOUT REMOVING 
MOTOR FROM BOAT 


Fishermen buy it on sight! An 
entirely new type trolling plate 
that gives slower speed while mo- 
tor runs faster and surer. Fits all 
motors. Nothing complicated, no 
changes to be made. Thousands of 
enthusiastic users. Advertised in 
national sportsmen publications. 
Retails for only $1.00, giving 


4 US.PAT NOS. 
2,226,007 
2.265.625 








dealers a neat profit. If your jobber can’t supply you, write us. 


PETERSON SALES COMPANY 


382 N. E. LINCOLN MINNEAPOLIS, MINN. 

















WeeD-O-mAT 


THE ONE ESSENTIAL TOOL 
MISSING IN HOME LAWN CULTURE 


Weeo-OQ-mAT 
THAT INGENIOUS LAWN WEED-PULLER DESIGNED ON 
THE LEVER RRINCIPLE, WITH LIGHTNING- QUICK 
EJECTOR—— NOW IN PRODUCTION. 


ADDITIONAL DISTRIBUTOR CONNECTIONS DESIRED... 
PRIOR TO CAREFULLY PLANNED NATIONAL ADVER~- 
TISING AND MERCHANDISING PROGRAM. 


WRITE FOR DETAILS TO-DAY! 


Ve BEED-Q-OT Goan 











. ~ DEPT Al. 218 FOREST ORIVE FALLS CHURCH, VA. 





PANTS & SKIRT 
HANGER 


Muttiple— 








H O L D S FIVE TROUSERS 

FIVE SKIRTS 
NO CLAMPING — NO ADJUSTING 
Bright nickel plated spring steel 


clips hold light or heavy garments 
firmly—easily slipped on or off. 


MOD. |. Two brackets fastened to 
flat back bar—makes a one-piece 
unit. 


MOD. 2, (As illustrated) Two separate 
brackets can be mounted to any 
width. 


ATTRACTIVE DISPLAY FURNISHED 
Write for Prices « Immediate Deliveries 


WILBAR SALES & ENGINEERING COMPANY 
549 W. WASHINGTON BLVD. CHICAGO 6, ILL. 




















ON OF THE STANLEY WORKS 


weWigal cele) ave nee CONNECTICUT 
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ENAMEL 


The Postwar 






Synthetic Enamel 
Business is good with VITA-LUX dealers! 
VITA-LUX the synthetic Enamel is backed by 
consistent advertising, radio broadcasting and 
powerful, free display material. That brings 
REPEAT SALES of this fine, high-quality, whiter 


white enamel! It’s the Quality Leader! 


AVAILABLE IN GLOSS, SEMI-GLOSS AND FLAT FINISHES. 





Vira Var CORPORATION 


PAINT ENGINEERS SINCE 1888 NEWARK, NEW JERSEY 





WOOD SCREWS - MACHINE SCREWS + STOVE BOLTS + CARRIAGE BOLTS 
LAG SCREWS + CAP SCREWS + MACHINE BOLTS + SEMI-FINISHED NUTS 


Ad > 
a 
ame. 





CASTLE NUTS + SQUARE NUTS - WING NUTS + SHEET METAL SCREWS + SET SCREWS 
PHILLIPS SCREWS + COTTERS + RIVETS - TACKS + NAILS + SPOKES + NIPPLES 


Your Most Complete Fastener Line — 
with Dependable ‘“National’’ Quality 


As a hardware buyer you must deal with many sources of supply, 

at best. To the extent that you can simplify by concentrating pur- 

chases, there is an obvious advantage to you in doing so. 
“National Screw” not only makes all the staple fasteners listed 

above—(the only manufacturer with such a complete line }—but also 

produces many special 

items. By standardizing on 

“National” for fasteners, you 

gain the dual advantages of 

simplified buying and de- 


pendable quality. 


THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, O. 

















BOSS Kerosene Ranges excel in style and modern fea- 
tures which afford convenience and economy. Glass in 
oh -1a le (ole mh iol mn i410) (-M ole] dale mento hZ-+ Mm celele Mm iUl-1 Mel alo Mn Zelda 
Convenient shelf splasher and utensil compartment are 
provided. Lustrous porcelain finish is easy to clean. 

[Nolo lc-s59m DI-) 0) am DEN MN g-Yo[ol collate Ml s1@ No Me(-tol (-Tand-1old-1-lal rel itols 


eltolay 


THE HUENEFELD CO. CINCINNATI (25) OHIO 


BOSS RANGES - STOVES - OVENS - HEATERS 
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